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» +» they cut ... they bevel ... they groove 





Beaver Knife Cutters Ideal 
for Power Drive use! 


Wits a choice of three different types of knives, Beaver Automatic Knife 

Pipe Cutters will cut pipe off—leaving a clean, burrless square-end for 
threading; will bevel pipe for welding; or will groove pipe for use with 
Victaulic Joints. The knives have a safety depth guide ahead of the cutting 
edge to prevent “hogging”—and knife breakage. They feed automatically by 
heavy spring pressure (see illustration)—-workmen cannot break the cutting 
points off Beaver knives by overfeeding or hogging cuts. This same automatic- 
feed principle applies to all sizes of 
Beaver Automatic Knife Pipe Cutters 
—No. 1, } to 1”; No. 5, } to 2”; 
Geared Cutters No. 104, 2 to 4”; No. 
106, 24 to 6”; No. 108, 44 to 8”; and 
No. 112, 9 to 12” 











Powerful coil springs feed knives 
automatically — an ideal advan- 
tage when used with power Drives. 
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No. 104 Beaver Square-end Pipe 
Cutter 2 to 4-inch 








No. 5 Beaver Square-end Pipe Cutter cutting 2-inch pipe with Beaver Model C 
Power Unit. The cutting knives feed automatically. 
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The Cover 









There can be no mistaking the 
cover picture this month—it is an 
honest - to- goodness sales meeting 
going full blast. While it may be 
true that there is nothing outstand- 
ing about the picture of a Memphis 
sales meeting, there is more to the 
story than just the picture. One of 
the salesmen in that meeting has 
given a lot of thought to how he 
can benefit from sales meetings and 
he’s not keeping his conclusions 
secret. You'll find them in a full 
report on page 82 of this issue. 

This attention to sales meetings 
is particularly timely right now; 
distributors all over the country are 
holding more and more meetings. 
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BEARINGS 


Yes, they’ve got to be good! They've got to have 





what it takes to carry the load . . . to handle the 
tough jobs as well as the easy ones . . . to roll smooth- 





ly and dependably under widely-varying operating 
conditions . . . to perform with complete ‘‘service- 
satisfaction’’ over a long period of time. 

Once these dependable, precision-built bearing 
units are installed on your equipment, you'll join 
thousands of other satisfied users in this simple state- 
ment of fact — LINK-BELT BALL and ROLLER BEAR- 
INGS are GOOD BEARINGS. 





Send for Catalogs! 
LINK-BELT CQMPANY 


519 N. Holmes Ave. * Indianapolis.6, Indiana 
STOCKS IN PRINCIPAL TRADING AREAS 





11,150 
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It was Dodge who took the famous 
Timken Bearing, mounted it, sealed 
it, housed it and delivered a pillow 
block of new high quality—tully 
assembled, ready to lock on the 
shaft and carry the power loads of 
industry with new efficiency. 


Dodge develops outstanding pow- 
er transmission products, as proved 
by the big success of Dodge-Tim- 
ken Bearings on millions of indus- 
try’s toughest jobs. ‘ 


Dodge-Timken Bearings are sup- 
plied promptly from stock in four 
basic types and a wide range of 
sizes to meet an almost limitless 
variety of anti-friction problems. 





Dodge also produces Ball Bearing 
Pillow Blocks which, with Dodge- 
‘Timken Bearings, comprise the fa- 
mous ‘’30,000 hour line.’’ Write 
for complete bulletins. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiana 


of Misha wak a, In d. CALL THE TRANSMISSIONEER 


He is your local Dodge Dis- 
tributor—factory trained — 
qualified to suggest ways to 
improve your machine per- 
formance, increase production. 
Look for his name under “’Pow- 
er Transmission Equipment” 
in your classified phone book. 


"Copyright, 1948, Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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with ONE product 


Here is protection against pressure, “Pint Con 
seepage, corrosion and thread seizure . . . 
for every kind of connection! > tah tend 


1-Galion Can 





Permatex Pipe Joint Compound No. 51 is 
applied with a brush, spreads evenly over 
threaded surfaces and stays put! Does not 
harden or crack. Remains flexible, resistant 
to shocks, jars and vibration. This compound 
makes adjustments and disassembling easy. 
No hardened cement to clean off. 


Permatex Pipe Joint Compound No. 5l 
produces unions that are leak-proof to hot 
or cold water, salt water, steam, illuminating 
gas, lubricating oils and greases, fuel oils, 
gasoline, kerosene, ethylene glycol and 
many other liquids and gases. 


PERMATEX COMPANY, INC. 
Brooklyn 29, N. Y., U. S. A. 
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ONE YEAR AGO WE PROMISED... 
hol. 


IDEAL INDUSTRIES, Inc. announced, through 
major industrial publications, a new policy of Selective 


Wholesale Distribution. At that time IDEAL went from an open 
Jobber Policy to Selective Distribution... Every IDEAL Distributor hence- 
forth received a protective sales agreement. We also promised a complete program 


of protection, cooperation and sales help that would make the IDEAL FRAN- 
CHISE one of the most valuable that any Distributor could have. Here is how 
that promise has been kept: 


IDEAL INDUSTRIES has franchised only a limited 
number of Distributors. However, wholesalers are 
in a position to buy from IDEAL Distributors and 
realize a nice profit on our lines of widely advertised 
products. 


Protective Pricing 


IDEAL products are sold to all IDEAL Distributors 
at identical prices, with price protection on all re- 
corded orders. Distributors operate under liberal 
profit margins in their sales to other wholesalers or 
to manufacturers and users. 


Sales Training 


Available to the sales force of every IDEAL Dis- 
tributor. IDEAL Representatives have been trained 
to hold effective sales training meetings, so that 
Distributors’ representatives are better equipped to 
sell IDEAL products. 


Advertising 


Continuous, demand-creating national advertising in 
leading publications reaches hundreds of thousands 
of prospects in every major market, every month... 
Wholesaler distribution is prominently featured in 
every ad. 


Sales Promotion 


FREE direct mail color folders, broadsides, envelope 
stuffers, blotters and other sales builders are con- 
tinually prepared and supplied to every IDEAL Dis- 
tributor ... with his name imprinted on reply cards. 


New Catalogs 


Loaded with easy-to-use data, IDEAL’S new catalog 
packs real selling impact... makes it easy to find 
and order any product. Plenty of selling information 
on every product — and lots of room for Distribu- 
tor’s imprint. 


New Products 


IDEAL manufacturers practically everything it sells. 
Several new and profitable items have been added to 
the IDEAL line during this past year, and more are 
being engineered for the future. 


©— 


©-— 


Displays 

Sales-building counter and floor displays are avail- 
able on all of the major IDEAL products. These dis- 
plays are furnished free or at small cost to IDEAL 
Distributors, 


Standardization of Products 


IDEAL’S line is now streamlined to give every Dis- 
tributor greater turn-over and profits with mini- 
mum stocking investment. Odd sizes and slow-mov- 
ing items have been discontinued. 


Long Discounts 

All products carry a very liberal discount so that 
Distributors can earn extra profits on their invest- 
ment. Full 2% discount is allowed on all billings 
paid by the 10th of the month following the month 
of shipment. 


New Package 

All IDEAL shelf products have been, or soon will 
be, packaged in metal-edged cartons that lend them- 
selves to efficient shelf utilization. All cartons are 
identified by easy-to-read labels, complete with 
name, catalog number and description. 


Easy-to-Use Price Sheets 

Products are arranged numerically according to cata- 
log number and cross-indexed by catalog section. All 
price sheets and catalogs conform to wholesaler asso- 
ciation recommendations. 


Sales Representative Help 


IDEAL Sales Representatives are available at all 
times to work with Distributors and Distributor 
salesmen on sales and product problems. Engineer- 
ing counsel on the use and application of any IDEAL 
product is also available. 


All inquiries Referred to Distributors 


All inquiries resulting from IDEAL’S steady adver- 
tising and sales promotion program are referred im- 
mediately to Distributors. All orders sent to IDEAL 
are similarly referred to a Distributor for handling. 





This, then, is the report of a promise and how it 
has been kept. IDEAL is sincerely proud of the 
relationship established with its Distributor 
“partners” all over the country — and grateful 
for the acclaim they have given IDEAL’S Selec- 


tive Distribution Policy. We pledge ourselves to 
continuing efforts to provide every help and 
support that will enable our Distributors to 
enjoy greater profits and ever increasing sales 


volume. 
IDEAL INDUSTRIES, Inc. 
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They re in the 


top three 
in my book 


—year affer year 


AKE the word of leading distributors: 
Goodyear Industrial Rubber Products are among 
the first three profit makers of all lines handled 
by supply jobbers. Their consistent earning 
record is due to their matchless quality and 
reputation, backed by all the promotional 
help a great sales organization can give them. 
The blueprint shows you the eight solid 
advantages that go with a Goodyear franchise. 
If your present franchise is not delivering 
all of them, why not see if there’s 
a Goodyear distributorship open in 
your territory? Write: Goodyear, Akron 16, 
Ohio or Los Angeles 54, California. 





BLUEPRINT FOR PROFIT-BUILDING 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


1. Reputation of “the greatest name in 4, Liberal franchise that creates profit Fe Leadership in new-product develop- 
rubber” opportunities ments, pioneered by Goodyear 


_ 5 Research Laboratory 
e Proved quality that brings repeat e Technical sales assistance of the 8 
e 


sales G.T.M.— Goodyear Technical Man Substantial profit margin on each 


sale 
a Aggressive national advertising that 6. Hard-hitting, business-getting direct 


ololosti Melt tial eltlicla Mm Lele) mail campaign 


DY 


THE GREATEST NAME IN RUBBER 
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roper application 








AMERICAN 
TIGER BRAND 


INDUSTRIAL D'STRIBUTION © NOVEMBER, 1948 



















“Why MWe YOu honey 


@ Every user wants to get the best possible service out of his wire rope but it is amazing 
how often simple rules are broken in the field. Some operators are careless when 
installing a new rope . . . they keep machines running when sheaves are badly worn... 
they overload the rope . . . they forget to lubricate the rope. 

To help eliminate these human failings, the American Steel & Wire Company 
maintains a staff of TIGER BRAND Wire Rope Specialists. These men are experienced field 
service engineers. If you have not checked your equipment recently, for correct wire | 
rope application, call in the TIGER BRAND Specialist. He’ll do the job for you without 
charge. Here are some of the points he checks before recommending the proper wire 
rope for your job— 



















1. Method of installing and caring for rope. 8. Lubrication. 
2. Diameter of sheaves and drums, and con- 9. Corrosion. 
dition of grooves. 10. Amount of scrubbing and abrasion. 
. Fitting attachments. 
. Abuses to be corrected. 
. Analysis of service records. 


. Finally: Recommendation of the correct 
rope to meet all conditions. 


3. Arrangement of sheaves. 11 
4. Fleet angles. 12 
5. Loads handled. 13 
6. Rope speeds, acceleration and deceleration. 14 
7. Presence of vibration, whipping. 









To show you how you can save money on wire rope, we have prepared a booklet 
on proper wire rope application that every user of wire rope should read. You can get 
a copy by mailing the coupon. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 

TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 

UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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American Steel & Wire Company 
Rockefeller Building, Dept. D-11 
Cleveland 13, Ohio 
Gentlemen: 
Send me your booklet, “Valuable Facts about the use and care of Wire Rope.” 
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Check the costs of lubrication listed 
at the left, and you can see why 
Keystone says, ‘““The true cost of a 
lubricant is measured by its per- 
formance in the bearing rather than 
the price in the container.” 


Many of these lubrication costs can 
be cut down, or entirely eliminated 
—with Keystone Specialized Lubri- 
cants. Proof ?—The best proof is the 
Keystone Guarantee of 10% savings 
over the present cost of lubrication, 
including labor. 


The Keystone Distributor near you 
will be glad to co-operate in making 
Keystone Specialized Lubricants 
available to your customers. 


TRADE MARKS REG. U. S. PAT. OFF. 


SPECIALIZED 
LUBRICANTS 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1948 








on a machine 


like this 








INDUSTRIAL DISTRIBUTORS: This advertise- 
ment is appearing in leading metal working 
and industrial magazines. Capitalize on it by 
showing your customers how Atkins “Silver 
Steel” Powersaw Blades cut the cost of 
cutting metal. 














ATKINS “Séluer Steel” Hand Hacksaw Blades 
— waste ae 
The Atkins Curled-Chip Tooth form, with its inward The blade that takes the ‘‘hack’’ out of hacksawing. 
curved face, actually lifts the chip free in a smooth, Fast-cutting, easy to work with. Made of “‘Silver Steel”, 
° ° ° a : with tough rugged teeth that hold up without break- 
continuous curling motion. Tooth-dulling heat and peering tage enna 
power-wasting friction are reduced to a minimum. metals. Ask for the blades with the ‘Blue Ends”. 
In addition, these blades are made of Atkins own 
special analysis “Silver Steel” — the steel that was : ATKINS. #22 
developed to take an edge and hold it through rec- = ers 


ord cutting periods and consistently heavier feeds. 














E. ¢. ATEINS AUS COMPANY 


lome Office Factory 
402 S. illinois St Street, isnenatte 9, Indiana 
Branch Factory: Portiont, Oregon “ATKINS ALWAYS ANGAD™ 


a . ., 
MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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How many tons can a BALL BEARING 
Pillow Block “pillow”? 


How far can you carry a good idea like Fafnir Ball Bear- 
ing Pillow Blocks? Right now they’re cradling some 
pretty brutal loads on line shafts, motor drives, construc- 
tion machinery gear shafts and on chain drives. But how 
far up the ton-load scale can you carry these power savings 
and maintenance economies? Well, Fafnir stocks ball 
bearing pillow blocks all the way up to a 615,” shaft size 
that handles up to 26 tons. 


TAILORED TO THE LOAD 


You don’t build load capacity into a ball bearing pillow 
block just by multiplying dimensions. Different sizes and 
different types of loads introduce different requirements 
...one and two piece housings, self-aligning, fixed and 





floating constructions, single and double. Fafnir tailors 
these heavy duty ball bearing pillow blocks to the load 








they’re going to handle. That takes, among other things, 
different methods of fitting the bearings to the shaft, in- 
cluding the Wide Inner Ring construction with the self- 
locking collar. This is the easiest of all bearings to install 
and remove. A twist of the wrist locks the bearing to the 
shaft without shaft shouldering, threading, lock-nuts or 
adapter devices. Similarly, the exclusion of contaminants 
and the retention of lubricant are engineered to fit special 
conditions in a whole series of shields and seals. 


NAME YOUR LOAD 


There’s no good reason for passing up the dependability 
and economy of ball bearings when the loads go up by 
ten-ton leaps. Fafnir has made pillow blocks for all kinds 
of heavy duty for all industries. Get this industry-wide, 
industry-wise experience before you decide that ball bear- 
ing pillow blocks can’t take it. The Fafnir Bearing 
Company, New Britain, Conn. 


MOST COMPLETE LINE IN AMERICA 


12 INDUSTRIAL DISTRIBUTION © NOVEMBER, 1948 




















A SMALL THING, surely . . . but serious business when 
someone needs gauge glasses in a hurry. What a relief to 
your customer when he can come into your place and get 
CORNING or PYREX brand products! You give him a 
“break” . . . you build goodwill . . . you build profits. 

Corning is the only manufacturer of mill supply glass- 
ware who helps to build markets for you. Every month 
Corning reminds engineers, maintenance men and super- 
intendents in the power, petroleum, plumbing and marine 
fields of the extra dependability Corning builds into its 
line. The sale of these products is channeled entirely 
through conveniently located stock carrying distributors 
who are able to give quick service to supply distributors in 
the fields mentioned above. In effect, all available business 
in this line is channeled through you. You will profit most 
by having stocks available. 











A COMPLETE LINE 


Corning offers the only complete line of mill supply 
glassware. Specifically: 


PYREX and CORNING brand tubular gauge 
glasses which will handle pressures up to 500 p.s.i., 
depending upon type and size. 


MACBETH brand flat gauge glasses—good for 
pressures up to 2,000 p.s.i. 





PYREX brand sight glasses for ovens, absorption 
columns, reaction kettles, furnaces, pressure vessels, 
stills, tanks, etc.—up to 300 p.s.i. 


PYREX and CORNING brand oil cup and lubricator 
glasses for rugged service conditions on machine 
operations. 


These products provide good visibility over prolonged periods. 
They outlast other makes. Supply CORNING and PYREX 
brand products and you give your customers the best. Stock up 
now. Be prepared to serve, and you will reap the benefits. 


t CORNING GLASS WORKS e CORNING, N.Y. 


aR \ 
\\ PYREX | SALES OFFICES: NEW YORK « CHICAGO « SAN FRANCISCO 
\ ot / 

pat OU 


MILL SUPPLY GLASSWARE 


aw or suppliers everywhere 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES + GLASS PIPE +» LIGHTINGWARE + SIGNALWARE 
LABORATORY GLASSWARE + OPTICAL GLASS +» GLASS COMPONENTS 
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-OWELL VALVES cover all Industry 


Fig. 500 — 125-pound 
Bronze Gate Valve with 
screwed ends, screwed- 
in bonnet, inside screw 
rising stem and tapered 
wedge, solid or double. 


Fig. 1793—Large 125-pound Iron Body Bronze 
Mounted Gate Valve. Made in sizes 2” to 30’, 
inclusive. Has outside screw rising stem, bolt- 
ed flanged yoke and tapered solid wedge. Also 
available in All lron for process lines. 


Fig. 150—150-pound Bronze Globe Valve 
with screwed ends, union bonnet and re- 
newable composition disc. 


For full information on applications of 
Powell Corrosion-Resistant Valves, refer 
to Powell Catalog No. 242. If you do not 
have it, write, on company stationery, for 
your copy NOW! 
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To meet the requirements of every industrial flow control 
service known today, Powell makes a complete line of 
valves in Bronze, Iron, Cast Steel and the greatest 
variety of Corrosion-Resistant materials ever used in 
making valves. 


We cannot introduce “Powell Valves for Corrosion 
Resistance”’ as a new feature, because with us they are 
long past the introductory stage. In fact it was more than 
25 years ago that the Powell Special Design and Alloy 
Valve Division was established. 


But we can feature the fact that today Powell makes the 
only complete line of Corrosion-Resistant Valves 
available to the Chemical and Process Industries. 


Fig. 375 — 200-pound Bronze 

Gate Valve with screwed ends, 

inside screw rising stem, union Fig. 457—125-pound All Iron Globe 
bonnet and renewable, wear- Valve with outside screw rising stem, 
resisting ‘“‘Powellium” nickel- bolted flanged yoke and regrindable 
bronze disc. renewable iron seat and disc. 


The Wm. Powell Company 


Cincinnati 22, Ohio 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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Nicholson Superior Milled Curved Tooth File 
(Flat Rigid Tanged Type) 


Nicholson Superior No. 25 Adjustable 
Flexible File Holder 





NICHOLSON SUPERIOR MILLED CURVED TOOTH FILES are made on newly 
designed Nicholson machinery and embody important improvements that 
fully justify the “superior” part of their name. Widely used by the auto- 
mobile manufacturing and repairing industry on body work, they are never- 
theless of great practical value in many other types of shop work. They are 
ideally fitted for smooth work on sheet and other steels up to the hardness of 
commercial annealed tool steel; and on cast iron, bronze, aluminum, zinc, 
babbitt, lead and plastics. 


CONSTRUCTION. In the aggregate, little things make big differences in curved 
tooth files. Note the technical distinctions described and illustrated here. 
(A) Teeth have the proper face angle (positive) for good bite without pin- 
ning up. (B) Gullets are carefully designed and smoothly rounded for mini- 
mum clogging. (C) Cross-section has very slight fullness for even 
tooth wear and level cutting under normal filing pressures. (D) 
Tooth radius is designed to keep at least two teeth in contact with 
the work along any one line, to eliminate chatter. Greater shear 
angle at edges results in smooth cutting with less pressure, less 
clogging. (E) Preforged tang (in Rigid tanged type) has teeth 
stopped off to leave a clean shoulder below level of teeth-tops — 
insuring strength and allowing file to be used as a surfacing tool. 


RIGID AND FLEXIBLE TYPES. Besides the Flat tanged shape, RIGID 
Nicholson Superior Curved Tooth Files come in Half Round, Half 
Oval, Pillar and Square tanged shapes; Half Round Shell (teeth on 
convex side only) and Half Round Moulding (teeth on concave side 
only) — both with holes, instead of tang, for use in rigid-file holder. 
FLEXIBLE type comes in the Flat shape only — with holes for use 
in flexible-file holders. At left is shown the newest Nicholson holder 
design — made of lightweight aluminum with improved turnbuckle 
adjustment for using file on either concave or convex surfaces of 
varying degrees. 


Nicholson makes special-purpose files for Brass, Lead, Aluminum, 
Stainless Steel, Foundry Castings, Die Castings, Die Making, Lathe 
Filing, Curved and Shear Tooth Filing—and Swiss Pattern files of 
all shapes and sizes. 


NICHOLSON FILE CO., 42 Acorn Street, Providence 1, Rhode Island 


bso 
= v.s. a? (In Canada, Port Hope, Ont. ) 
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In these lumbers! 


@ Wherever you need security—in your plant 
or in the products you make—look to 
CHICAGO Locks! 

CHICAGO Locks are expertly engineered 
for maximum resistance to unauthorized open- 
ing. Provide you with protection at its best. 
Made of finest materials, CHICAGO Locks 
give 
years of trouble-free service. Easy on your 
budget, too, because CHICAGO Locks are 


operate positively and dependably .. . 


BETTER BUILT—INSIDE AND OUT 


priced for economy and are installed quickly 
and easily. Available with disc-tumbler, criss- 
cross tumbler, regular pin-tumbler and ACE 
7-pin-tumbler locking mechanisms. Type 
optional in most models. 

It all adds up to safety—and economy—in 
these CHICAGO numbers. Ask your jobber or 


write today for data sheets and prices on the 


full CHICAGO line. 


Chicago Lock Co. 


2024 North Racine Avenue 


Chicago 14, Illinois 
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SEAMLESS WELDING TEES 


Another example of engineering leadership . . . all 
Ladish Seamless Welding Tees—34” through 20” 


—provide the greater safety and ease of instal- 


All Ladish Tee center-to-end dimensions of the 
tun and branch are identical — providing full- 
length-branch outlets. 


lation resulting from full-length-branch outlets. 
This advanced design affords extra protection by 


Seat eanhdietetenwadienh tend keeping high welding heats safely away from vital 
yaaa as ae — crotch areas. The proven strength advantages of 


the entire fitting. : ; ; 
Ladish tapered construction are present in the 


branch as well as the run. 





A COMPLETE LINE PRODUCED UNDER ONE ROOF 


(#01 ..°2 & 
my) EVAN DSS) = Ox Oy 


Long, sweeping crotch radi- Full length branch pro- 
Us reduces pressure loss and vides accessibility for ' 
ainimizes resistance to flow. welding. d CUDAHY, WISCONSIN 


MILWAUKEE SUBURB 


DISTRICT OFFICES: New York © Buffalo © Pittsburgh « Philadelphia 
Cleveland © Chicago « St. Lovis * Atlanta * Houston « Los Angeles 





TO MARK PROGRESS 








No. 40-11 4-page bulletin cover- 
ing the well known high quality 
line of MILWAUKEE Steel Wire 
Scratch Brushes. Shows e 9 
features of construction that make 
these brushes outstanding in 
value. The general uses are given 
and application pictures shown. 











0 





VALUABLE 
emu, FOR YOUR INDUSTRIAL 
‘carci BRUSH SALES PROGRAM 


Radiator and sani- 

tary brushes in a 2 . 

umber of diferent Now is the time to get these sales helps and to use them 
in securing industrial brush sales and profit that 
MILWAUKEE quality assures. 

MILWAUKEE INDUSTRIAL BRUSHES have for years 
past established their worth in all 
branches of industry. Regardless of 
the industrial section in which you 

are located you will find good, 
, profitable sales activity with 
i MILWAUKEE quality. 
In addition to having every 
type of Industrial Brush avail- 
able whenyousell the 
MILWAUKEE line, we co-oper- 
— \ i ate with you in the design and 
Suttetio designed ‘cree 1) / production of special brushes 
distributors’ and the | W a@il oa Ai when the need arises. 
industrial purchasing e 
agent. Shows special 
applications and de- 
tailed specifications of 
our complete line of 


power driven brushes, 
wire hand maintenance 


brushes, flue, foundry, A 

bench, floor, window j 

and sanitary brushes. I, end for 
No. 36-R-7 General Catalo - = 1 
tains 73 pages with index. i — 
distributor who keeps this catalog Re 


handy has a quick, dependable 
reference to a comprehensive list- 
ing of brushes and brooms which 
meets the needs of industry and 
other activities. 


You will be interested in 


THE MILWAUKEE BRUSH MANUFACTURING CO. MILWAUKEE PRICES 
MILWAUKEE 8, WISCONSIN ; ; 
for highest quality ... 


UALITY: 
MILWAUK WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 
BRUSHES 


LT: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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AMERICAN PHILLIPS SCREWS 


her-manu 
“Slotted 
Amer 


to re 
of several seconds 


tart new 


afford to use 


can 
s would cost us 


facturers 
driver gOUsS 
ican Phillips Scre 

per screw — that 


slot was 
says: 


50c to $5.0 
that. And they $ 
as high as 50%- 


} SALES STARCHED 

x coin-laundry customers © 

att cont gut 4 these stay-tight screws mean, t 

g.winct? prene? wee Find out what double-edged prod 
Screws can apply to your pro uct. 

PROVIDENCE 1, 


v 
paninies 
AMERICAN sCREW COMPANY, 
Chicago " Detroit 2: 502 Stephensom 


ewheads mean that 


uP! Unburred Ame 
he machines. An 
for repaif- 


an’t snag ¢ 
\ 
hillips 


RHODE ISLAND 
Bullding 


or? 
, 589 E. Winols St. 
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wa DUFF-NORTON © 


Public Utilities 
Need Jacks To— 


@ Pull and straighten tel- 
ephone and telegraph 
poles 

@ Support cable reels 

@ Force pipe 

@ Pull pinions and gears 

@ Brace trenches 


© Repair equipment 


Cement Plants 
Need Jacks To— 


@ Install and remove 
heavy equipment 

@ Maintain track 

@ Replace derailed cars 

@ Repair heavy 
equipment 


Structural and Plate 
Fabricators 
Need Jacks To— 


®@ Shove, lift and hold 
_ steel plates for weld- 
ing or riveting 


@ Position and support 
febricated sections 
temporarily 


@ Move loads 
horizontally 


®@ Adjust material for 
downhand welding 


@ Install completed units 


®@ Repair cranes and 
nt 


Chemical Plants 
Need Jacks To— 


© Support tanks 


® Adjust heavy 
connecting lines 


@ Force pipe 
®@ Install new equipment 


.-.the world’s largest and most complete line of 


JACKS 


Every Customer is a Prospect for Jacks— and there’s 
a Duff-Norton Jack for Every Customer Requirement. 





Every customer jack requirement furnished with utmost satisfaction 
from one manufacturer—that’s the service Duff-Norton offers you. 
To be assured of the right jack for your customer's application, 
makes jack ordering easy and profitable. Helps build goodwill, too, 
through satisfied customers. 

With the Duff-Norton line to help make quick sales, your salesmen 
will want to check jack requirements on every call, and incidentally, 
cash in on a lot of steady repeat business. Write today for Catalog 
203-A and sales promotional material that will help you sell more 
jacks. It's free, of course. 


RATCHET 
sacks 


0) 


DUFF-MORTONM 


>A) Gf THE DUFF-NORTON MANUFACTURING CO. 


Pittsburgh, Pennsylvania 
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Another reason for handling 


ABRASIVE 
DEVELOPMENT 


ABRASIVE RESEARCH 
LY ld ae 
N MA ' -— oe oe 
DISCUSS 
\ tI. Jooo 





DEMONSTRATE... 
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products hy caRBORUNDUM 








Current industrial advertising points up an im- 
portant activity of The Carborundum Company 
to users of abrasives. It is known as “Product 
Development.” 


Because it is vitally concerned with their inter- 
est, it may be well worth mentioning in your 
selling messages. 


Key step between research and abrasive user, its 
ten specialized divisions aim toward developing 
and applying the right abrasive in the right place. 


TRADE MARK 


It closely relates abrasive machine builders, plant 
personnel, and research. It evaluates products 
and techniques. It conducts rigid tests. It collects 
and interchanges vital information. It screens 
hundreds of ideas and suggestions. By thus 
making the selection and application of abra- 
sives more effective, it helps create a confidence 
and preference for products by Carborundum. 
As a result, it helps you to more profits by 
building more abrasive volume for you. The 
Carborundum Company, Niagara Falls, N. Y- 


Abrasives by 
CARBORUNDUM 


TRADE MARK 
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R/M No. 1840A 


R/M plastic 


Out of R/M laboratories has come a series of plastic packings that have 
proved particularly satisfactory in meeting special operating conditions. 


R/M No. 1840A, shown above, is typical of these packings and is recom- 
mended for rods, valve stems, centrifugal pump shafts, and similar appli- 
cations where temperature does not exceed 600° F. A related type is R/M 
No. 1840B, which contains a non-frictional metal. 


Where packing is exposed to gasoline, fuel oil and other petroleum prod- 
ucts, a third R/M Plastic Packing, No. 1840C, is widely used. 


These specialized plastic packings are typical of the R/M packings avail- 
able to all authorized R/M distributors. For special packing problems and 
for day-to-day packing needs, supply your customers with R/M. All R/M 
packings for maintenance and replacement are sold through authorized 
distributors only. 








packings 














RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 


Manheim, Pa. *¢ Bridgeport, Conn. * North Charleston, S.C. * Passaic, N. J. 


We also manufacture a complete line of Asbestos Textiles, 
Friction Materials, and Industrial Rubber Products. 
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DISTRIBUTORS! 
Card’s Policy 


Cooperation 


Your interests are our interests. That has been 
the philosophy behind Card’s dealings with its 
Distributors for over 50 years. Because we have 
always been convinced that the Distributor plays a 
vital role in our American economy, we have aimed 
our selling and promotional effort toward helping 
you build volume sales. This desire on our part to 
cooperate with you is now clearly expressed in this 
straightforward policy that contains no .— wee 
“ands”... or “buts’’! 

We realize that our job is more than supplying 
cutting tools that you can sell with confidence. We 
must also help you to sell with greater ease. Our 
policy gives you that help. 

Based on the conviction that the best, most eco- 
nomical system of marketing Card products is 
through Industrial Distributors, our sales policy has 
been so formulated as to assist the Distributor to 
attain volume sales at satisfactory profit levels. 


s.W. CARD 


Mansfield, Massochusetts 
DIVISION OF UNION TWIST DRILL COMPANY 











S. W. CARD MANUFACTURING COMPANY 
JS te les J Mo licy 


I. We will refer all inquiries and orders re- 
ceived direct to our Stocking Distributors 
and to advise prospects and customers ac- 
cordingly. 

. We will appoint no more Distributors in any 
one area than the market justifies — no 
more than can get adequate volume with 
profit. 

We will sell direct only where customers or 
National, State, or City governments insist. 

. We will provide our Distributors with cata- 
logs, educational helps and sales material 
(with the Distributor’s name imprinted) to 
best assist them to service their trade and 
aggressively promote the sale of our line. 
We will advertise nationally to your custo- 
mers and prospects with an aggressive, con- 
sistent campaign built around the “Buy 
Through Your Distributor” theme. 

We will provide the services of factory- 
trained salesmen to assist our Distributors. 


We will carry a complete stock (for immedi- 


ate shipment) of the tools listed in our cata- 
log. 











She Certified P 
Culling Tools 


*by the Pittsburgh Testing Laboratory 


Alto mokers of DIES + SCREW PLATES 
DIE STOCKS + TAP WRENCHES 
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INCH 
ELECTRIC 


DRILL 


j 


/ 


INDEPENDENT PNEUMATIC TOQL COMPANY 
Avrora, Illinois 
Export Division: 330 West 42nd Street, New York 18, N.Y. 


Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
Milwaukee New York Philadelphia Pittsburgh St. Louis St. Paul 
Seattle San Francisco Toronto, Canada Sao Paulo, Brazil London, England 


Birminghom 
Los Angeles 
Salt Loke City 
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A newsymbol of distinction 
in high quality, high lustre 
portable elecric tools—by Thor. 


PACKAGE OF STALL-PROOF POWER! 


... the smallest, lightest, most 
POWERFUL 7%-inch portable 
electric drill in the world—a 
statement no other manufacturer 
can make! 


PORTABLE POWER 


PNEUMATIC TOOLS © UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS » MINING AND CONTRACTORS TOOLS 
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Availability a ana Qual: yy 


BRONZE BEARINGS Bunting Bronze Bars and Bearings, recognized as 
unsurpassed in Quality, are available from the stock 
BUSHINGS of the Bunting Distributor in your community. The 
Bunting Brass & Bronze Company, Toledo 9, Ohio. 


PRECISION BRONZE BARS 
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SOCKET CAP SCREW 


xX 


CHICAGO ‘Safety Plus 


SOCKET SCREW PRODUCTS 


SOCKET SET SCREW 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 





Closely controlled concentricity tolerances assure equal SOCKET HEAD SHOULDER SCREW 
distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


Your customers can reduce weight and 
add strength te their products with 
lighter, stronger Chicago ‘SAFETY 
PLUS" Screw Products. 


Chicago “SAFETY PLUS" Products Include: 


Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for ‘SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hex Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Our merchandising policy is based on complete 
cooperation with the distributor—Write for details. 
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3 miles 






... joined with Fiaee  FLow 


of piping 
Madison square 
Garten Arena 







threadless malleable fittings 


Madison Square Garden in New York recently completed 
a new arena floor, which must support ice-skating, con- 
ventions, prize-fights, circus animals and equipment, — 
as well as thousands of spectators. Beneath the terrazzo 
surfacing, buried in three and one-half inches of concrete 
are 6000 Flagg-Flow joints connecting 13 miles of re- 
frigeration piping. 

Can you imagine tougher service than this? Subjected 
to arctic cold and summer heat, exposed continually to 
the action of chromated brine, embedded in flooring that 
surges to the impact of tons of circus animals—that’s the 
service for which Flagg-Flow was chosen unreservedly by 
the consulting engineers. 

During installation, Flagg-Flow Threadless Malleable 


MALLEABLE IRON FITTINGS, STD., EX. HVY. AND AAR « CAST IRON FITTINGS e DRAINAGE FITTINGS e FLANGE UNIONS e FLANGES 


Fittings amply justified this confidence. On hydrostatic 
test under 100 pounds pressure, only 3% leakers were 
found. Of these, all but three were corrected on the spot 
by additional heat to draw the silver brazing alloy into 
the joint—an unprecedented record on a job of this size. 

Try Flagg-Flow Threadless Fittings (Malleable or 
Bronze) on your toughest job. They can be positioned to 
face in any direction—precisely and accurately—then 
capillary action draws the brazing alloy into the joint to 
make a perfect, permanent bond. You eliminate backing- 
off or taking-up to compensate for faulty threads or 
measurements; there is no distortion strain from man- 
handling a pipe wrench. Write today for fully descriptive 
literature on this new and better way to join pipe. 
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Completion of piping for new arena at Madison 

Square Garden, New York. 6000 Flagg-Flow Thread 

less joints were used to connect 13 miles of pipe. 
Silver brazing a Flagg-Flow Thread 


less joint with piping in place 


Owner: Madison Square Garden Corporation — Howard Post, Ch. Engr. 
Architect: Lionel Levy, New York, N. Y. 

Consulting Engineer: Charles S. Leopold, Philadelphia, Pa. 
Contractors: Almirall & Co., New York, N. Y. 


STANLEY G. FLAGG & CO., INC. 
1421 Chestnut Street, Philadelphia 2, Pa. 


GROUND JOINT UNIONS e BRONZE THREADED FITTINGS e BRONZE SOLDER FITTINGS e UNDERGROUND TANK FITTINGS 
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CHAMPION LAMPS 


meet ever 
et every requirement for 


INDUSTRIAL 
DISTRIBUTION 


Demand Items Every customer and prospect in your 
territory Uses Fluorescent Tubes and Incandescent Bulbs, 
and lots of them. 


Repeat Items — Lamps aren't a “one-shot’” item. The re- 
placement business 1s steady and sure. Champion Lamp 
performance holds the business for you. 


Quality Items — CHAMPION has been making lamps 

for exacting industrial service for nearly fifty years: 

Champion manufacturing resources and quality contro 
are second to none- Trained lighting experts in the field 
back you UP with prompt, capable service on all indus- 
trial lighting problems. 


Profit Items — Champion Lamps are easy tO handle and 
sell. No red tape, nO restrictions Of contracts. Production, 
sales and overhead costs are kept at a minimum. You can 
open up new accounts, ge maximum volume at maxi- 
mum discount with Champion Lamps. 


For complete information, get in touch with 
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SALES BUILDERS FOR Y, 


Certified case studies lik 


publications reaching 1,000, 


widen your markets by showing in 


production problems . .. with Walker-Turner Machin 










































































Model D-1101X Power Feed. Price: 
less motor and column $216.00 
D-1100X Hand Feed. $135.00* 


HARLEY-DAVIDSON / PERFORMS 


10 SEPARATE OPERATIONS 


WITH WALKER-TURNER 20” DRILL HEADS 


Walker-Turner Light Machine Tools solve a dual 
problem for the Harley-Davidson Motor Co., Mil- 
waukee, Wisconsin, in the production of their new 
lightweight model motorcycle. They fill the need 
for standard machine tools capable of handling 
approximately 110 separate drilling, tapping and 
spot-facing operations, and eliminate the necessity 
for replacing expensive, special machines when 
models change. 

In set-ups devised by Harley-Davidson engi- 
neers, over 100 Walker-Turner Drill Heads ma- 
chine motor, brake plate and crank-case assemblies. 
The equipment drills holes ranging from 1” to 1” 
in diameter at spindle speeds from 260 to 2600 











ery sats! 4 % : 

















r.p.m. When necessary, accuracy to .001” is at- 
tained. Both high-speed steel and carbide tools 
are employed. 

Here again, Walker-Turner Light Machine Tools 
demonstrate their flexibility. Compact and rugged, 
Walker-Turner Light Machine Tools work all ma- 
terials from wood and plastics through tool steel 
... Set new high production records... give long, 
trouble-free service. 

For complete catalog, write to Walker-Turner 
Division, Kearney & Trecker Corporation, Plain- 
field, New Jersey. 

Photo, upper left: Progressive machining stages at Harley-Davidson: 


multiple drilling, tapping and spot facing done entirely on set-ups 
of Walker-Turner 20” Drill Presses. 

Photo, lower left: Facing internal hubs of cast aluminum. Facing 
tools are ted in standard Walker-Turner 20” Drill Presses. 
*Photo, upper right: 20’ Power Feed Drill Press Head, Model 
D-1101X, Hand Feed Model D.1100X. 4 ball bearings, 6” spindle 
travel. Five stondard spindle speeds, 400 to 2600 r.p.m. with 1740 
r.p.m. motor. Capacity 1” in cast iron, %4” in steel Slo-speed 
motor optional. 








MACHINE. 
coke) a) 


DRILL PRESSES—HAND AND POWER FEED + RADIAL DRILLS 


RADIAL SAWS * BAND SAWS—FOR WOOD OR METAL 
RADIAL METAL CUT-OFF MACHINES + MOTORS 


SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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A PARTIAL LIST. OF V-R PRODUCTS 


V. ke CAR 39 | DE 7 +\ N BD) eons: Wear Strips 
TANTUNG CAST ALLOYS Bf a 


Solid Carbide Spring Forming 
Tools 


Scribers and Punches 


Bull Dog Tool Holders 





Wire Drawing Dies 


Mandrel Nibs 


Scalping Dies 


VR offer you Pe ae a 


Standard Tools 


1 World's Finest Carbides (originator of Steel Cutting Carbides). Seer nat Ae 


Special Tools 
Complete line of V-R carbide tools and blanks. | Precision Castings 
Complete line of Tantung cast alloy tools and blanks. 
Solid carbide spring forming tools. 
Standard tool holders. 
Precision cast Tantung wear parts. 


Personalized V-R Engineering Service. 


National business paper and direct mail advertising. 


60 on” op wn k& |O WN 


Cooperative V-R Branch Offices located 
in principal cities. 


oe 
Cc 


Specialized distributor selling aids. 


VASCOLOY-RAMET corer aren time 


An affiliate of The Fanstee! Metallurgical Corporation and The Vanadium Alloys Steel Company 
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THE MARK OF Ql ALITY-—_——»> 


Perfect Control over 
High Pressure 
Excessive Vibration 


WITH 


Crmilo Fittings 


With Weatherhead Ermeto fittings, 
tubing can be connected quickly 
and easily without flaring, thread- 
ing, welding or soldering. 


Ermeto connections hold beyond the 
burst strength of the tube itself — 
withstand excessive vibration with- 
out loosening. 


Your Weatherhead jobber has 
Ermeto fittings in a wide range 
of types and sizes. 


|) ae Uae 


“e Weatherhead 


CLEVELAND 8, OHIO 


PLANTS AT CLEVELAND, OHIO #© ANGOLA, INDIANA ¢ COLUMBIA CITY, INDIANA 
HOUMA, LOUISIANA e ST. THOMAS, ONTARIO, CANADA 
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Pulled by a force of thousands of pounds, 
strained until snapped by the gradual 
separation of two powerful jaws—that's 
what Atlas Roller Chain must go through 
to prove it can take shock loads. For to 
provide roller chain with strength—real 
strength—Atlas engineers continually 
test lengths of chain at random intervals 
in a Tinius-Olsen Testing Machine. Re- 
sults show that the tensile strength of 
Atlas Roller Chain consistently exceeds 
that which would ever be expected of it 
in actual operation . . . prove conclu- 
sively that it is strong in construction 
, and metallurgical properties. 


TLA‘ 
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CHAIN AND 
WN Ola Yorn el ai (cme 


Kensington and Castor Avenues- Philadelphia 24, Pa. 


ATLAS ROLLER CHAIN PROVES HIGH TENSILE STRENGTH IN TINIUS-OLSEN TESTING MACHINE 


Through tests such as these, Atlas en- 
gineers are able to supply precision- 
built roller chain they know will operate 
for years with an absolute minimum of 
attention. Add to that: high efficiency, 
flexibility, quiet operation, and it can 
easily be seen that Atlas Roller Chain 
more than meets all American Standard 
Chain specifications. 

To capitalize on these sales-producing 
characteristics, contact Atlas today. Our 
quick deliveries and customer engineer- 
ing service make possible good turnover 





with plenty of repeat sales. Ask for our 7@ 


new folder, ‘Atlas Roller Chain”. 











BUTTERFIELD 
Sales Policy 
Wag oe 


1 We will refer all inquiries and 

*orders received direct to our 
Stocking Distributors and to advise 
prospects and customers accordingly. 


Distrib 


BUTTERFIELD’S 
POLICY 

INSURES You 
REAL 

PROTECTION! 


We at Butterfield realize the 
alue of the services 










SE 


We will appoint no more Distrib- 

utors in any one area than the 
market justifies — no more than can 
get adequate volume with profit. 


3 We will sell direct only where 
* customers or National, State or 
City governments insist. 


economic V 4.. We will provide our Distributors 


:al Distrib- with catalogs, educational helps 

performed by Industrial u and sales material (with the Distrib- 

tors and believe they provide utor’s name imprinted) to best assist 
utor 


them to service their trade and ag- 
gressively promote the sale of our 
line. 






the most satisfactory and wad 
nomical channel of distribution 
for Butterfield products. Our 


sales policy has been developed 


to recognize this, and is aimed 


to assure the Distributor volume 


fits. 
sales at assured pro 
Yes, when you handle the 


i i 'regiven full 
eld Line you reg? 
Butterfi 7 We will carry a complete stock 


, ration. 
pr otection...full peaagget %,. * (for immediate shipment) of the 
Union Twist Drill Company, fas tools listed in our catalog. 


BUTTERFIELD DIVISION, 


Derby Line, Vermont. i Tx 









5 We will advertise nationally to 

* your customers and prospects 
with an aggressive, consistent cam- 
paign built around the “Buy Through 
Your Distributor” theme. 















6 We will provide the services of 
* factory-trained salesmen to as- 
sist our Distributors. 
















BUTTERFIEL 


HE 100% INSPECTED TOOLS 


Every Tool Individually Inspected 
ee aes RF 






PLATES 
oper weamene< SORT 
TAPS: 


‘ 

i 
iT 
1 

i 






R, 1948 
INDUSTRIAL DISTRIBUTION ° NOVEMBE 





NE WITH 
THE WIDE WHY 


KABLE KORD 


FLAT ENDLESS BELTS 


The famous 4wo belts i 
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er Kable Kord easily absorbs shocks 0" heavy 
drives such as in lumber mills. 
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HOSE and PACKING 


ADVERTISED TO YOUR CUSTOMERS 
Telling them to “Get in Touch with your 
Gilmer Distributor.” In current issues of ... 
FACTORY MANAGEMENT & 
MAINTENANCE and MILL & FACTORY 


GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 
¥. 


A "buy-through-Distributor” policy; no factory 
sales in competition. 


. A widely-experienced District Manager affords 


frequent direct sales help. 


. Engineering assistance when needed from fac- 


tory power transmission specialists. 


. Distributor protection. 
. Uniform discount schedules. 
. A profit on-every sale. 


. Full jobber profit on non-stocking Special Pur- 


pose Belts. 


. Catalogs, direct mail, and national advertising 


in a balanced program. 


. Monthly bulletins from the factory. 


. Stockroom and merchandising aids. 
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MANY THOUSANDS of manufacturers have 


started using P-K Self-tapping Screws, - 


after making inquiries which were in- 
spired by the popular Parker-Kalon 
“Common Sense Assembly Engineer- 
ing” advertisements in the nation’s 
leading industrial magazines. Backed 
by this strong, sustained, advertising, 
and equipped with the outstanding 
P-K Catalog and other sales and serv- 
ice literature for every purpose, the 
P-K Distributor has a measurable ad- 





new or old. There’s no more powerful 
sales promotion in the industry. 

IT'S ANOTHER P-K EXTRA. . . one of the 
many extras that make P-K a leader 
in the fastening industry and help 
P-K Distributors keep out in front, 
sales-wise! 

AND THAT'S WHY P-K, the original line of 
Self-tapping Screws, continues to be 
the line preferred by progressive dis- 
tributors everywhere. Parker-Kalon 
Corporation, 200 Varick Street, New 


York 14, N. Y. 


vantage in any contest for business, 


SOLD ONLY THROUGH = ACCREDITED DISTRIBUTORS 


YOU'RE OK WITH P-K AND THESE EXTRAS THAT PAY 
@ ORIGINATORS OF SELF-TAPPING SCREWS 
@ ONLY COMPLETE LINE 
@ 35 YEARS’ APPLICATION EXPERIENCE 
@ EXPERT ASSEMBLY ENGINEERING 
@ UNSURPASSED QUALITY CONTROL LABORATORY 
@ STRONGEST SALES PROMOTION 
@ UNVARYING JOBBER PROTECTION POLICY 
@ PRODUCT DESIGN LEADERSHIP 


PARKER- KALON 


SELF- TAPPING SCREWS 


FOR EVERY METAL AND PLASTIC ASSEMBLY 


OTHER PARKER-KALON PRODUCTS: Cold-Forged Socket Screws, Wing Nuts, Thumb Screws 
Hardened Screwnails and Masonry Nails - Shur-Grip File and Solder tron Handles 


ee Metal Punches - Damper Regulators and Accessories 





Be aac =: PARA NT 
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Wn. Distributor 


Sold by leading industrial distributors. 


pe 


ime and money on your 
drilling, and light milling jobs 


—, Walter Hauser can tell you about cutting costs with 


“~/ Dumores. He’s Superintendent of the Plastic Frame Divi- 


sion of Shuron Optical Company in Rochester, New York. 
About a year ago he set up three Dumore No. 77’s (14 HP) to 
mill plastic frames. The Dumores are mounted below work benches; 
a steel profiling cutter projects upward beside a work jig. His opera- 
tors simply place the part on the jig, and turn it around the cutter. 
Mr. Hauser says the plastic is abrasive and hard to mill. But 
Dumore speed and accuracy deliver quality work. And he has kept 
his costs down to a penny a part (including labor, maintenance, and 
depreciation) — thanks to his Dumores! 


You, too, can cut your costs with Dumores! 


You know about Dumore’s notch work-head for special set- 











dependable precision for tool- 
room grinding. But that’s only 
half the story. You can do so 
many different toolroom, main- 
tenance, and production jobs 
with a Dumore that it is now 
a “universal” shop tool. 

You can use a Dumore for all 
kinds of grinding—external, in- 
ternal, surface, tool, and thread. 
You can set up a Dumore for 
drilling and light milling, too. 
A Dumore converts your stand- 
ard machine tools into precision 
gtinders. A Dumore is a top- 


ups you can build at low cost. 
Quite often, a Dumore can help 
you avoid buying a high-priced 
special machine-tool. 

Plan to do more with Dumores! 
See your Dumore distributor to- 
day. Ask him to tell you the 
complete Dumore story. There 
are 7 models, with interchange- 
able quills for work to 24” 
depths, at speeds up to 42,500 
rpm, with + .0001” precision. 
And don’t forget Dumore Hand- 
= and other tools. They 

elp you cut your costs too! 


This is only one sample 





—a sample of the hard-hitting, factual Dumore advertising 
which is creating more sales opportunities for you. 


This advertising covers a wide range of case studies ~ all 
authentic and certified — in production, toolroom, and main- 
tenance work. Almost every case shows an operation parallel 
to an opportunity in your own market area. 

You can make this advertising work for you. Ask us for 
reprints; show them to your prospects and customers. You'll 
be surprised how much interest they have for a shop man... 
and how that interest builds extra sales for you. Write for 
reprints .. . The Dumore Company, Dept. 44, Racine, Wis. 
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lp low to sell more valves 


Understand your valve franchise 

1 BEFORE you sign. Don’t be afraid to 

ask questions. All too often, the sales 

you ought to be making on valves are 

“thrown to the winds” through out-and-out 

competition, rather than cooperation from 

your manufacturer! Your OIC representative 

will explain how OIC’s selective franchise 

works—how it can build your profits on 
valve sales. 


a 


| 
| 
\ 


| 
\\ 





Sell the best! Build a reputation for 

handling the pace-setting valves of 

the industry. OIC valves are built 
by-valve specialists in one of the most modern 
plants in the country. OIC’s design engineers 
have built special machines to incorporate 
pace-setting features into every OIC valve. 


Check your advertising support. 

Even before you decide to do business 

with OIC, you'll have the powerful 
backing of more than two million “written 
sales calls” per year. National advertising— 
two-color ads in leading trade papers—saves 
selling time for your salesmen. 














Train your salesmen thoroughly. 

A good salesman is a well-informed 

salesman. Your -OIC representative 
will be happy to hold training meetings for 
your men. After these meetings, your men 
go out well armed with salient product 
information and proven sales technique. 
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Give your salesmen the proper 

sales tools. The OIC representative 

assists your salesmen with their calls 
on prospects and customers. OIC furnishes a 
complete modern valve catalog. The famous 
OIC Cross Reference Chart makes application 
of the right valve easier. 


Make your deliveries on schedule. 
Maintain a reputation for fast, 
courteous service. OIC keeps in touch 
with your requirements, and builds stocks 
accordingly. And since OIC is located in the 
heart of industrial America, with ready access 
to the nation’s finest transportation facilities, 
your orders can be routed to save valuable time. 





Fill your customers’ COMPLETE 
requirements. Give your customers 
the right valve for the job. You can 
do this easily by handling the OIC complete 
long line of cast steel, forged steel, stainless 


steel; iron and bronze valves. 


If you’d like to have an OIC 


representative explain the OIC franchise, 
please write us. 


The Ohio Injector Company 


Wadsworth, Ohio 








STEEL « IRON 


BRONZE 


No. 520 
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$6 FOOTING 


{ot all walking surfaces 
yndet all slippery conditions 


Gives safe footing for 
leather or rubber shoes 





on loading platforms, in- 


clines, steps. 


Public platforms, stair- 
ways and walks made 
safe. Also washrooms, 
factory floors and aisles. 






































ABRASIVE Anti-Slip Sender ao 


Black or Yellow. 
Cash in on the big demand for this 


popular all-weather, all-surface Anti- 
Slip Floor Coating. Indoors or out, 


CHECK THESE SALES-MAKING FEATURES: = 7 mw eer dry, green 


V Provides your customers with im- Vv Factory representatives available or oily—non-slip Oil-Dri Abrasive Floor 
Coating STAYS NON-SLIP! Painted on 








portant safe-footing protection. for direct missionary work. 
V Steady and repeat demand. Vv Hard-hitting sales literature yours 
Vv Unlimited potential sales. for the asking. 
V Fast turnover and attractive mark- V Sold through wholesalers only. 
up. Vv Nationally advertised 


SELL the much-in-demand Oil Osi 


e Stop Slipping Accidents —_ ome 


@ Stop Fire Hazards 
@ Reduce Maintenance Costs 


with a brush. Dries Quickly. 

















Oil-Dri and Oil-Dri — (ALL-PURPOSE) — Absorbs all types of oils, greases 
absorb dangerous oil and grease ac- and fats, plus water and soluble 
cumulations when sprinkled on oily or oll solutions. 

grease covered floors. Recommended by 

leading safety engineers and i e 


end Oil-Dri Corporation ....... 


520 N. MICHIGAN AVE. @ CHICAGO 11, ILL. 
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Chicage -- Detroit 


BAY STATE ABRASIVE PRODUCTS CO., WESTBORO, MASSACHUSETTS, U. S. A. 
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THE DISTRIBUTOR 
joa eto 


UNIONS PICTURE 


This distributor policy makes clear how highly Union values 




















the cooperation of its distributors. Union’s powerful new adver- 


\ tising in which “Contact your local distributor” receives 
dominant display backs it up. So do the new envelope stuffers, 

‘decimal equivalent and drill size charts and counter displays 
\ which are now in production. Let’s keep working together. 


no other cutting toal 
will outperform 


UNION TWIST DRILL COMPANY, 
ATHOL, MASSACHUSETTS 


MILLING CUTTERS * GEAR CUTTERS * TWIST DRILLS * HOBS * REAMERS * CARBIDE TOOLS 














ad 


We own and operate 
S. W. CARD MANUFACTURING CO. Division, Mansfield Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 
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GEARED THREADER A POWER DRIVE 


lesiqued jr DY thal a xnch 
EASY HANDLING @ = a ORTODYE: 


f 


FeiFe(B No. 4P is profitable FeiFzxl(b Model “400” tums 
seller for 21/2” to 4” pipe threading _pipe for all hand threaders, cutters, reamers 


@ The 4P is designed for fast accurate threading with 
a minimum of muscle fag. Loop handles make it 
easy to pick up, carry, put on pipe even when user 
is tired and it’s greasy. Mistake-proof plate type 
workholder quickly sets to size before putting it on 
pipe. Only one screw to tighten — no bushings to 
fuss with and lose. Gear is enclosed, safe, dirt-proof. 
Ratchet handle furnished; RIE&1D universal drive 
shaft available for power drive. It pays you to sell 
this popular work-saver. 






























Model ‘“*400’’can be bolted 
to bench or made a stand 
with 1” pipe legs. 






e Lightest, easiest-to-handle 
power unit made, this job- 
tested “400” that weighs just 
over 100 lbs.—a cinch for one 
man to carry. 3-jaw lathe-type 
chuck in front, chuck wrench 
ejector; self-centering work- 
holder in rear turns with pipe. 
Universal motor—forward and reverse, light-socket 
power. No oil to spill, lubrication sealed in. Model 
*400” comes equipped with handy tool tray, fittings 
and feet but without legs. A real money maker for 
your Supply House. Order today. 


Easy to lift into 
truck. 






Loop handles make the 4P easy 
to pick up, carry, put on pipe. 





Sr € RIDGE teokt £6 mM Pee - £ tte A, 
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Have a Big Market for y 
BLACKHAWK Hydraulic Jacks 


Any plant that’s eating up 
costs with dangerous, back- 
breaker jacking methods will 
welcome this story on Black- 
hawk Hydraulic Jacks. Show 
how the increased efficiency 
of Blackhawks makes men 
result-getters instead of friction-fighters. Any 
plant will be quick to recognize the cost saving 
advantage of jacks that enable one man to safe- 
ly do a job requiring as high as 100 tons of 
power. This and the host of other exclusive 
advantages of Blackhawk Hydraulic Jacks gives 
you a powerful reason to talk and sell Blackhawk. 


A Product of BLACKHAWK MFG. CO. 
Dept. J17118, Milwaukee 1, Wisconsin 


BLACKHAWK 
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STRETTON RAREST 


ee ee 
the IMPERIAL LINE is the COMPLETE LINE 


FITTINGS 








Finer For 
heome zc Connecting 
they're Copper, 
FORGED! se 
Aluminum 
Thin-Wall Steel 
and Flexible 
Tubing. 

COMPRESSION 


= “ Le Simple, efficient, 
~ - easy to assemble. 


FLARED TUBE 


For low, medium, 


high pressure work. 
Hh lin vile Gives repeated tight 


reconnection. 


HI-DUTY FITTINGS 


Available in Brass or 


i } iG: Aluminum. Easier to 
‘ ‘ bias ble. Withstand 


vibration. 


FLEX FITTINGS 
Has flexible synthetic 


»! sleeve. Withstands 
i - 2- major vibration, mi- 


nor tube movement. 


INVERTED FLARED TUBE 
\__._ Similar to flared tube 
rr ) fitting except seat for 
flare is inside body. 


FLEXIBLE HOSE and FITTINGS 


For making up flexi- 


~§. ) Ci fp ble liquid, air .and 


vacuum lines. 
BRASS PIPE FITTINGS 


Most shapes now forged 
for greater strength, 





SHAPES and SIZES Eibows, tees, 
crosses, straight. fittings. Std. sizes Ye" to %4” 
O.D. tubing. Pipe thread ends ¥%” to 12" P.T. 


IMPERIAL «00° 
tT 
Pioneers '™ 
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VALVES 






AR For Low 

. and Medium 

Most models Pressure 
made of Work. 


forged brass. 


2-WAY HI-DUTY 


An extra sturdy valve 
for liquids and gases. 
Note solid bottom. 


3-WAY AND 4-WAY HI-DUTY 


Outstanding shut-off or dis- 
tributing valve for liquids, 
gases. 


AY SHUT-OFF VALVES 


eam / General purpose plug 
valves for a host of appli- 
cations. 


3-WAY SHUT-OFF VALVES 


For liquid and air lines or 
wherever two fuel tanks 
are used. 


2-W 










| 


SHUT-OFF NEEDLE VALVES 
fs 


Popular low cost valves. 
Compression, flore and pipe 
thread connections. 


DRAIN COCKS 


off, smooth operation. 





SIZES %" to %" O.D., %” to %” P.T. 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. ( | ) 





Plug and needle types. Vari- 
ety of styles. Positive shut- 








TUBE WORKING 
TOOLS 


























a tool for every job 
—every tool a leader, 


clean right angle 
cuts on tubing 4” to 
2%" O.D. 





Many excellent mod- 
els to flare tubing 


? R -.... af yy" to 1” 0.0. 
na oo 


TUBE BENDERS 


Hand benders of 
open-side, heavy- 
duty and spring 
types. Sizes 4” 
to %" O.D. 





OTHER TUBING TOOLS 


in the complete Imperial line include ream- 
ers, swedging, pinch-off and refacing tools 
and soldering torches. 


Illustrated here are only a few representative 
products in the complete Imperial Line which is 
described in Catalog No. 350. Ask for 

your copy. 
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THE STANDARD [OOL ((0. 


CLEVELAND 





Warehouses: New York + Detroit + Chicago 














DISTRIBUTORS! 
HERE’S HOW LAUGHLIN 
‘BUILDS BUSINESS FOR YOU... 


THIS YEAR 2,579,852 SALES 
MESSAGES GO OUT TO A NATION- 
WIDE AUDIENCE THROUGH 
THESE KEY PUBLICATIONS... 
DIRECTING BUSINESS TO YOU 


LAUGHLIN SALES LEADERS 
GIVE YOU THE EDGE... 


od 


Exclusive Laughlin products 
such as the famous ‘Fist -Grip’’ 
Safety Clip . .. the Laughlin 
“Missing Link’’ and the Laughlin 
Safety Hook with the “‘latch that 
locks the load” . . . are door- 
openers that give you a chance to 
put over your whole story. And 


ES, we here at Laughlin believe in 
giving every possible help to you dis- 


tributors who are on the “‘firing line” day 
in and day out. Through extensive adver- 
tising in key publications, our sales mes- 
sages build up interest and acceptance 
among users of industrial fittings . . . to 
help you to convert prospects to cus- 


tomers! 


Laughlin Protects the Distributor 


LAUGHLIN 


THE 


« 


0 


» \ 
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items like Laughlin’s Clevis Hook 
and Clevis Grab Hook are other 
sales leaders that spark business 
for the most complete line of wire 
rope and chain fittings available. 
In our nation-wide presentation 
of the Laughlin sales story, re- 
member that, as a Laughlin dis- 
tributor, you can count on getting 
your share of emphasis as the 
logical source for Laughlin prod- 
ucts and prompt, economical serv- 
ice. THE THOMAS LAUGHLIN 
COMPANY, 
MAINE. 


PORTLAND 6, 


MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


— 


Va 





CASH IN 
TREMENDOUS F 
DEMAND 








BOICE-CRANE __ BOICE-CRANE 
THICKNESS PLANER | TILTING-ARBOR SAW 


for nationally aaluitteail 


BOICE-CRANE 


QUALITY 3 oe Bess 
POWER TOOLS 


As the world’s largest manufac- 


turers of certain equipment, Boice- : 
BOICE-CRANE BOICE-CRANE 


Crane prices can be lowest. SPINDLE SHAPER SIX-INCH JOINTER 





A few open territories. 
Write to 





regarding franchise. 








¥ vs ; c E ~< R a N E BOICE-CRANE BOICE-CRANE 
COMPANY Ln CAP -SED LATS ne oe 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 
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Precision Produced 


eee trom Globe Seamless 
Steel Tubes to Globe 
Welding Fittings 


Your preference for Globe Welding 
Fittings is supported by a source of sup- 
ply with exceptional qualifications. Spe- 
cialized metallurgical experience and 
facilities gained in years of steel tubing 
manufacture enable Globe to produce 
welding fittings by a precision process 
that yields a superior product. 


Send for the 
Globe Welding Fittings 
Catalog. 


GLOBE STEEL TuBEs Co. 
Milwaukee 4, Wisconsin 


Producers of Globe seamless stainless steel 

tubes — Gloweld welded stainless steel tubes 

— carbon — alloy — seamless steel tubes — 

Globeiron seamless high purity ingot iron 
tubes — Globe welding fittings. 


DISTRIBUTORSHIPS AVAILABLE 


Distributors are invited to write for 
complete information and details 


PRECISION PROCESS 
WELDING FITTINGS 
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IN YOUR CORNER... 


WHEN YOU SELL ROEBLING “BLUE CENTER” WIRE ROPE 





SERVICE! Fast service that helps you meet cus- 
tomers’ needs on the dot! . . . Wherever you're 
located, there’s a Roebling warehouse within 
easy reach . . . ready to supplement your own 
stock ... enabling you to fill orders when wanted 
. . « by shortest route and quickest conveyance. 


And Roebling warehouses are more than geo- 
graphically strategic, they're completely stocked! 


TECHNICAL HELP THAT PAYS OFF 


Roebling Engineers and your Roebling Field Man 
are always ready to help you solve technical prob- 
lems . . . to suggest the right Roebling product for 
the job . . . the right way to use it for top perform- 
ance and lowest cost. Make use of this service . . . it 
is bringing suppliers more and more orders the 
country over. 


ADVERTISING THAT SELLS IN YOUR MARKET 


Hard-hitting, effective, colorful page and two-page 
Roebling advertisements in leading business and 
industrial papers reach every customer and prospect 
in your market. Telling the story of Roebling prod- 
ucts and service, month after month, they mean 
more sales and bigger profits for Roebling agencies. 


* WIRE ROPE AND STRAND * FITTINGS *® SLINGS 
*& SUSPENSION BRIDGES AND CABLES * AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS *& AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD, ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH &* LAWN MOWERS 


When your order comes in, the goods go out. . . 
promptly, with no delay. 

This is the sort of service that brings new 
customers and keeps old ones . ... yet it’s only one 
business-building factor in the Roebling program. 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 
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Ken Bohler, Cleveland District Mgr. 
for Dayton; Robert C. Schultz, 
Sales Mgr, Arthur F. Schultz Co., 
and Arthur F. Schultz, President. 


Dayton 
Distributors enjoy these 
8 BIG advantages: 


1, Unsurpassed V-Belt quality. 


2. Exclusive packaging for low- 
cost handling. 


3.A complete V-Belt line. 


4. Most complete catalog in 
the field. 


5. Factory-trained engineers in 
their territory. 


6. Complete information pro- 
gram for their sales force. 


1. Advertising and sates pro- 
motion materials to fit their 


particular needs. 


8. Strategically located ware- 


“This sales information program 


beats them all for information, 


sales tips and all-around helps’ 
Says Robert C. Schultz, Sales Manager, Arthur F. Schultz Company, Erie, Pa. 


LING 
oy -sEiTs 


a 
easiest than 
Po Bak Sarees 
tink 
; 


@ “We have held many sales 
information programs for our 
men, but this has been the most 
helpful presentation we have 
ever had.” 

That’s what Robert C. Schultz 
said, following the recent presen- 
tation of the Dayton Information 
Program to his sales force. Com- 
ing from Mr. Schultz, it’s signi- 
ficant because, as sales manager 
of one of the largest distributing 
organizations in Northwestern 
Pennsylvania, his company car- 
ries a complete line of mill sup- 
plies, domestic and commercial 
refrigeration, electrical appli- 
ances, restaurantand bar fixtures. 
A total of 20 salesmen... 14 
outside and six inside... are 
kept busy moving the stocks that 
fill a five-story building. Han- 
dling so many lines, Mr. Schultz 


Salesmen of the Arthur F. Schultz 
Company listen intently to Bob 
Bowersox, Dayton Salesman. 


has naturally seen many manu- 
facturers’ presentations, so he 
speaks with authority. 

The reason Mr. Schultz and 
many other mill supply sales 
managers so heartily endorse 
the Dayton Information program 
is because it goes far beyond a 
product story. It points the way 
to increased sales of many prod- 
ucts. It is practical, informative, 
entertaining. Salesmen like its 
fast pace... its moving pictures, 
chart talks, slides and other 
motivating materials. 

If your sales force has not seen 
this program, write your Dayton 
District Office today for a meet- 
ing date. If you are not already 
a Dayton Distributor, write for 
the name of the Dayton District 
Office nearest you. The Dayton 
Rubber Company, Dayton, Ohio. 


house stocks to back them up. | ] 
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THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 








IT’S HARPER 


a 


‘ A 5 


HARPER 
ASTING FASTENINGS 


ISTANCE TO 
RUST AND CORROSION 6 ATTRACTIVE APPEARANCE 


RESISTANCE TO ] EASY TO CLEAN 
HIGH TEMPERATURES en 


NON-MAGNETIC Q LONG LIFE 


i 
) 
4 NON-SPARKING 10 LOWER ULTIMATE COST 
J 


RE-USEABLE I RESISTANCE TO FATIGUE 


Only 1 for Common Steet-vower rinst cost 


DISTRIBUTOR STOCKS. The demand for Harper Everlasting Fastenings is increasing daily as 
more and more manufacturers learn of their many advantages and immediate availability. 


The Harper Distributor Policy provides you with a profitable item with rapid turn-over, and 
enables you to give your customers an additional needed service. 


Write for Catalog and Complete Information 


THE H. M. HARPER COMPANY 
MORTON GROVE, ILLINOIS 


‘ ol A R a E R (SUBURB OF CHICAGO) 
NEW YORK 13 + 200 HUDSON STREET 


BRANCH OFFICES: Atlanta, Cambridge, Cincinnati, Cleveland, 
Dailas, Denver, Detroit, Grand Rapids, Los Angeles, Milwaukee, 
Philadelphia, St. Louis, San Francisco, Seattle, Toronto(Canada) 
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A Revolutionary Process for Making 
Grinding Wheels Better - - - and Faster 


Precise CONTROL is the keynote of the new Norton process for making 
vitrified grinding wheels—precision mixing, precision molding, precision 


electric burning. And precision in manufacture means o precision product. 


Precise Size Precise Balance 


Grinding wheels made by this new Because of precision molding and 
Norton process are dimensionally precision burning, precise balance 
accurate within thousandths of an is inherent in the wheels—it's there 
inch—machine readjustments when to start with and it stays oS the wheels 
new wheels are mounted are prac- wear down. 

tically never necessary: 


Faster Service 


Precise Grinding Action Not only does the new process make 
wheels better but also faster. Burn- 


The control f the -_ ing time alone has been cut from a 

proses oon : — matter of days to mere hours. Many 

formity t0 ‘ layed only customers who have been using 

throughov! wheels made in the pilot plant are 

wheel, but d already aware of the improved 

from lot to lot. service that has been made possible 
by the revolutionary process. 


Slip off the old wheel, slip on the new and 


ore necessary, ing of feeds or 
speeds because grinding action is different. 
Wheels made by the new Norton process 
are really yniform—both in dimensions and 


in grinding action. 








Peg os 
mime, 
TPA Ges 7 


A Vast, New Plant 


to House the New Process 


Five ACRES of floor space—the largest building in the world for making 
grinding wheels—that's the new Plant 7 of Norton Company: It was 
especially designed to house the new grinding wheel manufacturing process 
envisioned by board chairman, George N. Jeppson, and perfected by 
Norton development engineers. 


$4,300,000 Investment another—including 4 radically new 


, and continuous © ic firi . 
When this new process had been inyous electric firing process 


proved both in theory and by the 
very successful operation of a pilot Ten Million Wheels 

plant, Norton was ready to invest 

millions of dollars in Mr. Jeppson’s Already Made 
revolutionary idea. Ground was 
broken in April 1947 for this mam 
moth building —602 feet long and 
320 feet wide. 


The complete success of the new 

process has been definitely proved 

by the ten million grinding wheels 

already made by it—first in the pilot 

e e e plant and in recent months in the 

Straight Line Production new building. Many customers, espe- 
The new process lends itself ideally cially in the field of internal grinding, 
to straight line production and max- have been using the wheels and are 
imum use has been made of this in enthusiastic about them. i 
the new building. Abrasive grain mensional accuracy and yniformity of 
and bond are brought into one end grinding action they are far beyond 
of the building and the various pro- anything previously available in o 
duction steps take place one after grinding wheel. 


‘Sie. 


Airplane View of New ‘ 
Norton Plant 7 








ARMSTRONG-BRAY 


WIREGRIP 


STEELGRIP 


CO. 


FLEXGRIP 


SUREGRIP 


Complete lines of products that sell every day 


ARMSTRONG-BRAY & CO. is a manufac- 
turer of staple items, of products needed 
daily where power belts, conveyor belts 
are used, wherever gears, wheels or pul- 
leys turn. It is from such products that in- 
dustrial Distributors enjoy continuous 
daily sales and profit. It is on such items 
that distributors must be ever mindful of 
handling, billing and similar indirect costs. 


ARMSTRONG-BRAY Lines are complete— 
not just ene but both types of belt lacing: 
not a few gear and wheel pullers but 
many fast-selling industrial automotive 
and special types. By standardizing on 
Armstrong-Bray products you can get all 
your needs from one reliable source, can 
avoid the expenses of buying, from many 
suppliers, can save in buying, transporta- 


tion, clearing, checking and handling costs 
—more profit on every sale. 


STEELGRIP Flexible Belt Lacing—is easily 
applied, anywhere by anyone. All you 
need is a hammer. 12 sizes. In standard 
boxes with 2-piece rocker hinge pins and 
a gauge pin included. Handy packages 
and long lengths are available. 

PLATEGRIP FASTENERS for heavy duty 
conveyor and elevator belts—available for 
belt thicknesses of %4" to 112”. These 


WIREGRIP Belt Hooks—come on cards with 
extra blue aligning strips that assure per- 
fect alignment of hooks and also prevent 
hook loss from handling. Wiregrip Hooks 
can be applied with any standard make 
lacing machine. 6 sizes. 


ARMSTRONG-BRAY Gear and Wheel 
Pullers provide an easy and efficient way 
to pull wheels, gears, pulleys, bearings, 
etc. from shafts; they save time, save irre- 





PLATEGRIP a are pti 
strong and easily applied with as 
hand tools. PLATEGRIP FASTENERS make 
a tight joint that is flexible and strong. 
This type of joint not only distributes the 
load uniformly across the belt but also 
conforms readily to shape rollers, trains 
or crown pulleys. 


Write for Catalog 


ble parts, prevent battering of ma- 
chines and equipment. 12 types, 41 sizes 
and capacities including: CHAINGRIP 
universal pullers, STEELGRIP Rigid Arm 
Pullers and 2 or 3 drop forged steel arms, 
and many automotive, refrigeration, oil 
burner and other special purpose pullers. 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway Chicago 30, U. S. 
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Rare gas ‘krypton’ in new 85-watt G-E fluorescent 
lamp gives more light for the money 


General Electric Lamp scientists 
have developed a new fluorescent 
lamp which uses only 85 watts, yet 
gives the same amount of light and 
the same long life as the 100-watt 
fluorescent lamp it replaces! 
Increased efficiency of the new 
G-E 85-watt fluorescent lamp results 
from the development of a success- 
ful method of employing krypton, 
a rare gas occurring in air to the 


extent of about one part in a mil- 
lion. The new lamp has the same 
overall dimensions as the former 
100-watt fluorescent lamp, and is 
designed for use with existing 
100-watt accessory equipment. 


ITS EXTRA VALUE MEANS EXTRA SALES 


This new development increases 
your market for fluorescent light- 
ing — will help you sell new in- 


G-E LAMPS 


stallations, as well as more G-E 
fluorescent lamps for replacement. 
For full information and applica- 
tion data on the new G-E 85-watt 
fluorescent lamp, call your near- 
est General Electric Lamp De- 
partment office. And 


always point out (O7> 
AO, 0 
that the lamps you(|(' , Ath 
sell bear this mark \W@, 6) 
of quality... \ / 


GENERAL @@) ELECTRIC 
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apered... 


to take an easy fit 


The tapered mating of the two-piece QD 
Sheave makes Worthington’s Multi-V- 
Drive an attractive sales point for your 
equipment. 


It’s the easiest sheave to install because 
the lightweight split hub goes on first ... 
is locked in place . . . then the tapered- 
bore rim slides over the tapered-cone hub 
. .. is pulled up by full-sized bolts. 


Easy as this is, the QD stays tight on the 
shaft. The cone-friction grip on the hub 
produces a positive press fit on the shaft. 
The QD clamps the shaft tighter than any 
other sheave on the market! 


For Balanced Drive Performance 


Specify Worthington Multi-V-Drives, with 

Sheaves and Worthington-Goodyear 

EC V-Belts. Each strand in the belt car- 

, a ries its equal share of the belt load, as 

\ each belt carries its full share of the drive 

; ; load. (Goodyear EC Cord or Steel Cable 

Worthington QD Sheave— : V-Belts are used exclusively in Worthing- 


Original Tapered Cone- ; : ton Multi-V-Drives.) 
Grip Sheave. Easy to Get y : 


On—Easy to Get Of —Yet => Complete Range of Stock Sizes 
Always Tight on the Shaft > r —Pr ompt Shipm ent 
853 listed stock sizes in “‘A”’, ““B’’, “C’’, and - 
“1D” sections, fhp to 200 hp... 332 listed 


stock sizes of EC Cord V-belts. Send coupon 
for latest Worthington QD Sheave bulletin. 





= 
RANI 


Worthington Pump and Machinery Corp. 
Merchandising Division, Dept. 2822 
Harrison, New Jersey 


Send latest bulletin on Worthington Multi-V- 
Drives. 


PUMPS: centrifugal, power, rotary, steam Company 


COMPRESSORS: horizontal, radial, vertical 
POWER TRANSMISSION: sheaves, V-belts, variable speed drives 


ADGA. cccccccccccccese 0n00esceece ee 
ee ee ee ee ee ee | 











DONT USE THIS COUPON! 


Your Customers Will Do That!... It's One / 





Of The Ways Worthington Helps You 
Build Multi-Sales for Multi-V-Drives 


Right now, in leading industrial magazines, your customers are reading the ad 
reproduced on the opposite page. It’s worth your attention, too, begduse in addi- 
tion to acquainting your customers with Worthington Multi- V-Drives, it accents the 
distributor’s full stocks, quick deliveries and listing in THYAS' REGISTER. 


And the coupon will bring in inquiries that are prompt orwarded to the near- 


est distributor. 


WORTHINGTON 


SUPPORTS ITS 
DISTRIBUTORS 
WITH: 


\. NATIONAL ADVERTISING— 
emphasizing the importance of 
the distributor. 


2. COMPLETENESS OF THE LINE—~“ 


Worthington QD Sheav 
fhp (including varj 

to 200 hp—75, 00 
combinations. 


s SERVICE —through” expanded 
facilities, heavy inventories, and 
greater number of stock sizes. 


4. THE ORIGINAL QD SHEAVE— 
incorporating the three basic 
sheave requirements your cus- 
‘tomers want: Easy to Get On, Easy 
to Get Off, Yet Always Tight on 
the Shaft. 


5. SIMPLIFIED ENGINEERING 
MANUAL— makes it easy to sell 
the product. 


6. LOCAL SALES ASSISTANCE— 
training program for sales staff, 
planned mailing program, and 
sales helps. 


THE ‘ORIGINAL WORTHINGTON QD SHEAVE— 
Easy to Get On, Easy to Get Off, Yet Always Tight on the Shaft. 





Now—a brand new edition of the 
famous Worthington Master Engineer- 
ing Manual. Easy-to-follow selection 
tables show the right drive for any 
job... in less than 3 minutes! Conserva- 
tive, heavy-duty ratings shown in red. 
Use your Worthington MVD Master 
Manual when figuring drives for 
your customers. 


WORTHINGTON 


———— 
FF hae 
iii DD AN SS 


“The Good Right Hand of Tudustry | 


WORTHINGTON PUMP AND MACHINERY CORPORATION 
Merchandising Division - Harrison, WN. J. 
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CHAIN SALES.. | 


Dealers who handle the McKay line gain the 
reputation among chain users of being the supply 


source for chain for every purpose. 


And that’s good .. . because this reputation means 
you've provided your customers with exactly the 
chain they needed . . . and satisfied customers are 
profitable business builders—not only for chain, 


but for the other lines you carry as well! 


So take a tip from the men who are profiting by 
selling the McKay line; stock up now on the McKay 
Chain you need to service your customers in the 
home, shop, farm and factory fields. For full details 
on the many types and sizes of McKay Chain avail- 
able—see your nearest McKay jobber or repre- 


sentative. Write us for his name and address. 





For more information — 


SEE YOUR JOBBER OR WRITE DIRECT 
CHAINS 


for Every Use Y \\ )\\ THE c COMPANY 
from ONE Central | TON PITTSBURGH 22, PA. 
Source = 1// 1) 

W Nall ly WELDING ELECTRODES ... COMMERCIAL CHAINS ... TIRE CHAINS 
SSS 441 McKAY BUILDING PITTSBURGH 22, PA. 
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THERE ARE 


Over 200 Applications 


FOR STERLING SANDERS 


*Sanding bare wood in 


Preparing bare metal on 
furniture factory 


refrigerator cabinets 


Sanding out pressure marks | {3 Smoothing rough plaster . 
and scratches on cabinets {| and plastered joints _ \ 





i 
if 
} 


. 4 
I : : j 


Sanding store fixtures Boat finishing operations 


In addition to the applications illustrated, 
the Sterling 1000 Portable Electric 
Sander is being used to great advantage 
by manufacturers, repairers and recondi- 
tioners of trucks and buses, school equip- 
ment, machine tool bases, leather goods, 
toys, displays, signs, and many others. 


STERLING TOOL PRODUCTS CO. 
1336-F Milwaukee Ave., Chicago 22, Illinois 


STERLING porraBle ELectric 


AND AIR DRIVEN SANDERS 
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From top executive | 
to foreman...“ 


S many different functional interests specify and 

buy valves as any M. R. O. item you can name: 
Officials, Owners, Directors, Engineers and Architects, 
Purchasing Agents, Managers, Superintendents, Master 
Mechanics, Plant Workers, etc. 
That is why Lunkenheimer Advertising regularly appears 
in so many leading industrial publications read by your 
customers and prospects. 


ESTABLISHED 1862 


THE LUNKENHEIMER C2. 


—= QUALITY’ = 
CINCINNATI 14, OHIO. U.S. A. 


NEW YORK 13. CHICAGO6 BOSTON10 PHILADELPHIA 34 
EXPORT DEPT. 318-322 HUDSON ST.. NEW YORK 13.N. Y. 


h 


LUNKENHEIMER 23:4.> 


Pl. “SP a 
— ‘, la 
WA? LE, 


eee 


sara) 150 Ib. 5.P. BRONZE GATE 


yalve features the 
patente 


d wear 
vie “Tesistan 
eliminates fail : 


material whic 
thread Wear ch 
Whether yc 

you ha ‘ 
geht waiins: ve one _. or thousands of 15 
s4N€ valves in your plant 30 Ib. bronze 


a you'll find Anite ; 
- the LUNKENHEIME aoe definite advantages 
Rate valves, 8 2150 line of 150 jp 


PHONE Your p 


Design. construc 
ustrated and ¢ 
distributor for a 


ures due to Stem: 


Wn 


Wh 


4 


4 


* 


ISTRIBUTOR " 

— ang interchangeability are fully 
esenibed in Circutar 574. Ask y : 
“OPY or write ug direct ere 


4 


It \\ 


a 


ESTAR: {SMED 1862 


} THE LUNN 
(Pee 
Riitt } KENHEIMER co. 
Hill 7 4d ee CINCINNATI 14, O10, U. s. 


EXPORT DEPT. 310-5 


A. 


SA MK 


Fig. 2150 
OQOUBLE WEDGE DISC, RISING STEM See Ovs Exhibit ot the 18th Notional Expo 


sition of Power ond Mechonical Engineering 





Soath =52, Grand Centra! Palace, New York 
November 29h. December 4th 


FIG. 2153... | “HG. 2151... | 














Embodiex all the features in 
Figs, 2150 and 2152, but its 
design is varied to provide nan. 
rising stem operation. Body ts 
the same thus requiring only an 
me interchange of trimmings. to 
convert from the non-rising 
Stem to the rising stem velve. 


gt moron vebity 


gt 


as food processing lines 
and handling gummy sub 
stances, where entrapment of 
line matenals within “the disc 
is undesizable 


y 


~ 
- 
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If it’s a JACOBS... it holds 


it puts your prospect 
in the “YES” mood 


When you get your prospect to say “yes” 
to your first bid for business, your sales call 
is off to a profitable start. 

No other item in your line has a more con- 
vincing sales story and greater natural 
acceptance than Jacobs Chucks. 

Wherever you find drilling machines, 
lathes and screw machines, you find Jacobs 
Chucks in use and in favor. They practically 


sell themselves. 


Jacobs Ball Bearing Super Chucks 
In Jacobs Ball Bearing Super Chucks, you 


have a product that’s a salesman's dream. 
You can say that it's in a class by itself and 
your prospects will agree. It has always had 
the tightest practical tool-holding grip ever 
devised, and recent improvements have in- 
creased its load-carrying capacity im- 


mensely. 


HEAVILY ADVERTISED 


Your prospects know all about Jacobs 
Chucks. Colorful, two-page inserts in their 
favorite magazines make sure they won't 
forget. Full-color reprints with your own im- 
print are yours for the asking. 

So, lead off with Jacobs Chucks on every 
sales call and watch your sales volume 
follow this tested leader right up to the top. 
The Jacobs Manufacturing Company, 
Hartford 2, Connecticut. 
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Selling welding electrodes or rods in 
volume is a matter of knowing—or 
knowing where to find—the answers 
to welding questions. PAGE distributors 
and their salesmen have—in PAGE 
Field Service Men—a good, reliable 
source of up-to-date information. 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh Portland, San Francisco, Bridgeport, Cenn. 


x 


to welding rod sales 


Another PAGE advantage is the com- 
pleteness of the line. Specializing in 
PaGE-Allegheny stainless steel, PACE 
offers an electrode or gas rod for prac- 
tically any welding job. 

For electrodes, rods or information 
about their use... 


Get in touch with PAGE 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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DRILL-POWER! 


Sell Van Dorn Drills’ high performance on the job—their speedy 
drilling, easy handling, trouble-free running! Sell Van Dorn 
Drills’ top-notch engineering in the too/—their powerful Van 


Dorn-built motors, ball-bearing mounted; extra-tough gears, 
shafts and chuck spindles; husky housings; unmatched, quality- 
built construction right down the line! That’s a one-two sales 
punch that’s sure to boost your profits! 


Van Dorn makes the world’s most complete line of Portable 
Electric Drills. Gives you sixteen models to sell, from '/4” te 
114,” capacity in steel—a choice of speeds in many models—a 
choice of handles for most convenient operation—Drill Stands, 
Hole Saws and other attachments to increase their usefulness and 
build repeat sales for you. Pushing the RIGHT Drill for EVERY 
job—production, maintenance, construction and repair—is the 
sure-fire way to get more orders. And VAN DORN is the Drill 
Line that’s ‘‘tailor-made’”’ for the job! The Van Dorn Electric 
Tool Co., 717 Joppa Road, Towson 4, Maryland. 


FOR POWER SPECIFY 


Boring through Heavy Timbers? (DIV. OF BLACK & DECKER MFG. CO. ) 


PorTaBLe Evectric FOOLS 


JNDUSTRIAL DISTRIBUTION * NOVEMBER, 1948 67 




















ROBERT A. MILLS—H. W. Mills & Co., Newark, N. J. 


“The plan of promoting to industry the 
several factors that must be considered in 
evaluating fasteners is a constructive con- 
tribution by RB&W. 


“A real appreciation of what True 
Fastener Economy is, benefits the user 
because he saves money in the long run 
and knows that his product is properly 
and permanently fastened. And what 
benefits the user must benefit the dis- 
tributor—who offers T. F. E. in his fast- 


ener line. How? By continuous or increas- 
ing volume with satisfied customers—by 
repeat business—by larger turn-over in 
normal times—by stimulation of business 
in related lines—by freedom from com- 
plaints and the expense of returned goods 
—all spelling greater profit.” 

Follow RB&W’s advertising of T. F. E. 
in the leading magazines read by your 
customers. The current ad is shown op- 
posite. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


1O3 yours making shong the things thal make dmerica shong 


RBaW 


She Complete Quality Line 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
Philadelphia, Detroit, Chicago, Chattanooga, Oakland, 


Portland, Seattle. Distributors from coast to coast. 


. F ‘ 
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it$ the only way to cut fastening costs 


You pay more money to specify, pur- You Get True Fastener Economy When You Cut Costs These Ways 


chase, stock, inspect, requisition and 1, Reduce assembly time with accu- 5, Purchase maximum holding power 
use fasteners than you do to buy them. rate, uniform fasteners per dollar of initial cost 


True Fastener Economy 7 mak- 2. Make satisfied workers by making 6, Lower inventory by standardizing 
ing sure that every function involved assembly work easier types and sizes of fasteners 


in the use of bolts, nuts, —— rivets 3. Save ae nape | magneton through 7, Simplify purchasing by using one 
and other fasteners contributes to the supplier’s quality control supplier’s complete line 


desired fastening result—maximum 4. Design assemblies for fewer, . 8. Improve your product with a 
holding power at the lowest possible stronger fasteners quality fastener. 
total cost for fastening. True Fastener Economy is the Lowest Total of All Fastening Costs 


SS SCID OREN P ON 





103 Years Making Phong 
the Shings That Make America Strong 





RUSSELL, BURDSALL & WARD THE COMPLETE 


BOLT AND NUT COMPANY ve » Gena 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooga, 


Oakland, Portland, Seattle. Distributors from coast to coast. © a leo east 




















Appearing currently in: Fortune, Modern Industry, Mill & Factory, Factory Management & Maintenance, Purchasing, Machine Design, Product 
Engineering, Iron Age, Steel, Machinery, Western Industry, Pacific Factory, Western Machinery and Stee! World, Western Metals, Pacific Purchaser, 
Southwestern Purchasing Agent, Implement & Tractor 
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without adding men, 
materials or machines: 


HOW WOULD you like to see: apply to your operati 
: Find out how: call in a 

Your productio per engineer 
ind upped 2? RB gh . 
imi ? of carbides, with 
i Ss knowledge of 
oblems, can 


ons, too. 
Carboloy 


Wear ills, eve 

held to closer t carbides to some 

Get these results with Carboley Call in Your Carboloy engineer 

In the manufacture of dairy He'll gladly assist you. And he 
im you select the most 


equipment. si e change to 
poloy prought every one of 
e advantages. 


apr oat ~~ wie or special Carbide tipped 
by aut orized dis- : oi 
manors, Product wwe ra Gousot wade by more than} 
ies coast to coast. a pite Songs : nufacturers. 

rate and increases in material ; 
costs, cost per piece was not So why not get in touc 
increased. him?—or write US direct: 
ov get these results? CARBOLOY COMPANY, 

31 €.8 Mile Road, Detroit 32, 


f Carbide can 


h with 


INC. 


How con Y 
Mich. 


The penefits © 


CARBOLOY: 


CEMENTED 


wi 


To Hel 
p You Sell Carboloy Products 


Here’s one of 
the reasons Ca 
are selli sat: 
= ee Carboloy every ooawane 
8 mee e papers covering every field se 
ing tool use, help make your job rs 
easier. 


IN 
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ELECTRIC LIFTING | 
18 LOW-COST LIFTING 








These powerful little hoists: 
loads 13 times as fast as a hanc 

- réleasing men and machines for foductive e 
work, these hoists will pay for themselves in —_/ Yet the 
a very few months. 5 


The unique wormegear drive oft nit 6. One-Ton Size 


and greater compactness. ‘The is steel — 
"from hook to hook—the load is entirely sip» \ Costs Only 
ported by shock-resisting steel, for the urmost 


in strength and safety. A rr Sp a 


vides easy one-hand control, freeing the other _ 0 l 
hand for steadying the load “ pee $ vv 
Another feature of the Wh ) i t its 3 MANY, 


_ duaf-voltage motor. By a sim _—— 
internal connections, the motor ca € 
ly converted from 220 to 440 volts” 
versa. A %4-ton Whiting hoist is also avail- 
able with a single-phase motor, for operation 
on 110-volt, 60-cycle current, - . 
To install a Whiting hoist,-simpiy hong: egy coy e 
up, plug it into the nearest electrical outlet, If it Saves One Man 
and it’s ready to go, The hoist is so light in Only 12 Minutes a Day 
Mf sage. eee AT PAYS A PROFIT! 


and cut idle time-with Whiti Joists. | ° 
an at 5 ee 
a7 








Write for Bulletin H-1 
WHITING COR 
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(Advertisement) 


Jacking Up Sales 


TOP BILLING IN THIS MONTH’S SALES NEWS—Goes 
to the colorful new six-page bulletin on Simplex Hydraulic Jacks 
and Jennys. It’s a “must” on the reading list for both you and 
your customers because it tells—with words, pictures and fig- 
ures—just why these Simplex Hydraulics are superior in every 
detail. If you haven’t yet seen this bulletin, beg or borrow a 
copy. If that doesn’t work, just ask us for Bulletin: Hydraulic 48 
— we'll send it pronto! 


WHO NEEDS FIVE BUCKS IN A HURRY?—That’s what 
we said last month and we're still saying it! You make more on 
a quiz program but this is more fun. Just sit down and write us 
a “tall tale” (preferably having to do with Simplex Jacks!). It 
can be the method you used to land a big order; an unusual 
Simplex Jack application, or any novel selling story. All accepted 
win that five bucks check. 


IT WAS HANDS ACROSS THE BORDER — Recent visitors 
at the T-K plant include Mr. Len Wood of the Wood Supply 
Company, Port Arthur, Ont., who has been selling top quality 
jacks for many years. This month he came to see how they were 
made — his objective naturally being the T-K plant. The welcome 
sign was also out at T-K for Paul Fornaciari, Fornaciari Com- 
pany, Los Angeles, Calif. Among many visitors to T-K’s Road 
Show booth at Soldier Field we were glad to see from the Victor 
L. Phillips Co., C. S. Sheeley, Marion C. Bukaty, and Earl Denning 
from Kansas City, Mo.; Phil Klein from Tulsa, Okla. and Mr. 
Maxwell from Oklahoma City, Okla. Also Frank Rasmussen, 
Mgr., Rasmussen Equip. and Supply Co., Salt Lake City, Utah 
and T. B. Powell of Banks-Miller Supply Co., Huntington, W. Va. 


THE THREE R’s—SIMPLEX VERSION —They are Rugged, 
Reliable and Right and they all apply to Simplex Screw Jacks, the 
right jack for heavy duty lifting. Construction serves to actually 
reduce friction 88% with a single large chrome-moly ball nested 
under a non-slip, drop forged cap. Ball won’t flatten; cap can’t 
slip. Tough malleable iron housing has safety peephole in base. 
Available in 31 models; 4-way or Ratchet Head; capacities 10 
to 24 tons. A steady seller and a sure winner for you. 


T-K GOES TO BLUEFIELD — The occasion being the annual 
Bluefield Coal Show at Bluefield, W. Va. More than 100 mine 
superintendents and operating executives took a good look at 
Simplex Mine Roof Jacks, Pin-Up Jacks and all the other Simplex 
mine jacking equipment on display. Your customers can “see” 
this line, too, if you’ll but send ’em Bulletin: Mines 48; Mine 
Supplement: 48 and maybe the General Catalog. Mine operators 
are safety conscious these days and that’s one of many reasons 
why Simplex Jacks are scoring in all types of mines. Plenty of 
sales here ... but you gotta go after ‘em! 


DISTRIBUTORS IN THE NEWS-—Seen at the T-K booth 
during recent Bridge and Building and Track Supply Association 
show in Chicago were: Fred Kimmel, Jr.; Belknap Hardware & 
Mfg. Co., Louisville; Alvin Smith, Smith-Courtney Co., Richmond; 
H. W. Bodie, Bostwick-Braun Co., Toledo, and G. L. McKewin, 
Farewell, Ozmun, Kirk & Co., St. Paul. 


TAKING THE SPOTLIGHT —At the T-K exhibit here was 
the new Simplex Al7 Aluminum Alloy Track Jack which is 
expected to see action aplenty with railroad track crews in all 
parts of the nation. The new 15A Ballasting Jack also brought 
favorable comments, while the Simplex-Jenny “Bolt Breaking” 
demonstration amazed many railroad men. 


So long until next month — but let’s not forget those 
“tall tales.” It’s one of two sure ways we know to 
make money. The other is getting and keeping cus- 
tomers sold on Simplex for “the low cost of lifting!” 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, Ill. 
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Yhe Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET © BALTIMORE 23, MARYLAND 














When travel time is vital... 
“the vehicle makes the difference" 





In ALUMINUM PAINT, too... 


"The VEHICLE makes the difference™ 


* 


That is why Permite is the logical choice 
wherever utmost protection and durability 
are demanded in an aluminum paint. 


The vehicle in PERMITE Aluminum Paint is 
an exclusive, scientifically balanced formu- 
lation of synthetic resins and specially pro- 
cessed oils. Skilful blending of this vehicle 
with 99+% pure aluminum pigment results 
in an aluminum paint that affords extra 
brilliance and light-reflectivity, extra pro- 


moisture and corrosion. PERMITE Paints 
save time and labor, too, because they're 
ready-mixed, ready to use. There is a type 
for every surface ~ interior and exterior. 


Every plant, business or public institution 
in your territory has many uses for high- 
quality aluminum paints. Push Permite 
Ready-Mixed Aluminum Paints, and get the 
major share of this profitable paint business. 





A 
tection, extra long life and economy. ALUMINUM INDUSTRIES, Inc. mal 
The PERMITE exclusive vehicle promotes Cincinnati 25, Ohio shee 
complete leafing action . . . cushions and fibr 
floats the aluminum flakes into a many- The Originator of shee 
layered, armor-like coat, firmly resistant to READY-MIXED Aluminum Paints mai 
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You'll win with Stanley UNISHEARS 
for speedy cutting of sheet metal 


The NEW No. 218... only 4-3/4 Ibs. 
Cuts up to 18 gauge hot rolled mild 
steel, fast as you feed it, up to 15 feet a 
minute. Easier, faster and safer than 
snips. Blade action feeds in the work: 
operator just guides it. Hairline accuracy 
on curves, straight lines, angles, notches 

inside or out. Duplex handle. 


The popular No. 214... only 8-1/2 Ibs. 
Zips through 14 gauge hot rolled steel 
at speeds up to 20 feet a minute. Needs 
only guiding. Follows straight lines, curves, 
angles, notches right to the line. Cuts 
inside or out. Slide operated switch and 
two-position handle. Blades easily re- 
movable for sharpening. 


All types, all sizes of shops can save money, 
make money with a Stanley UNISHEAR. Cuts 
sheet iron, copper, aluminum, zinc, tin, leather, 
fibre, wire, linoleum .. . almost anything in 
sheet form. Does hundreds of production and 
maintenance jobs ... making metal and fibre 


THE GREATEST NAME IN TOOLS 


[ STANLEY ] 


Reg. U.S. Pat. Off. 








patterns, mock-ups of new products, machine 
guards, covers, tanks, drip pans, spray booths, 
partitions, shelving, parts boxes and bins. Shop 
magazines are telling your customers to see 
these lightweight UNISHEARS at your place. 
You'll get more sales by helping your customers 
save more, make more money. Stanley Electric 
Tools, New Britain, Conn. ; 





cocommmm HARDWARE: HAND TOOLS ELECTRIC TOOLS 
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treated all-weather 


PURE MANILA ROPE 


Also a complete line of Twines 
for the Hardware Trade 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. +» ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA 
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Talk of the Trade 


HUNTSMAN: J. S. Zahniser (Haverstick & Co.) went 
up into the big game country in the Canadian woods, 
but he didn’t go after big game . . . While everyone else 
in the party went for big game, J. S. went for birds . . . 
He recently acquired a new dog and wanted to try him 


























PRESENT BUT ABSENT: Forrest Bennett (Couch & 
Heyle, Peoria) did travel to French Lick to attend the 
Hardware Association golf meet, but few saw him there 
... Immediately after he arrived, he went to bed with the 
flu and stayed there three days . . . he lost ten pounds, 
too. 


/ 





EMERGENCY: Being distributors, Jake Fegely and 
T. A, McCaslin (Fegely & Son Hardware, Pottstown, 
Pa.) are used to emergencies . . . The day before the 
company was to hold an open house for customers, fire 
swept through the warehouse . . . They didn’t get too 


excited, though . . . ‘They just declared: “The show must 
go on” and solved the problem by having gravel hauled 
in and spread around and renting a huge tent .. . ‘The 
weatherman proved coopcrative and the open house was 
a success . . . Use of the tent added a carnival spirit to 
the affair. 


CALIFORNIA, HERE I COME: Distributors on the 
West Coast probably will be seeing Ray Neal (R. C. 
Neal Co., Buffalo) in the near future . . . Ray has an 
excellent reason for a visit to California—his daughter, 
Jane Neal Graas, has just moved to North Hollywood ... 
Jane’s husband is with Tex Beneke’s band. 


CONGRATULATIONS: Carl O. Hedney has com- 
pleted 25 years with Yale & Towne . . . It was back in 
1945 that E. R. Phillips (Percival Steel & Supply, Los 
Angeles) was inducted into his company’s 25 year club, 
but it was only recently that the event was climaxed .. . 
In 45 gold watches were scarce so he now sports a ’48 
model with a gold chain. 


WHAT’S MY NAME? I'll bet that Plowden Supply 
(Houston) salesman is awfully tired of the raised eyebrows 
he gets from movie fans when he tells them his name. 
It’s Gregory Peck. 


WHODUNIT: If you want to be the life-of-the-party 
and you have some mystery story fans in your group, try 
out this puzzler on them: 

A and B had been having lunch together for years. 
A always paid for the lunch until the eventful day. On 
that day; everything went as usual until A got up and 
hurried past the cashier without paying the check. B 
watched A walk by the cashier, quickly arose from the 
table, staggered, pulled out a gun and shot A. 


We'll give you the solution next month. 
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TOP-NCTCH QUALITY plus an 
unusuall wide variety of valves is a 
combinat vn that gives Jenkins Dis- 
tributors i advantage hard to beat. 


They can recommend valves from 
Jenkins cc plete line for practically 
all commercial, industrial, engineer- 
ing and plumbing and heating needs. 
The line includes Iron, Bronze, Cast 
Steel and Stainless Steel, Gate, Globe, 
Angle, Cross, Y and Check-valves .. . 


for steam, air, oil, water, gas, chemi- - 


cals, solvents and other fluids . . . for 
pressures from 125 to 600 pounds. 


Jenkins Bros. back this complete 
line with outstanding Sales Literature 
. . . continuous, industry-wide. Adver- 
tising . .. Engineering Service . . . Sales 
Assistance . . . and the Selective Distri- 
bution Plan that makes sure each dis- 
tributor gets ample opportunity for 
sales volume. 


All this adds up to another reason 
why Jenkins is the preferred valve 
franchise... . why year in and year out, 
it pays, and pays well, to sell Jenkins 
Valves. 

Jenkins Bros., 80 White Street, New York 
13; Bridgeport, Conn.; Atlanta; Boston; 
Philadelphia; Chicago; San Francisco. 
Jenkins Bros., Ltd., Montreal.) 
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SIZES, PRESSURES, METALS FOR EVERY NEED 


SOLD 
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CAST STEEL 





LOOK FOR THE 
in 
vy” TRAD 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 


DIAMOND MARK 





Mr. Distributor~here’s a Selling Idea 


|| 








REPUBLIC’S 9-POINT POLICY 
Line 


A line of rubber items sufficiently 


complete to permit effectively sup- 
plying the requirements of the trade 


You reduce 4- inventory hazards nates ual 
| LMalily 
| for Industrial Buyers A quality of product a. good 








and capable of delivering service 
results that should reasonably be 





expected. 
To execute cautious inventory control, your | ; 
| customers will recognize four of the many benefits ; c y MME : 
made possible by your warehouse stock. ; A price basis inducing and making | fF 


possible aggressive competition with 
reasonable profit return. 


1. Protection from inventory price fluctuation. 


| <i * 7 > 
2. Protection from deterioration of certain items. J MAM 
| Freedom gpa gy ata from his 
P= . . : source of supply, either direct or 
3. Elimination of overstocking infrequently used > tlle <.o4g Magy 0 Aegean 
items. by his day to day solicitations. 





4. Protection from “‘borrowers”’. Cfeling 


Selling helps of reasonable amounts 















Since buyers are becoming more inventory “ so that his sales force may be given 

° ° : : : . the advantage of specialized train- 

cautious, distributors of industrial supplies may ian andis banesbaiiee of the qeatiot 
do well to emphasize the value of the distributors sold. 








inventory. 


. it tells buyers why it is economically wise to 
buy from YOU. It tells your story and does not men- 
tion Republic Rubber’s name. Write today for 
your copy. 









A QUARTER CENTURY OF PROGRESS 

















Se? Bae 4.8 R U B B E R ot et g4 9 & 
LEE RUBBER & TIRE CORPORATION... YOUNGSTOWN, OHIO 
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Lee Deluxe Tires & Tubes, Conshohocken, Pa. 
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Our Industry and National Policy 


uR industry is one which is made up of hun- 

dreds of relatively small individual units. The 
knowledge of this—it goes for distributors as well 
as the great majority of manufacturers—tends to 
make the management of each concern feel he is 
a small duck in a big pond. But the aggregate 
sales of these many, many relatively small units 
amounted to $2.8 billion in 1947 and that is big 
money in anybody’s league. 

Since each unit by itself is small in comparison 
with the industrial giants, our industry is one in 
which a high degree of cooperative action is im- 
perative if our voice is to be heard in national 
policy making. And make no mistake, policy deci- 
sions made in seemingly remote Washington have 
a heavy influence on the day-to-day operations of 
distributors. As this is being written, it is elec- 
tion time and everyone is concerned with the 
probable outcome. But influence is not limited to 
the ballot box at four-year intervals. 


Some Problems 


We don’t know what the outcome of the elec- 
tion will be but as you read this the results will be 
available. The point is, however, and regardless 
of the election results, a number of problems will 
remain to confront any administration. And in 
the policy decisions affecting each of these prob- 
lems, distributors have a vital stake. 

1. The Supreme Court decision in the cement 
case and the action of the steel companies in 
abandoning the basing point system of pricing 
brings the laws of the land governing the policies 
of business up for congressional review. The Cape- 
hart Committee will start public hearings on this 
matter early in November. Directly or indirectly 
every distributor and certainly a large number of 
manufacturers have an elemental concern with 
the price of steel and steel products. Furthermore, 
this change in the rules of the game will have 
repercussions in pricing policies far beyond steel. 

2. The system of voluntary allocations of steel 
set up by the last Congress and administered by 
the Secretary of Commerce will expire in March, 
1949. This program has resulted in giving certain 
users prior claims against scarce steel. Approxi- 
mately, 10 percent of current steel production is 





so earmarked but the users receiving allocations 
would probably have received some of this steel in 
any event without allocations. With steel remain- 
ing short, there is, of course, a tendency for more 
users to try to get under the program. Existing 
laws provide for mandatory priorities in some 
uses, but these powers are not being used. The 
point is, allocations will be up for consideration 
when Congress reconvenes. 

3. The military procurement legislation passed 
by the last Congress provided for renegotiation of 
contracts. ‘The matter of what is renegotiable and 
what is not as far as distributors are concerned 
awaits regulations interpreting the act as formu- 
lated by the military renegotiation board. 

4+. Government spending policies also raise 
problems of deep concern to every businessman 
and to every individual for that matter. The post- 
war expenditures of the federal government are 
about one-fifth of all personal incomes. Imme- 
diately before the war, they were less than one- 
tenth and in the 1920’s they were less than 
one-twentieth. 

Beyond these matters which quickly come to 
mind, a number of other national programs affect- 
ing distributors and their suppliers are of deep 
concern, namely, the stock piling program, the 
foreign aid program, the draft (that young fellow 
you have been training may be one of the 2,500,000 
non-vets in the 19 to 25 age group subject to the 
draft) and so on for other programs upon which 
national policy is being established. 


Cooperative Action 


Individually in their own communities, con- 
gressional districts and states, distributors and 
their suppliers can and should make themselves 
heard. Constructive help from the firing line is 
needed to make these programs effective and 
workable. But more important, cooperative action 
that will present this industry’s position on these 
matters of national policy is called for. In union 
there is strength. 


Halt, Xrocte 
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SELLING FACTS and ideas absorbed at sales meetings, such 
as the one pictured above conducted by a manufacturer for 





Lewis Supply Co., bring increased business for the alert and 
attentive salesman by increasing his self confidence. 





a 


The Salesman’s Stake In A Sales Meeting 


Alertness for concrete information of value in field leads 


to increased business according to Memphis supply salesman 


By GEORGE FRANK 


Salesman, Lewis Supply Co. 
Memphis, Tenn. 


INCREASED SALES are the salesman’s 
stake in a properly conducted sales 
meeting and that is sufficient reason 
for every salesman to be alert at a 
carefully prepared and enthusiastically 
presented sales talk. 

Sales meetings, to be profitable to 
the salesman, distributor and manufac- 
turer, must be conducted intelligently 
by a person who is fully qualified by 
knowledge and experience, and who 
can, at the same time, arouse enthusi- 
asm in the salesman for a product or 
a line. The conductor of the meeting 
must be able to bring out specific 
points about the product, details and 
information that his listeners can sink 
their teeth into. This enables salesmen 
to go out and sell with confidence. 
The salesman needs such confidence 
in a line or product before he can 
transmit it to the customer. 


Only Usable Facts 


The presentation of a product must 
not be cluttered up with a lot of small 
details that are confusing, but must 
be made in a concise, concrete man- 


ner to be worth the time expended. 
lor example, it is very important that 
all the possible uses to which a prod- 
uct can be applied be mentioned at 
the meeting. Just as important are all 
the possible spots to look for in vari- 
ous industries in which the product 
can be used. 

I believe in taking copious notes to 
study later, so that my enthusiasm for 
the product will last long after the 
sales meeting is over. I jot down all 
the spots that are mentioned where 
the product can be used so I won't 
overlook any sales possibilities when I 
make my calls. I have been able to dig 
up many orders by the use of this sys- 
tem. 

Electric motors had never been one 
of our major lines until my firm was 
recently appointed distributor for a 
manufacturer of AC and DC motors 
and V-S Drives. The manufacturer’s 
people conducted a sales meeting to 
familiarize us with the line. As a re- 
sult of this meeting, I have increased 
my sales greatly, and, in addition, 
have opened new fields for the prod- 
uct. 

It had been brought out quite forci- 
bly at the meeting that a saw-mill 
operation was a prospect for motors. I 


had a saw-mill customer in Mississippi, 
whose potential business was large. But 
somehow I had never been able to sell 
him much. Following the meeting, 
however, I called on this customer 
with a new determination to sell him 
a motor. The customer’s interest was 
aroused by my approach dealing with 
motors and he told me he was think- 
ing of obtaining one to pull a saw-dust 
blower fan. Such a motor would be 
subject to severe dust conditions and 
he was concerned over what kind of 
motor he would need. 


Knowledge Helps 


From the knowledge I had gained 
at the sales meeting, I was able to sell 
this customer a 40 h.p. totally-en- 
closed fan-cooled type motor, which 
I had recommended to eliminate the 
dust hazard. I explained that the rotor 
and stator windings were completely 
enclosed so that the motor could be 
installed with the full assurance that 
the windings would stay clean and the 
air gaps clear. I was also able to point 
out, with complete confidence, an- 
other advantage, i.e., that the motor 
had completely sealed in ball bearings 
which meant fewer repair jobs and a 
long record for continuous operation. 
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MORE FACTS are obtained 


I did not forget “tie-in” sales and 
sold this customer a dust-tight motor 
control to turn the motor on and off. 
I also sold him a slide-rail base for ad- 
justing the distance between the mo- 
tor shaft and fan shaft for stretch in 
the V-belt drive. Of course, I sold him 
the V-belt drive at the same time. 

The point I want to make, however, 
is this. Until the sales meeting I had 
only a general knowledge of the uses 
of electric motors. I would never have 
had a chance to sell this customer all 
this material had I not been well- 
informed on the types and uses for 
electric motors at the sales meeting. 
Since that sale, this particular cus- 
tomer welcomes me in his plant and 
has given me a great deal more of his 
business on other lines that I had not 
been able to sell him previously. He is 
very satisfied with the saw-dust blower 
fan’s performance and has given every 
indication that he has confidence in 
me, my firm and our suppliers. 


Weekly Sessions Good 


Getting back to sales meetings, I 
would say that a short sales meeting 
each week is a profitable thing. At 
these meetings, the salesman gets a 
chance to see the fellows in the com- 
pany who live out in the territory. It 
enables the salesman to discuss his 
problems with other salesmen and ex- 
change ideas. 

We hold a one-hour sales meeting 
every Saturday morning. At these 
meetings, we discuss problems we en- 
countered during the week. These 
problems are thrashed out while they 
are still fresh in our minds. Factory 


at informal sessions after regular 
meetings. Above are: Walker Lewis, Jr., salesman; John West, 
Lewis vice president; R. F. Weimer, the manufacturer’s man- 





men are welcome at these meetings. 

A general sales meeting where man- 
ufacturer’s men conduct the session, 
should be held at regular intervals to 
give salesmen a chance to become bet- 
ter acquainted with them. The sales- 
man also can obtain technical advice, 
sales helps and other valuable informa- 
tion regarding products, uses and sales 
opportunities. 

Lewis Supply holds general sales 
meetings about once every two 
months. These meetings are well- 
planned in advance and generally ably 
conducted. The firm also holds an an- 
nual three-day meeting which is at- 
tended by most of our suppliers. 

Holding sales meetings adds prestige 
to a line, and individual meetings, 
such as the one staged for motors and 
drives, do result in greatly increased 
sales. The requirements are that they 


ager of production sales; T. Walker Lewis, president, Lewis 
Supply; George Frank, author of article; John Walker, manu- 
facturer’s engineer, and Tommy Trout, salesman. 








are conducted properly, that plans are 
worked out thoroughly to make the 
meeting effective and that the sales- 
man show a keen interest in what is 
being presented. 


No Hurry-Up Jobs 


Factory men who drop in and hold 
a hurried-up sales meeting only create 
confusion with haphazard presenta- 
tions. Much important matter that 
should be discussed is omitted because 
of the lack of preparation. I believe 
this explains why some manufacturers’ 
lines are sold enthusiastically by the 
sales force and why other lines are 
regarded only passively. 

But, given the proper ingredients at 
a well-conducted sales meeting, the 
alert and attentive salesman can make 
a greatly increased sales pie for him- 
self. 





facturer’s sales force. 


with the new line. 





Definite Meeting Policy Insures Drive 


Too often a distributor takes on a new line and that's the end of it. In order 
that this does not happen to us, we have formed a policy. 
time we take on a new line to handle, we will conduct a special meeting to 
acquaint the sales force with the product. The salesmen meet the manufacturer's 
representatives to form a closer relationship between themselves and the manu- 


Such meetings are staged at a hotel in order that our men are not disturbed. 
They last as long as necessary for the salesmen to become thoroughly acquainted 


The meetings are held in addition to our regular general sales meetings, where 
the line is discussed again along with our other products. 


This policy is that each 


John West, vice-president 
The Lewis Supply Co., Memphis, Tenn. 
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CLAY MODEL to scale incorporates display, storage, labor-saving ideas into interior layout. 


Plan Operations, Then Build 
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COMPLETE ARCHITECTURAL PLANS provide for future activities of expanding business efficiently. 
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BUILDING FOR WEBER HARDWARE Co 
KITCHENER ONT. 


mMagcH 1946 JENKINS & WRIGHT-ARCUITECTS 
GUELPU- KITCHENER -S{mayfORD 








ARCHITECT’S PERSPECTIVE of how Weber Hardware’s new quarters will look when completed. 


Canadian distributor gets industrial designer’s aid in laying out 


efficient operations before undertaking construction of new quarters 


THE PROBLEM OF the industrial dis- 
tributor in planning a new building to 
house his future operations is not 
solely a matter of specifying brick and 
mortar or concrete and steel, according 
to Martin Jenter, industrial designer 
who collaborated with Inpusrriat Di1s- 
TRIBUTION on the Layout and Display 
(May, 1947) issue. Any new build- 
ing erected by a distributor, Mr. Jenter 
explained, should contribute to _ its 
own cost by increasing the efficiency 
of the distributor’s operations and by 
increasing the distributor’s capacity for 
improved service. These ideas should 
dictate the design and construction of 
the new quarters. 

As an example of planning before 
building, Mr. Jenter cited the new 
building now under construction for 
Weber Hardware Co., Ltd., in Kitch- 
ener, Ont., Canada. The building was 
designed especially for activities con- 
nected with the distribution of indus- 
trial supplies, hardware, builders’ and 
contractors’ supplies, appliances and 
paints. It is the result of detailed 
planning and study by Mr. Jenter, 
working in close collaboration with 
C. N. Weber, president and general 
manager of Weber Hardware, and 
with Jenkins & Wright, Kitchener 
architectural firm. 

Mr. Weber is convinced that oper- 


ating efficiency derives from adequate 
and suitable quarters. He organized 
Weber Hardware in 1923 and the new 
firm took over a business established 
by the late John Fennell in 1863, the 
wholesale end of which consisted 
mostly of blacksmith supplies, includ- 
ing coal; carriage and wagon hardware, 
and iron. During the 60 years of its 
existence, Mr. Weber said, the firm 
never acquired its own premises which 
proved a serious handicap at the end. 


Growth Steady 


Continuous development marked 
Mr. Weber’s supervision of the reor- 
ganized company. Located in the 
heart of Canada’s industrial activities, 
Kitchener is headquarters for a num- 
ber of large and important industries. 
Rubber products, leather, shoes, furni- 
ture and household appliances are 
produced in large volume, along with a 
great diversity of other lines. 

It was natural, Mr. Weber said, that 
the company should develop a strong 
tool and industrial supply department. 
The firm is distributor for well known 
Canadian and American manufacturers 
of electric drills and screw drivers, 
saws, pneumatic tools, abrasives, pre- 
cision tools and fire-fighting equip- 
ment. Along with its saw line, a butt 
welding service is provided for wood 


and metal cutting band saws. Con- 
siderable special equipment is carried 
in stock for the furniture industry, 
such as clamp nails for corner joint 
fastening. ‘These are carried on an 
exclusive basis for all Canada. 

One of Mr. Weber’s initial moves 
upon acquiring control of the old 
business was to purchase and occupy 
new quarters on Queen Street, from 
which the firm will move now after 
25 years occupancy. These old quar- 
ters consist of a solid brick building 
of some 15,000-sq. ft., within half a 
block of the main business intersec- 
tion of the city. Although suitable 
for a young and growing business in 
the past, the plant now proves inade- 
quate and inefficient for continued 
successful operations and expansion. 
Additional warehouse space had to be 
rented for the last ten years but it 
was too scattered to be satisfactory. 


New Site Bought 


Although a site immediately to the 
rear of the downtown quarters, 150-ft. 
deep with a frontage of 55-ft. on the 
next street, had been purchased sev- 
eral years ago, Mr. Weber and his 
associates decided expansion in the 
immediate vicinity was not desirable. 
In the first place, property values are 
too high for warehousing space. In 
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the second place, shortage of parking 
facilities and congested traffic make 
for much inconvenience and waste of 
time for customers and employees. 

A new site was selected and pur- 
chased. It is a corner property, 150- 
ft. by more than 300 ft. deep, with 
a one-story warehousing building, in- 
cluding a railroad siding. The site 
is located on Queen Street South, one 
of the important highways leading into 
the city, about three-fourths of a mile 
from the present location. Its ad- 
vantages are low warehouse space cost, 
parking room, transportation facilities, 
no congestion, room for expansion. 


Studies Operations 


Mr. Weber communicated with Mr. 
Jenter through InpustriaL Distrisv- 
TION on the subject of internal layout. 
As a result Mr. Jenter spent two weeks 
in Kitchener. He made sketches, took 
notes and measurements, interviewed 
employees, department heads and off- 
cials. In other words, he became fa- 
miliar with every important detail 
concerning movement of merchandise, 
selling practices, shipping and receiving 
methods, storage, paper-work, display 
ideas, etc. 

The result was a complete interior 
layout of the future plant in clay 
down in scale, to meet the special 
selling and servicing requirements of 
each department, facilitate handling 
and storing merchandise, provide ade- 
quate selling and display space, per- 
mit labor-saving methods, improve ad- 
ministrative facilities and promote 
closer coordination between various 
departments in the business. 

From the model plans, the archi- 
tects were able to design a building to 
properly house the business. The 
building now under construction is 
the first unit of a complete new whole- 
sale warehouse and sales room. The 
section provides for the offices, sales 
floor and shelf goods storage. Later 
a building will be constructed for 
steel, pipe, roofings and other heavy 
materials which are presently ware- 
housed in an existing building on 
the new site. Even after this section 
is completed, there will still be ample 
parking space at the rear for em- 
ployees’ and customers’ cars and 
trucks. 


Space Around Building 


Transports and other trucks will 
enter from Woodside Avenue, which 
tuns along the side of the corner lot, 
and drive completely around the build- 
ing to Queen Street in front, assuring 
a free flow of traffic. City delivery and 


PLAN OPERATIONS, THEN BUILD (Continued ) 


trucks for the steel warehouse will 
enter and leave the building from 
Woodside Avenue and will not inter- 
fere with the movement of other in- 
coming and out-going freight. These 
other freight trucks will load and un- 
load on a sawtooth dock on the op- 
posite side of the building. Although 
the entire main floor will be at street 
level, a drop in the ground grade on 
this side will give these docks correct 
platform height. 

From these docks the trucks will 
proceed through a covered drive-way 
to the exit on Queen Street. This 
cover will provide excellent overnight 
storage for trucks and, when closed, 
will shut off access to the rear. A fire- 
proof storage vault for oils and in- 
flammables will be serviced from this 
driveway and merchandise destined 
for the basement under the front part 
of the building will be sent down 
through a chute. 


To Use Lift Trucks 


Fork lift trucks will be used for 
loading and unloading heavy mate- 
rials from trucks and box cars on an 
adjacent siding. The lift trucks also 
will move merchandise throughout the 
building. In this way, elevators will be 
eliminated entirely. 

While light storage is planned for 
the second, or mezzanine, floor at the 
back, this merchandise can be han- 
dled directly from transports by means 
of ramps. Under the main center stair- 
way, a long ramp will lead down to 
the basement. In the heavy: storage 
section, an other ramp will lead up to 
the second floor. Lift trucks will be 
able to distribute merchandise all 
over the building quickly and easily. 

Since Weber Hardware serves dif- 
ferent classes of trade—industrial, 
contractors and builders, as well as 
the retail trade—a real problem con- 
fronted the owners and designer to 
provide a layout adapted for all these 
purposes with a minimum staff and a 
maximum efficiency. This was taken 
care of by having a large, attractive, 
well-lighted sales and display space 
along the entire front of the build- 
ing. Large windows dominate the de- 
sign of the facade of the building. 

The main entrance will be in cen- 
ter of the front. A second, and possi- 
bly just as important, door will open 
off the side street where customers can 
pull up closely with cars or trucks. 
From this side door, industrial cus- 
tomers and others will be able to 
walk directly to a service counter for 
special attention. At the same time, 
these visitors will be on the main 


sales floor. During short waits, the 
visitors can inspect any merchandise 
displayed on the floor. Salesmen will 
not have to take customers to remote 
parts of the building to inspect spe- 
cial items. 

The plans call for stocking of all 
light and fast-moving merchandise 
just behind the sales and service area. 

welve rows of double-sided shelf 
tacks will hold merchandise for four 
different departments. (Only six rows 
are shown in the working model but 
12 will be used across the 100 feet 
of floor space). 


Service Facilitated 


Department managers will have 
desks between the counters and the 
shelves. They will be able to observe 
the sales floor and, at the same time, 
supervise stock movement. Stock and 
order clerks will be able to work back 
in the aisles between the rows of 
shelves which extend to the rear wall. 
Cross aisles permit easy access to other 
divisions. 

City delivery and shipping room 
will be just a little further back along 
the side from the service counter in 
order that these two staffs can com- 
municate readily. Wholesale and out- 
side shipping will be performed near 
the saw-toothed docks. Merchandise 
will be delivered to the space from the 
various departments. 

A definite division will be made be- 
tween the heavy goods department 
and the front section to prevent any- 
one, except authorized clerks, from 
going to the general stock room. The 
receiving department will be adjacent 
to the wholesale shipping room, per- 
mitting ready supervision of all trucks 
and transports. From this receiving 
room, lift trucks will carry goods in 
original cases to wide aisles behind 
the stock room shelves. Each depart- 
ment will have a checking desk in 
the rear. Out-going merchandise for 
shipment will be taken by the truck 
on return trips. 


One Floor Operations 


The net result of the plan is that 
basic operations will be concentrated 
on one floor. Salesmen, department 
managers, order clerks will be able to 
see and talk to each other with the 
minimum of movement and time loss. 
Offices will be on the mezzanine floor, 
just above the service area and, there- 
fore, within easy reach. From the 
sales manager’s position in the rounded 
corner of the mezzanine, he will have 
excellent overall supervision. Very 

(Continued on page 150) 
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Wichita executives join good- 
will tour, believe officials 
should get out on the sales 


firing line and help salesmen 


MANAGEMENT has a dual role in an 
industrial distributing company, ac- 
cording to two Watkins, Inc., officials, 
E. Leon Watkins, vice-president, and 
Harold Jones, sales manager. These 
two Wichita, Kan., executives believe 
that management’s job goes beyond 
the supervision of activities and the 
drafting of policy. To do a thorough 
job, they believe, executives should 
get into the field occasionally, if not 
frequently. 

Both Mr. Watkins and Mr. Jones 
are well aware of the value of sales 
promotion and, they believe, making 
friends of customers is a potent sales 
promotion tool. They have found 
that one of the most effective means 
of building up customer relations and 
thereby aiding Watkins’ salesmen is by 
having Watkins executives get into the 


field and visit with customers. 


Welcoming Ceremonies 


Both Mr. Watkins and Mr. Jones, 
therefore, were among the first to sign 
up for the Wichita Chamber of Com- 
merce’s 35th Annual Good-will Tour. 
In the company of 110 other Wichita 
businessmen, Mr. Watkins and Mr. 
Jones boarded a special 12-car train 
early one morning and in the follow- 
ing four days visited 38 communities 
in Kansas, Colorado, Oklahoma and 
Texas. 

At each town on the route there 
was a short welcoming ceremony, usu- 
ally with the town’s officials participat- 
ing. A six man band and a male quar- 
tet that traveled with the Wichita 
business men provided entertainment 
at the welcoming ceremonies. Once 
the ceremonies were completed the 
group would march out of the town’s 
railroad station, 112 strong, and dis- 
band, each man going his way to call 
on customers and build good will for 
the firm he represented. 

The two Watkins’ officials had a 
list of 140 customers to visit. “We 
beat the bushes in every town, cover- 
ing the territories of three of our 
salesmen,” said Mr. Watkins. “We 
found the reception from our cus- 
tomers in direct ratio to the job the 
salesman was doing as reflected by 
(Continued on page 148) 
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GREETINGS are extended to Wichita business men by the mayor of White Deer, 
Texas, B. R. Weaks (second from right). E. Leon Watkins is on the right. 


A CONVENTION ATMOSPHERE was created by a six-piece Wichita “pep 


band” that made the trip with the Wichita businessmen. 


















a 


CIVIC EVENTS, such as the inauguration of Hiway Post Office service, are par- 
ticipated in, whenever possible, by Watkins officials. 


(All photos courtesy of Wichita Evening Eagle) 








STARTING A TOUR to three plants, Arthur Moore, Jr., stows away his brief case. 


Salesmen Go Touring—To Sources 


R. C. Neal men find that by visiting manufacturers’ plants they are better 


equipped to sell; visiting salesmen required to report at sales meetings 


THERE Is no doubt in the mind of Ray Neal that manu- 
facturers’ schools and manufacturer-conducted sales meet- 
ings provide numerous benefits for distributors and their 
salesmen. Mr. Neal, president of R. C. Neal Co., Buffalo, 
was searching for a supplementary program, not a sub- 
stitute for schools and sales meetings, when he hit upon 
a plan for having salesmen “take a trip to manufacturers”. 

Like most other operating plans, Mr. Neal’s trip plan 
appears to be véry simple. In practice, however, the plan, 
to be successful, requires detailed thinking by manage- 
ment and wholehearted cooperation by salesmen. Re- 
duced to its simplest form, the plan calls for a group of 
four salesmen to make an automobile tour, visiting R. C. 
Neal suppliers. 

While there are numerous dividends that accrue to 
salesmen from an educational standpoint, the salesmen 
who already have made trips believe that if the trips did 
nothing more than give them an opportunity to meet 
factory officials and personnel they would be worth 
taking. As one salesman phrased it: 

“After you’ve been on a trip and met the manufac- 
turer’s people, you have a different attitude toward the 
line; I don’t know what it is exactly but you feel better 
equipped to talk about the company’s products—you have 


a personal interest in the line. I guess it all boils down 
to the fact that by meeting people you get to know their 
company and products better and that gives you confi- 
dence to sell.” 

Mr. Neal holds a similar opinion. Increased sales, of 
course, are the ultimate goal of the program, he explained. 
The sales, he continued, are the result of two chief bene- 
fits of the trips: 

1, All salesmen acquire product information. 

2. Personal contact is established between salesmen 
and factory personnel and this leads to a better under- 
standing of each other’s problems and to a desire to 
cooperate with each other. 


Steps In The Program 


The first step in planning the trip program consisted 
of studying the geographic location of sources of supply. 
Naturally, Mr. Neal said, it would be foolish to send a 
group of men to plants in New England and the Mid- 
West on the same trip. 

Once a tentative itinerary is set, an R. C. Neal official 
communicates with the sources to be visited, asking their 
cooperation. That the manufacturers think well of the 
plan can be seen by the fact that in most instances the 
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manufacturers assume the hotel and food expenses of 
the men while they are in a particular city. 

While these first two steps are being taken, the sales 
records of R. C. Neal men are studied to insure that the 
touring team is an effective one. In every case one man is 
selected from each of the Neal offices in Buffalo, Roches- 
ter, Syracuse and Elmira. By careful selection of the men, 
Mr. Neal makes sure that when the team visits a plant, 
two of the men are well educated on the manufacturer’s 
products. The other two men may have shown very little 
interest in a particular line and the visit tends to awaken 
their interest. 

Most trips start on Sunday afternoons. The men in- 
volved are notified well in advance, of course, and they 
meet at a designated office, usually the office closest to 
the first plant to be visited. They travel in one car, thereby 
reducing their expenses. By leaving on Sunday afternoon 
they are ready to start to work bright and early Monday 
morning. 

While on the road the salesmen put in long hours; 
entertainment is discouraged. It is not at all unusual, 
Mr. Neal said, for the salesmen to spend a day at a plant, 
observing operations and talking with the operating per- 
sonnel; then they'll have dinner with management men 
or sales officials and continue their conference in the 
hotel after dinner. 

For the most part, each trip involves visits to three 
manufacturers. Frequently, however, “courtesy calls” are 
made on other manufacturers along the route. These 
calls consist of a half hour or hour chat with sales officials. 

The amount of time that the men will spend on each 
of the three scheduled visits is determined by the 
products manufactured. Manufacturers with diversi- 
fied lines or heavily engineered products receive the 
longest visits. 


Follow Through 


While on trips, each man is required to take notes. 
After he returns to his own office, his notes are used 
for a talk which he is required to give before all other 
salesmen in his office. It is in this way that all sales- 
men on the staff benefit. 

Another benefit for both the salesmen and the com- 


pany is added in that after a salesman has made a trip "eh , 
he automatically becomes a “consultant” for other men SPEAKER at a sales meeting, Leonard Thorn reports to his 


on the products of the sources he visited. This has congas on peotuct infoumation he scquiced. 





AFTER HIS TOUR, Salesman Moore tells Advertising 
Manager Merrill Wilcox about the things he saw and heard. 
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“ worked out very well; salesmen are not reluctant to 
’ give their time to other men, knowing that they can 
obtain aid from “consultants” on other lines. 

f To date there have been six trips taken by salesmen 
1 and, Mr. Neal said, each one has been well worth its 
. - cost in both time and money. There have been several 
. 4 instances where new accounts have been opened and 

“ old accounts strengthened as a direct result of the trips, 
n i Mr. Neal said. 
. F One case, Mr. Neal recalled, involved fasteners and 
o F a customer whose business the salesman had been 

unable to obtain despite calls over a period of more 

than a year. 

q This particular salesman had made a trip to the Neal 
qd Co.’s source. He had found out, he said, that there was 
, | much more to fasteners than he had imagined. This 
a newly acquired knowledge, naturally, crept into his con- 
% versation and proved to be the wedge he needed. The 

customer started asking questions which a few weeks 

I earlier the salesman would have “ducked” or answered a 
r inadequately. 
e But, thanks to the trip plan, he was primed for the CONSULTATIONS with other salesmen also result from 
e questions and, as a result, got the first of several orders. the trips. Salesman Thorn is talking to Raymond H. Harris. 
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SMALL ORDER is filled by Sam Crowling at counter 
and then filed in special drawer after sales slip is filled. 





CUSTOMERS’ requisitions are sorted out by Aubrey 
Newberry preparatory to making out charge sheets for day. 


save Small Orders To Make Larger Ones 


Customers who buy supplies only when needed are no problem 


to Norfolk, Va. distributor who consolidates small sales 


Ir IS COMMON PRACTICE among operators of small ma- 
chine shops and manufacturing plants to pick up items 
of supply from industrial distributors as the items are 
needed. Even large firms constantly are running into 
unanticipated requirements and sending to the distributor 
for the needed material. Therefore, it is nothing unusual 
for a customer’s man to appear at an industrial supply 
counter three or four times during the course of a business 
day with a purchase order to pick up tools and supplies. 

Such buying practices are costly to the distributor and 
the customer alike. They increase the amount of paper- 
work for both. As far as the small machine shops and 
manufacturing plants are concerned, the distributor and 
his salesmen wage educational campaigns to promote more 
economical purchasing methods but there is a limit on 
the amount of capital these customers can tie up. 

As to remedies for this condition, Linwood F. Perkins, 
vice-president of the Henry Walke Co., Norfolk, Va., 
prefers to take a realistic view of the situation. In Mr. 
Perkins’ estimation, such buying will continue as long as 
small operators lack the working capital to purchase ade- 
quate inventories and as long as emergencies pop up. 

One of the claims made by the distributor to justify his 
economic position is the one of serving as a storehouse for 
industry, Mr. Perkins added, and the distributor’s per- 
formance has substantiated the claim. Small purchases, 
such as the ones described above, are merely evidence of 
the customers’ acceptance of the service offered. 

Moreover, Mr. Perkins said, distributors cannot avoid 
such buying practices either. They are constantly purchas- 
ing small quantities of supplies from each other because 
of depleted stocks, delayed deliveries or because the dis- 
tributor wishes to obtain for customers certain items not 
handled by his own firm. . 

To minimize the amount of paperwork required in 
handling the numerous small sales of each business day, 
The Henry Walke Co. has devised a routine which 


accumulates customers’ requisitions until they warrant 
making out a single charge sheet. By writing out and 
processing only one charge sheet, instead of several, the 
distributor cuts down paperwork for his customer as well 
as for himself. There are fewer charges to make, fewer 
bills, fewer entries and fewer checks. 

The plan, Mr. Perkins said, is simple. When John 
Jones of the Smith Machine Works drops into The Henry 
Walke Co., counter sales room with a purchase order for 
48 4-in. 90-deg. ells, he gets the ells and a sales slip. The 
customer’s purchase order is taken by the counterman and 
deposited in a special drawer in which all similar requisi- 
tions from all customers are placed. 


Process Repeated 


John Jones may return a few hours later with another 
requisition, this time for a single-end wrench and a gross 
of 4-in. hex nuts. He picks up the products and the pur- 
chase order is deposited in the drawer. He may return a 
third time for four 6-in. pillar files and again, the new 
purchase order is dropped into the drawer. 

About 4 o’clock in the afternoon, T. Aubrey Newberry, 
store manager, takes out the day’s accumulation of cus- 
tomers’ requisitions and sorts them out by customers. 
In the case of the Smith Machine Works, he would find 
three requisitions amounting to about $15 in sales. This 
is considered a sufficient amount to warrant making out 
a charge sheet, which he proceeds to do. 

In making out a charge sheet, Mr. Newberry includes 
all the items specified on the three Smith Machine Works 
requisitions. The order number of the first requisition 
is placed in the description space at the left. Under this 


number are entered the item ordered, which in this case- 


would be the ells. The next requisition number follows 
on the next line and then entries for the wrench and hex 
nuts. On the next line is entered the third requisition 
number and following this, the entry on pillar files. 
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The requisition numbers appearing on the charge sheet 
facilitate checking whenever a question arises as to when 
the item was purchased or who picked up the item or 
items. The carbon of the countersigned sales slip, which 
also carries the requisition number, may be referred to for 
original data. 

In some cases, a single customer's requisitions for one 
day will not be considered sufficient to justify filling out 
a charge sheet. These requisitions are kept in the drawer 
for two or three days until the total is large enough. 

In cases where a customer’s requisitions do not repre- 
sent a sufficient amount after three or four days, a charge 
sheet is made out and put through regardless of the 
amount represented. However, a great majority of cus- 
tomers, Mr. Perkins said, accumulates sufficient purchases 
during three or four days to warrant the delay in sending 
through a charge sheet. 

The system has proved so successful in cutting down 
paperwork for both distributor and customer that it has 
been adopted by most Norfolk distributors for handling 
transactions among themselves. Each distributor saves 
requisitions from other distributors and makes a single 
billing of one, two or three days’ accumulation, rather 
than prepare a single billing for each purchase order. 

The Henry Walke Co. saves carbons of its requisitions 
on other distributors for checking. Each distributor op- 
erating the plan prepares charges the same way as Henry 
Walke handles customers’ billing, with the requisition 
numbers preceding items from purchase orders. 

The so-called “small order” problem, Mr. Perkins said, 
is essentially the ordering of single items in small quan- 
tities, on any kind of order, be it large or small. The 
system of handling small purchase orders cannot be said 
to alleviate small quantity sales. The system does, Mr. 
Perkins emphasized, cut down much unnecessary paper- 
work, thereby saving time, money and materials for 
distributor and customer. 
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SALESMEN MUST NOT USE 
THESE COLUMNS* 


CHARGE SHEET (84x11 in.) contains customers requisition numbers. 





PURCHASE order on other distributors are made out in 
duplicate. Blanks are kept in book form for convenience. 





Put This THE HENRY WALKE COMPANY, lnc. 


Ee 


Nember 407 Union St. 
Invoice Ss 15385 Norfolk, Va.,___- . ee 
a Ge 


Please furnish us the following: 
a dey, | /3 w Yo) WS. Man Mage Mall 


Tiley! E22 2S Dod. Taps 














and render invoice showing this order number immediately after delivery. City accounts will 
be paid on the 15th of each month. We will not be responsible for goods de!ivered for our ac- 
count without a written order. HE HENRY WALKL COMPANY 
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COPIES of orders placed with other distributor for 
small quantities are filed. They are 34x6 in. shects. 







































HARD AT WORK on its publication “From Stock List” is the advertising depart- 
ment. C. W. Pearl, center, is advertising manager. 


Advertising Pays Its Way 


Six full-time employees of Andrews Hardware publish 


monthly booklet, handle promotion activities 


“IT PAYS TO ADVERTISE” is regarded as 
much more than a slogan at Andrews 
Hardware & Metal Co., Los Angeles; 
it is an accepted fact. Andrews Hard- 
ware goes in for advertising and pro- 
motion on a large scale. Headed by 
C. W. Pearl, the Andrews advertising 
department has expanded its activities 
so much that the services of six persons 
are required. 

The department’s work, of course, is 
not exclusively advertising. It handles 
correspondence, orders and other de- 
tails. It is responsible, also, for the 
paper work connected with the com- 
pany’s sizable export business. But all 
of these activities have arisen directly 
or indirectly out of the company’s 
original advertising techniques. 

Its duties include the compilation 
and maintenance of up-to-date mailing 
lists, the methodical handling and dis- 
tribution of manufacturers’ literature 
and similar activities of a -promotional 
nature. Its major functions, though, are 
advertising and activities related to ad- 
vertising; its main job is to produce 
and distribute a monthly publication 


called “From Stock List.” 

The paper has had an interesting 
history. It started, some years ago, as 
a small folder crammed with odds and 
ends of information on the company’s 
lines, its personnel, and anecdotes 
about its customers and about events 
around the office. It caught on im- 
mediately, and soon outgrew its orig- 
inal “handout” style. Today it is a 
16-page, tabloid-type publication. The 
general level of its contents, however, 
is unchanged. The company even em- 
ploys a vari-typer for composition. 


100 Items Described 


As the name suggests, the largest 
portion of the paper is given over to 
brief, illustrated catalog descriptions of 
items in stock. Generally the products 
advertised have something unusual 
about them. Often they are new prod- 
ucts which are thought to have appeal 
to a large segment of the Andrews 
company’s customers. Other items are 
in the “hard-to-get” class and of inter- 
est in themselves. Perhaps 75 or 100 
items may be described in each issue. 


The magazine’s columns are de- 
voted to brief bits about new tool de- 
velopments, or about distinguished vis- 
itors, some of them from foreign 
countries, who may have dropped in 
during the month. Important callers 
from manufacturers often will find 
themselves on the front page, too, 
picture and all. 

The popularity of “From Stock 
List” is reflected in the size of the 
company’s mailing list. More than 15,- 
000 copies of the little monthly now 
are published, 350 of them classified 
in the list under “Foreign.” Included 
in this group are friends and well- 
wishers, and customers, in South Amer- 
ica, parts of Europe, Alaska and the 
Hawaiian Islands. The bulk of the 
list, however, comprises people in the 
southern California area and includes 
all the customers regularly called upon 
by the Andrews company’s salesmen, 
and every possible prospect. 

Mailing List Is Key 

The mailing list is broken down in 
various ways so that special mailings 
go out to customers most likely to be 
interested. Machine shops, for ex- 
ample, will receive all literature that 
pertains to shop operations, new prod- 
ucts in tool lines, and similar informa- 
tion. Even this category can be broken 
down further, on occasion, as when 
the company plans a special mailing on 
a particular product. 

It might be supposed that advertis- 
ing on so broad a scale would require 
an elaborate physical and mechanical 
set-up, but such is not the case at the 
Andrews company. The department's 
working space is quite small, but com- 
pletely adequate for its purposes. Its 
mechanical gadgets, other than such 
standard office machines as typewrit- 
ers, file cabinets, etc., consists of ad- 
dressing equipment and meter mail 
equipment. These are small compact 
units similar to those used by many 
distributors. 

With a little extra effort and slight 
added expense the Andrews company 
has managed to do what any distribu- 
tor can do who may be advertising- 
minded. Its first step, of course, was 
to decide on “policy,” establishing the 
scope of the department’s work and 
giving direction to its activities. Com- 
petent personnel were then hired to 
administer the program, space was set 
aside and equipment provided, and 
from that point onward the “Adver- 
tising Department” at Andrews Hard- 
ware & Metal Co. was strictly on its 
own. In the two years of its existence 
the department has grown and pros- 
pered, returning many times over the 
amount it cost the company, in its 
initial stages, to launch the program. 
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HOIST REPAIRS are accomplished 
in a matter of hours. 


For J. T. Wing Co. salesmen. . . 


BAND SAWS are fabricated and 
finished efficiently. 


Added Services Mean Added Sales 


NoRMAL SERVICES rendered by indus- 
trial distributors are of paramount im- 
portance. But, unfortunately, most 
buyers take such services for granted; 
they are available, buyers point out, 
from most any selling organization that 
is anxious to cultivate repeat cus- 
tomers. 

Grant Piggott, president of J. T. 
Wing Co., Detroit, takes more than 
average interest in special problems 
that confront customers and prospects 
and, as a result, believes “plus’’ serv- 
ices must be rendered. Added services, 
Mr. Piggott says, give the supply sales- 
man standing with his customers; 
when he can offer plus service, the 
salesman is in a position to serve a 
buyer’s special needs. 

Mr. Piggott has placed great em- 
phasis on plus service. And, he points 
out, the practice has converted many 
prospects and once-in-a-while buyers 
into steady customers. 

“Plus service,” said Mr. Piggott, “is 
a necessary part of the industrial dis- 
tributor’s organization. It gets cus- 
tomers and it keeps them coming back. 
This type of service does a complete 
job in meeting the needs of the mar- 
kets the industrial distributor secks to 
serve.” 

In addition, Mr. Piggott believes 
that salesmen must be backed up with 
a business policy that is as attractive as 
possible to customers. “Salesmen must 
have some competitive advantage,” 
Mr. Piggott said, “and management 


must work with the salesmen in at- 
tempting to carry customers’ services 
as far as possible.” 

Availability of plus service, Wing 
salesmen say, provides a means of get- 
ting into shops. It is while they’re in 
shops, they point out, that they mingle 
with the men who originate orders and 
thus have an opportunity to do creative 
selling. 

These are the services which fall 
into the plus category at J. T. Wing 
Co.: 

1. Manufacture and maintenance 
of industrial band, circular and seg- 
ment saws designed to fill customers’ 
special needs. 

2. Industrial shear and knife sharp- 
cning. 

3. Wire rope splicing and the man 
ufacture of special design wire rope 
slings. 

4. Fabrication of iron clad, asbestos 
covered hose in special lengths. 

5. Manufacture of endless leather 
belting. 

6. Chain hoist repairs and mainte- 
nance. 

7. Wire rope sheave blanks and pul- 
leys stocked and drilled to customer 
specification. 

The services are performed to en- 
hance the prestige and reputation of 
Wing Co. But, at the same time, they 
are a real help to salesmen, too. It is 
not difficult to see why plus service 
vields steady dividends. 

For example, a customer with a 








SHARPENING SERVICE can be 


“same day” service. 





WIRE ROPE SPLICES and special 
wire rope slings are designed to fill the 
customer's special lifting job. 


chain hoist in need of immediate re- 
pair can call the Wing Co., and feel 
certain that a mechanic will be on the 
scene and have the hoist back in serv- 
icc in a matter of hours, rather than 
the weeks it would take to return it to 
the manufacturer. 

Another outstanding dividend-pay- 
ing service is wire rope splicing. Wil- 
fred Beaudet, J. T. Wing wire rope 
specialist, developed a wire rope splice. 
It eliminates loose ends which after a 
short period of use become frayed and 
are dangerous. Therefore, the safety 
feature and laboratory tested strength 
cmbodied in the Wing Co. splice has 
gained wide acceptance in many indus- 
trics in and around Detroit. This splice 
has served as a competitive advantage 
for J. T. Wing salesmen. It has opened 
the door to several new accounts as 
well as to additional sales of other in- 
dustrial supplies, tools and equipment. 
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REGISTRATION desk presided over by Mary Ellen Over- 
holtzer, stenographer at Fegely’s-W. L. Wanger (fore- 
ground), Fegely salesman, ready to welcome customers. 


Successful 





00 





Bite? 


REFRESHMENTS served in tent after fire in warehouse pre- 
ceding day made the improvisation necessary—T. A. McCaslin 
(L) and J. C. Fegely (2 from R) welcome guests. 





DEMONSTRATION provides interest: John Renninger 
(Fegely salesman) brings customer O. V. Page (Page Prod. 
Corp.) to action exhibit by H. I. Jackson and J. E. Simkins 
(Behr-Manning). 








CUSTOMER H. Wilson of C. Wilson & Sons, gets the low- 
down on product characteristics from J. J. Sweeney (Skilsaw); 
John Renninger (Fegely salesman) and T. F. Ryan (Skilsaw). 





DOOR PRIZES inspected by B. F. Butterfield (Greenfield 
Tap and Die), J. P. Casey (Nicholson File) and Mrs. Elsie 
Umstead of the Fegely organization acting as receptionist. 


Open House Takes 

















% 
x 
t 


MANUFACTURERS’ representatives R. S. Moore and H. G. 
Watson (Alexander Bros.) discuss service with customer S. R. 
Mayk (Firestone Tire & Rubber) as Eugene Bertolet (Fegely 
salesman) listens. 
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REMEMBER 
OUR OPEN HOUSE! 


Where 7? at our warehouse, 12 South York Street. 





) t 


When? Friday, September 17, starting at 2:30 p. m. 
Why 7? to acquaint you with our mill and hardware supply lines. 


Please fill in return post card and mail to us. 


J. Fecety & Son HaArpware Co. 








egrets Wiad LIES ia at 

















Betcha Lifel 


I will ..... drop in 





on September 17 at your warehouse for open house. 


SIGNED 
CoMPANY 


AppRESS 








REMINDER CARDS were sent out one week in advance of 
the date of the open house on folded penny return cards. The 


Advance Planning 


Careful preparation by Pennsylvania 
distributor pays off in sales building 
open house attended by 360 customers 


and guests 


OPEN HOusES are effective sales promotion devices. But 
to yield the best results, they take a lot of careful advance 
planning. The lack of this advance preparation is fre- 
quently the reason shows of this nature turn out to be 
“flops” with the resulting loss in time, money and even 
of good will. The open house at J. Fegely & Son Hard- 
ware Company, Pottstown, Pa., in September is a demon- 
stration of what careful, advance work can do by way of 
assuring a successful show. 

“We started planning for the open house several 
months in advance,” said J. C. Fegely and T. A. Mc- 
Caslin, partners in the Fegely enterprise. “More than 
two months before the date we had tentatively selected 
for the open house, we got in touch with our manufac- 
turing sources, told them of our plans and solicited their 
cooperation. Their response was most encouraging, 45 
agreeing to send displays and their representatives to 
help put over the show. And the date was firmly set. 

“That, of course, is the first step—getting off dead 
center and fixing a date. That date became a sort of 
‘D-day’ around which other planning had to be keyed.” 

The subsequent course of events leading up to the 
open house involved the following steps. 

1. A printed 4-page, folder letter was prepared on the 
Fegely letterhead announcing the open house and invit- 
ing the customers of the concern to attend. The text of 
the letter on the first page informed the customer that 
the firm’s manufacturers would have exhibits at the 
open house. On the inside of the folder the names of the 
cooperating manufacturers were listed as well as the line 
of products which each manufactured. This letter and a 
printed 34 x 44 invitation card were mailed to all cus- 
tomers individually 3 weeks before the open house. 
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returns made it possible to get an estimate of the attendance 
to help the caterer in his plans. 





“PLANNING for all contingencies well in advance plus a lot 
of hard work can make an open house a success,” says W. W. 
Kline—the planners at work, J. C. Fegely (partner), W. W. 
Kline (manager), and T. A. McCaslin (partner). 


2. One week in advance of the open house each cus- 
tomer was mailed a folded return post card (see accom- 
panying illustration). 

3. Between the mailing of the first invitation and the 
open house, each customer was invited individually and 
personally by one of the firm’s four outside salesmen. 

4. House cleaning and preparation for the exhibition 
space was started several weeks in advance. All stock 
was moved out of the original stone warehouse built in 
1851 which was to serve as the exhibit hall. The interior 
was whitewashed and rewired to accommodate the power 
tools which would be displayed in action. 

5. Arrangements were made with a caterer for food 
and liquid refreshments and for attendants. 

6. Arrangements were made for identification badges, 
registration cards and parking cards. 

7. Door prizes were provided. 

8. Two parking lots were reserved a couple of blocks 
from the Fegely quarters. The one-way street upon 
which the buildings are located was blocked off and five 
policemen were arranged for to direct incoming customers 
to the parking lot. Each customer was given a parking 
card entitling him to free parking space. This solved the 
parking problem which is always a headache for dis- 
tributors who are located in congested areas. 

This advance planning and a lot of hard work as- 
sured the success of the Fegely open house. But the pay- 
off will come in increased sales and good will. 
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Tailor-Made Accounting 


System evolved at American Machinery 
provides inventory records and sales 
statistics; number of forms and clerical 


operations reduced 


A TAILOR-MADE accounting system which gives inventory 
value, total stock on hand and on order, minimum and 
maximum balances, and sales statistics on a day-to-day 
basis has been put into effect by American Machinery 
Supply Co., Atlanta. Accounting experience is not neces- 
sary for the system’s effectiveness since the procedure has 
been so simplified as to make it readily understood and 
appraised by all who must refer to the record. 

American Machinery officials believe their system of- 
fers many advantages over ones formerly used. 

The new system resulted from management becoming 

aware that its old accounting and stock record system 
did not reflect current operating statistics on transactions 
vital to.the successful operation of the business. The 
‘ system was studied for possible revision and changes. 
Usual industrial supply accounting methods were dis- 
cussed, and it was concluded they would be bulky and 
unwieldy. 


Survey Conducted 


After lengthy discussions, it was agreed a survey should 
be made by an industrial engineer. The goal was an 
accounting system which would require a minimum of 
forms and clerical operations. From the recommendations 
of the industrial engineer such a system was evolved by 
C. Price Williams, who is secretary-treasurer, and is re- 
sponsible for sales and accounts. A complete analysis 
was made of procedures and forms used and new ones 
developed for the stock record sheets, orders, sales and 
other records. : 

Under the old system inventory value was determined 
only once a year, at which time the physical count was 
for year-end statement purposes. This physical inventory 
required the services of the entire personnel for a period 
of approximately two days for the actual count, followed 
by three to four days of typing records and then two 
to three days consumed in pricing and extensions for 
value. Between the physical checks, the amount of in- 
ventory carried was subject to only a rough estimate and 
no accurate statement or financial balance could be deter- 
mined. 

With approximately 4,000 items carried in stock at an 
estimated value of $65,000 and a rapid sales turnover, it 
became increasingly necessary to devise a more accurate 
system before inaugurating the planned expansion pro- 
gram to upwards of 6,000 items of stock with a value 
above $100,000. 

The first step in the new system was to eliminate as 
much as possible discrepancies which are likely in any 
merchandising accounting system. This was established 
by eliminating the estimating of stock on hand and the 
frequency of re-ordering. An inventory control system 
was devised which wouid give the amount of stock on 
hand, the minimum and maximum balances, the fre- 





DESCRIPTION: 
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AN ADDED FEATURE of the inventory card is the 
column in which cost of stock on hand is recorded. 





* da, ee 


OUTSIDE SALESMEN George M. Roberts and Thomas 
J. Edwards, Jr., check the price book and customers’ orders. 


quency of re-orders, back orders, unit cost, and the total 
value of inventory at all times. Important factors in the 
system are the simplified method of pricing sales, the 
inventory cards, sales forms and method of posting records. 

Inventory record cards (see above) were designed 
to describe the item, show the name of the manufac- 
turer, the stock number, the maximum and minimum 
balances required for proper servicing the trade, the 
sales price of the item, and the cost price. All items are 
carried at cost and the record card show the aggregate 
value of the number of items in stock at any given 
period. The card is so designed that the purchase record 
is also shown, giving a simplified method of determining 
purchase requirements. 

As a guarantee and check on the accuracy of the inven- 
tory record card, a sufficient number is checked daily to 
provide a complete physical inventory count three to four 
times during the year. 

The inventory record card is augmented by a stock 
price book which gives the stock number of each item, 
a description, and the sales price. Such a stock price book 
is carried by all salesmen, and is available to all personnel 
requiring pricing information. 

Nucleus of the accounting system is the inventory 
record and control of prices. Other forms developed 
include the sales orders, invoices, back orders, etc., de- 
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AMERICAN MACHINERY COMPANY Ne 10494 
WAlnut 5489 INDUSTRIAL MACHINERY AND SUPPLIES 
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THE SALES ORDER FORM is designed so the stock clerk 





THE NEW SYSTEM is checked by Charles W. Brooks, 
Jr., president, and C. Price Williams, secretary-treasurer. 


signed to complete transactions. Mr. Williams says that 
since the new system went into use all sales and office 
personnel have found their paper work much easier and 
it is not difficult to find information in a minimum of 


« we OO 








1 time. 
- The customer sales order form (see above) is de- 
2 signed so that the stock clerk can record the quantity 
€ shipped and, when necessary, the quantity back ordered. 
e § This form is then processed by the inventory clerk who 
e § charges inventory with the cost value of the item and 
n FF extends a sales price on the order form. From this price 
d § extension the billing is made and the back ordered items, 
g ff if necessary, shown on the invoice. The form then goes 

‘ to the ledger clerk who makes the posting to the customer 
- § receivable ledger. \The ledger and statement form is 
o fF designed to serve’as monthly itemized statements, the 
rf ledger posting being a carbon copy of the statement. 

& 
k Dollar Sales Recorded 
an, FF The sales order form, when completed, is filed in a 
kf customer “‘completed order” file. If there is a back order, 
el § the form is filed in the “back order” file for reprocessing 

when materials and supplies are received. 

ry Since all salesmen are on a salary plus commission 
od basis, it is necessary that an accurate record be kept on 
e- gross dollar sales. This is accomplished by sales orders 





can record the quantity shipped and backordered. The form is = w 




















xen processed by the inventory clerk who charges inventory 
ith the cost value and extends a sales price on the order form. 





AT WORK on the stock record system is Miss Emily Jordan 
at American Machinery Company office. 


being priced and recorded to the credit of the individual 
salesman. Accounts of the salesmen show quota gross 
sales volume, on which salary is based, and volume above 
quota on which commission is figured. In connection 
with the salesman’s volume record, a card (Form No. 3) 
is kept on each customer showing to which salesman 
the customer belongs and giving a record of the number 
of calls made by the salesman. 

The advantages of the new system have been many for 
it provides a uniform flow of processing by a limited 
number of personnel without confusion. Management 
is provided with a day-to-day record of demand and sales 
of each individual item. The maximum and minimum 
balances, based on volume of sales and time of shipment, 
insures sufficient stock on hand to meet demand, auto- 
matic re-ordering, and minimum inventory. 

For the customer, this tailor-made accounting system 
provides a streamlined filling of orders with a minimum 
of delay in office and warehouse routine, as all records 
on all items are instantaneously available. The system 
also reduces the amount of dead stock to a minimum, 
and slow moving items are apparent from the cards. 

The checking of each stock record card against physical 
inventory at least three to four times during the year 
provides a current record of slow-moving items and a 
ready reference for specific sales promotion on these items. 
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KEY MEN for Central States’ meeting are (1 to r) W. C. Teare, E. K. Welles and W. H. Clark. 


Central States To Meet Nov. 14, 15 


Survey among members on profits to be discussed at 16th annual meeting 


RESULTS OF A SURVEY on profits made 
during the last year will be discussed 
by members of the Central States Mill 
Supply Association when they gather 
in the Palmer House, Chicago, Nov. 
14 and 15 for their 16th annual fall 
meeting. 

In addition, plans are being made 
for two addresses by men not directly 
associated with the industrial supply 
industry. The program committee 
hopes to obtain a noted economist as 
the principal speaker for the luncheon 
meeting Nov. 15. That night a ban- 
quet will be held and an “outside” 
speaker also will be featured. 

The program, in its entirety, will 


follow the same pattern as last year. 
On Sunday afternoon and early eve- 
ning (Nov. 14), members and guests 
will register and attend a reception 
in the hotel. A morning session on 
the second day will be limited to 
association members and their guests. 
After the luncheon at which the 
economist will speak, an afternoon 
meeting will be conducted with manu- 
facturers invited to attend. The clos- 
ing banquet also will be attended by 
both distributors and manufacturers. 

FE. K. Welles of Charles H. Besly 
& Co., is chairman of the program 
committee. Serving with him are 
C. H. Bradley, W. J. Holiday & Co., 


Indianapolis; John  Pritzlaff, John 
Pritzlaff Hardware Co., Milwaukee; 
John Day, John Day Rubber & Sup- 
ply Co., Omaha; and A. E. Klinger, 
South Bend Supply Co., South Bend. 

Wendell Clark, Samuel Harris & 
Co., Chicago, heads the arrangements 
committee. He is assisted by J. J. Ba- 
dalli, Standard Equipment & Supply 
Corp., Hammond, Ind.; Ross Dickson, 
W. D. Allen Mfg. Co., Chicago; Will 
Pedersen, Pedersen Bros. Tool & Sup- 
ply Co., Chicago, and J. F. Bennett, 


-Couch & Heyle Inc., Peoria. 


W. C. Teare of Sterling Products 
Co., Chicago, as president of the asso- 
ciation, will preside at the meetings. 





Second Forum Set For Nov. 16 





ON THE DAY AFTER the Central States Association 
completes its fall meeting, distributors and manufac- 
turers will gather in the LaSalle Hotel, Chicago, for 
the second of three forums planned by the National, 
Southern and American Associations. 

The first forum was to be held in Rye, N. Y., 
Oct. 29 and a report on the session will be published 
in InpusrriaL DisrrisuTion next month. The third 
forum will be in conjunction with the Southern 
Association and will be held in Biloxi, Miss., Jan. 13. 


The general theme for all three forums is “After 
the Break-even Point, What?”. Plans call for three 
speakers at the morning session. At the afternoon 
gathering there will be panel discussions on specific 
problems involved in the distribution of industrial 
supplies. Three main topics will be explored in the 
afternoon: Packaging and Labeling to Reduce Han- 
dling Costs; Reducing Operating Costs Through 
Simplified Methods; and The Industrial Supply 
Industry’s Interest in Economical Selling. 
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A study of how V-belts are handled in other supply houses 
was made by II. A. Stuhrmann, secretary of Frank ‘Tracy, 
inc., New York City, before he designed a rack for his 
firm’s needs. ‘The -result: a sturdy wood rack, made of 
> by 6 planking was erected. ‘The lower stringer is pitched 
it an angle to permit the longer belts to be hung directly 
over the shorter belts, utilizing the entire floor-to-ceiling 
space. ‘lhe top stringer runs parallel with the floor, inaybe 
|3-in. from the ceiling. Holes are drilled in the stringers 
at a slight angle, into which several lengths of 4-in. pipe, 
3-ft. long are inserted. A rubber tipe is placed on the end 
of the pipe hanger as a safety measure. 

The smaller size belts hang on one pipe hanger, tlic 
larger sizes on two pipe hangers—spaced wide enough 
apart to prevent distortion in the belt itself. 

The angle of the pipe hanger tends to keep the V-belts 
well back against the wood rack, so that the stockman 
knows at a glance which sizes nced to be replenished. 


..- unload pipe from railroad cars 


Unloading a car of pipe is a relatively simple job with 
the equipment available at Poe Hardware & Supply Co., 
Greenville, S. C. The firm has installed two 2-ton gear 
blocks in its new pipe shed and when the car is stopped 
on the siding directly beneath the hoist beam, the pipe 
is picked up in a sling, carried over the storage racks and 
dropped into place. Since there are two hoists on each of 
the two beams, it is possible to unload a car and, at the 
same time, load waiting delivery trucks. 

The pipe racks are made by vertical pieces of pipe set 
into sleeves placed in the concrete floor when it was 
poured. ‘There are 17 racks for standard black pipe, nine 
racks for extra heavy black pipe, 15 racks for standard 
galvanized pipe and eleven racks for wrought iron pipe. 
Storage capacity is about twenty carloads of pipe, and the 
gear can be moved on the beams for the entire length of 
the shed. 


..- stack wire rope for handier storage 


The handling and storage of wire rope has long been a 
problem for many industrial distributors, particularly 
among those with limited storage facilities. The reels are 
too heavy for easy maneuvering, too bulky, sometimes, 
for the space available. 

One possibility in the way of a solution to the problem 
is to be found at Brierly, Lombard & Co., Inc., distribu- 
tors located at Worcester, Mass. That firm utilizes a 
monorail chain hoist to lighten the task of storing the 
wire rope reels, and filling customers’ orders. By means 
of the hoist the reels are lifted easily from the floor, 
moved in above the handy storage racks that have been 
built to receive them, and lowered into place. The 
heavier reels are to the fore in the racks, the lighter, 
smaller reels are behind them and at an angle, so that 
wire rope can be unreeled to order size without inter- 
ference. Hook-shaped plates hold the reels in place and 
are bolted to the beams for added strength. 


ss: Flow they 


... rack V-belts, ceiling to floor 
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Orderly and well stocked are these original V-belt racks. 
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One man plus one hoist equals the work of two men at Poe. 








Hoist-handled reels are readily stored in wire rope racks. | 





Sales Tips From Salesmen. . . »tee ix you produc 


. . . learn your customer’s office habits . . 





CHARLES E. MARPLES: 


Sample And Demonstrate 


Selling’s Best Aids 


Sampling and demonstration are the 
best aids in selling, in the opinion of 
Charles E. Marples of the Haven Saw 
& Tool Co., Oakland, Calif. That isn’t 
news of course, Mr. Marples con- 
tinucs, but it is a principle that bears 
reiterating. “I sample anything, from 
the smallest gadget to the heaviest 
thing I can lay on a man’s desk.” 

“If I may be forgiven for harking 
back to old sewing machine selling ex- 
perience, where demonstration was 
everything, I called on a farmer’s wife 
recently to give a demonstration and 
she would not let me get my foot in 
the door. So I drifted out to the farmer 
and helped him awhile, building his 
hen roost. Then I walked him out to 
the car and showed him the machine, 
whereupon he helped me carry it into 
the house. A sale followed, but with- 
out a sample, I certainly would have 
been up against it.” 

Mr. Marples confesses the salesman 
can’t sample and demonstrate every- 
thing, but he could manage to have up 
to a dozen items going all the time. 

One day recently he took a small, 
portable sander out of his pocket, 
which weighed about three pounds, 
and just laid it on the counter. A 
clerk asked about it. “I thought he’d 
swallow his teeth with curiosity before 
he spoke up”—and Mr. Marples sim- 
ply gave him the literature. In about 
three days he showed up at the store 
and bought a sander. 

“With large equipment like a power 
saw,” Mr. Marples reports, “I like to 
take it on a trailer and leave it with 
the contractor and let him use it for 
a while. Frequently, without further 


cffort on my part, this results in a sale.” 

“But you'd better give some thought 
beforehand to just what you'll take 
aiong on cach trip and why,” Mr. 
Marples warns. “Don’t just grab any- 
thing that is handy. It may not be as 
handy for your customer.” 


F. A. HIPP: 


Pelieve In The Products 
Your Company Sells 


Before you attempt to sell any product, 
be doubly sure that you know it well; 
how it is made, what it will do, and 
its uscs and limitations—that’s the 
advice of F. A. Hipp, vice-president of 
Textile Mill Supply Co., of Charlotte, 
N. C. and 26 years in the business. 

Mr. Hipp believes that a salesman 
should have complete confidence in 
his company and in the products it 
sells. “Sell your company to your cus- 
tomers and it will not be necessary to 
carry a price book with you except for 
reference. When you've sold your com- 
pany and yourself, the customer won’t 
ask about prices. He’ll feel confident 
that service and the right price are 
assured on every transaction.” 

Among Mr. Hipp’s old selling habits 

are several he offers to the novice sales- 
man. ‘Learn what is the best time to 
call on your customer,’ is one of them; 
‘don’t promise a customer a delivery 
unless it can be made’ is another. Mr. 
Hipp’s custom is to make his calls 
when he is sure the customer isn’t 
pressed for time, or busy with other 
business. More often than not, he will 
find him completely receptive, then, 
for a discussion of the products Mr. 
Hipp represents. 
_ “And when a customer is in the 
market for a particular item,” Mr. 
Hipp concludes, “sell him quality 
every time. The price will take care of 
itself.” 

Mr. Hipp has found that when a 
salesman unfolds his display catalog 
and his price book in front of a cus- 
tomer it is almost an invitation to the 
customer to make comparison on prices 
and quality. And Mr. Hipp knows 
whereof he speaks. He has spent 26 
years in the mill supply business and, 
while he favors selling ball-bearings 
and transmission equipment, he has 
had wide experience—and success— 
in all lines of industrial supplies. 


. salesmanship means “service” . . 


. carry a tool along. 





J. F. SMITH: 


Service In Emergencies 
Establishes Salesman 


Breakdown of production machinery is 
a critical event to a customer and no 
supply salesman can afford to regard 
the insignificant sales which usually 
are the immediate result of service in 
such emergencies as wasted effort, says 
J. F. Smith, salesman of Taylor-Parker 
Co., Norfolk, Va. The important ob- 
ject of such service is to get the cus- 
tomer out of trouble and, in turn, the 
customer will come to rely upon the 
salesman as a source of supply for all 
the items he will need in the future. 

Emergency service to Mr. Smith 
means being available at all times— 
Sundays, holidays, mornings and even- 
ings. Through telephone arrangements, 


Mr. Smith manages to be available to 


all his customers at all times. One Sun- 
day he was called at 2 a.m. by the 
superintendent of a baking concern 
which needed only some set screws to 
get a stalled dough mixer running 
again. 

True, Mr. Smith said, the sale of a 
few set screws is insignificant but the 
primary purpose of the prompt delivery 
of the items was to consolidate his own 
standing with the customer. In the 
above case, the bakery was a good user 
of power transmission items, small 
tools and maintenance equipment, all 
of which Mr. Smith has sold to the 
firm at one time or another and which 
he hopes to continue to sell in the 
future. 

Mr. Smith’s habit of being “avail- 
able” naturally has its effect on future 
sales, too. Often the smallest service, 
given when it’s needed, will turn into 
a bonanza. 
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| These OSBORN BRUSHES 









Because of zooming production costs and 
the ever narrowing gap between profits and actual oper- 
ation losses, industry is alerted to the need for better, 
more efficient time and labor saving tools. And Osborn 
Power Driven Brushes, Paint Brushes and Maintenance 
Brushes are finding ready acceptance for many in- 
dustrial applications. 


Specific example is the Osborn Monitor Wire 
Wheel Brush, shown in the upper left photo, used for 
deburring and removing sharp edges on the outside of 
ball bearing separators at the Jamestown, N. Y. plant 
of the Marlin-Rockwell Corporation with improved 
production of 400%! 


In maintenance, too. management has learned the 
value of efficient cleaning tools—for sweeping, dusting, 
washing or scrubbing. The new light weight, “work 
balanced,” full tufted Osborn Master Sweep Floor Brush, 
shown in the center photo, sharply reduces sweeping 
costs by cleaning larger areas easier and in less time. 


Osborn’s complete lime of paint and varnish 


are 


REAL COST CUTTING TOOLS! 


For industrial production and maintenance operations 


4 


\ 


ae 





ne — a through the Pages 
oa industrial Magazines 
omme Over 400, key men 
ae Ustry—many of whom ar. 
r customers and pretense, 








brushes includes every type of painting tool required 
by industry. Typical of hundreds of industrial users, Pan 
American World Airways System has standardized on 
Osborn’s better built brushes for their Latin American 
Base in Miami, Florida. The upper right photo illustrates 
a refinishing application on the exterior of aPAA air liner. 


There is hardly a produet — or material — or 
service — which cannot be made better and for less 
money by the correct use of Osborn brushing tools and 
new brushing techniques. Let us send a trained field 
engineer to make a study of ‘your present or projected 
operations without obligation. He’ll tell you frankly if 
and how.Osborn can help cut your maintenance and 
production costs. 


Osborn Brushes are stocked by leading industrial supply distributors. 


THE Os80RN MANUFACTURING COMPANY 


Cleveland, Ohio 


5401 Hamilton Avenue 
os Wi 
& Ve. 


\ ey 

















WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY » POWER DRIVEN BRUSHES + PAINT BRUSHES » MAINTENANCE BRUSHES 
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THE SALES INDICATOR-Supply sales in July (332). Sales in August were 1.2 percent above August 
August rose to 358; an 11 percent rise from 1947 and about equal to the same 8-month period of 1947. 


Supply Sales Trends 











1948] —-—1947 





ORDERS PER WORKING DAY were 115, down 
one from July. Orders per salesman per day were 15, 
also down one. August had 26 working days. 


Pac. Nort’ North 
Month Coast Western Centra Southern Atlantic 
481 470 294 335 339 
326 362 390 


15 18 15 
14 19 14 


15,000 18,300 15,300 
16,500 18,125 14,750 


36.60 35.90 36.10 
39.50 42.00 36.60 


112 142 108 
115 153 115 


Sales 
Indicator 


Orders per Sales- 
man per Day 


Volume per 
Salesman 


Size of 
Average Order 


Order per 
Working Day 


Ye. FOr 











— 1948 —--1947 
REGIONAL TRENDS-—All] but the Pacific Coast a we A 

area recovered July losses, the North Atlantic leading 

with a 50-point gain. Size of average order and orders SIZE OF AVERAGE ORDER-was $39.60, up $3.00 
per day were up, though volume was down in all but per order from July. Volume per salesman was $16,200, 
the North Central area. down slightly from the $16,400 reported for July. 
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NEW SALES TOOL 


TO HELP YOU SELL 


The 


TERA PORTABLE PIPE 


THREADERS 
sled — a ‘@ cn! 


PA Us a As 
\) 


Smiles Make Sales! That's the big idea back of this new 
Oster booklet about THE MUSCLE MISERS ... people who 
believe that nothing should be done by hand that can be 
done faster, better and at less cost by power. 


Amusing cartoon-illustrated stories about THE MUSCLE 

MISERS tell in fast-moving style the adventures of the 

Distributor's Salesman, the Plumbing Contractor, the Factory 

Maintenance Men, the Hardware Merchant, the Electrical 

Contractor, the Farm Equipment Dealer, and the laugh- 
provoking yarn about "Big Inch" and "Close 
Nipple"—the two Journeyman Plumbers 
shown in the cartoon above. 


Central point of interest in all of the stories 
and cartoons is the Oster No. 422 POWER 
VISE STAND [illustrated at left). Several 
pages following the stories illustrate and 
briefly describe the POWER VISE STAND 
and the complete Oster Portable Threaders 
known as the No. 502 "PIPE MASTER", the 
new No. 582 "TOM THUMB" and the 
No. 531-A "TOM THUMB", 

Write NOW for YOUR advance copy of 
“THE MUSCLE MISERS"—a real up-to- 
date "sales tool" that you will want to use 
and show your prospects for Oster Portable 
Power Threading Machines. 


Don’t delay... WRITE TODAY! 


THE OSTER MANUFACTURING CO. 
2041 East 61st Street * Cleveland 3, Ohio, » U.S.A. 





OSTER No. 422 POWER VISE STAND 
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SELECTED BUSINESS INDICATORS 


(Source: Dept. of Commerce) 
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Big Gain Seen 
In National Population 


The population of the continental 
United States on July 1, 1948, ex- 
ceeded 146.5 million, according to a 
provisional cstimate released by the 
Bureau of the Census, Department of 
Commerce. 

The increase in population between 
April 1, 1940 (the date of the last 
census) and July 1, 1948, was almost 
15 million, or more than 11 percent 
of the 131,669,275 persons enum- 
erated in 1940. 

It is now virtually certain, the re- 
port indicates, that even if population 
increase in the next few years is only 
moderate, the census scheduled to be 
taken in April, 1950 will reveal the 
largest absolute inter-censal population 
increase in our history, exceeding the 
previous record increase of about 17 
million during the twenties. 


Income Payments In °47 
Hit Record Volume 


In every state of the union, income 
payments to individuals last year were 
of record volume, according to a sur- 
vey recently completed by the Com- 
merce Department. 

The total income received by in- 
dividuals rose 11 percent from 1946 to 
1947—from $171 billion to $190 bil- 





Industrial stocks dropped lower still. . . . 





Keeping Up With Business 


lion. Income payments on a per capita 
basis were $1,323 in 1947, 9 percent 
above the 1946 average of $1,213. 

The Eastern States—the Middle 
East and New England regions, the 
principal centers of population and 
production—received $67 billion of 
income payments in 1947, more than 
one-third of the national total. The 
large Central region accounted for 28 
percent of all income last year, whereas 
the 13 states included in the South- 
western and Northwestern regions re- 
ceived only little more than one-tenth 
of total income payments. 

For the country as a whole, the dol- 
lar volume of income payments in 
1947 was one-fourth above that in the 
peak war year of 1944. 


Commerce Department 


Offers Salesman Aids 


Several selected Small Business 
Aids, dealing with the subject of mer- 
chandising and emphasizing the sales- 
man’s role, recently have been issued 
by the Department of Commerce and 
are available without charge—as long 
as the supply lasts. 

“Too Little and Too Late in Dis- 
tribution,” Aid No. 115, contains a 
recommended _ step-by-step program 
for developing concrete and _ specific 
reasons why customers should buy cer- 
tain products. 


Department store sales turned downward, too. 








Other Aids dealing with merchan- 
dising include: No. 159, “Watch the 
Letters That Go Out With Your Cata- 
log”; No. 184, “Steps for Reducing 
Your Distribution Cost”; No. 217, 
“Six Tools For Industrial Selling”; 
No. 256, “The Reduction of Distribu- 
tion Costs,” and No. 283, “Revitalize 
Your Selling.” 


BRIEFS: 


. .. The steel produced in 1947 repre- 
sented an increase over 1939 produc- 
tion of 60 percent. 


. . . Freight car builders have orders 
for 135,000 new cars, currently—just 
about the number they have built 
since the end of World War II. 


. . . Chemical manufacture in the 25 
years between 1923 and 1947 in- 
creased by 340 percent. 


. . . Complete factory shutdowns for 
vacation periods put manufacturers’ 
sales in July 10 percent below the 
June figure, both in aggregate value 
and in the daily average rate of sales. 


. . Thirty percent of us have big 
pockets—and hold in them 87% per- 
cent of the savings of the American 
people. 
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“A great many YARWAY Traps are 
used here and have been very success- 
ful... some of these traps have been 
in use since 1939 and have given 
absolutely no trouble.’ —Herkimer 
Municipal Power Station, Herkimer, 
N. Y. 


ORDER YARWAY TRAPS FROM 
YOUR NEAREST MILL SUPPLY 
DEALER. FOR NAME AND FREE 
TRAP BOOKLET, WRITE. ee 


“As soon 
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Coal bill last winter was $5,000 
less than previous winter. Didn’t know 
whether they could give YARWAY 
Traps all the credit, but they were 
entitled to a big share of it.” —Meyers 
and Santman (Greenhouses), Wynd- 


moor, Pa. 
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111 Mermaid Ave., Philadelphia 18, Pa 


YAR WAY IMPULSE STEAM TRAP 





Durable 
mfgrs. 


ee 


1 
=< + Total < 
production 





INDUSTRIAL PRODUCTION inwpEx—Remains Steady 


Business and trade through the fall 
season continues high and strong, with 
no sudden possibility of change ap- 
parent in the trend. Industrial output 
again is pushing ——., levels; 
business activity, particularly in the 
retail trades, suddenly has quickened 
after its summer slump and as buying 
picks up with the approach of. the 
Christmas season. 

The durable goods industries con- 
tinue to be more active (in comparison 
with last year) than the non-durable 
goods industries. That would apply 
both to manufacturers’ output and 
sales and to sales at retail. 

The strong trade in durables, how- 
ever, is not unexpected. The economy, 
currently, is passing through an un- 
usually active period of capital invest- 
ment—as witness the latest surveys of 
current and projected expenditures on 
new plant and equipment. Such sur- 
veys indicate that producers—and par- 
ticularly durables goods producers— 
still acquire new facilities for produc- 
tion at an unprecedented rate. 


Plant and Equipment Dollars 


Recently the Department of Com- 
merce and the SEC conducted a joint 
survey (second quarter, 1948) of ex- 
penditures planned by business for the 
remainder of the year. It was found 
that, taken altogether, expenditures on 
new plant and equipment by nonagri- 
cultural business will continue through 
the end of 1948 at the peak level 
reached in the fourth quarter of 1947. 

Earlier in the year, the two agencies 


106 





.* July 


Total Production 

Total Manufactures ... 

Durable 

Non-durable 

Minerals 150 


* These figures are preliminary and sub- 
ject to minor revision on the basis of 
additional data. 





had estimated that more than 18.5 
billion dollars might be spent during 
the whole of 1948. This latest quar- 
terly survey suggests their estimate will 
hit pretty close to the mark. 


Manufacturers’ Outlays 


Manufacturers’ expenditures for 
new plant and equipment were larger 
for the second quarter (1948) than 
had been estimated earlier. Planned 
outlays for the last half of this year, 
the agencies report, will continue at 
this higher rate. That would seem to 
suggest that the second half of 1948 
may close with an increase over ex- 
penditures as anticipated in the earlier 
survey. 

The utilities (gas and electricity) 
were high among the group that had 
spent more in the second quarter than 
had been anticipated. The railroads, 
on the other hand, spent less than the 
second quarter estimate, and their esti- 
mates for the remainder of the year 
also may be scaled down. Nevertheless, 
outlays by the railroads will continue 
at record levels. 

Reports from “the commercial and 
miscellaneous group” indicated that 
the rate of expenditures for the re- 


mainder of the year will closely ap- 
proximate the actual substantial out- 
lays made in the second quarter of 
this year. 


Significance of Outlays 


To the general public these expendi- 
tures planned by manufacturers for the 
last half of 1948 indicate that business 
and trade have weighed their chances 
and have high ‘hopes for the months 
ahead—so high they are willing to risk 
a bout with that old bugaboo, “over- 
production”, by expansion of their 
present facilities. These outlays mean 


- that quite probably 1948 will come to 


an end with the industrial production 
index still 90 percent or more above 
the average of the prewar years. They 
mean that business volume, come 
1949, probably will still be holding 
steady at its present level, which is 
about 10 percent higher than it was 
a year ago. 

But to the industrial distributor—as 
we have said here before—these outlays 
mean something more immediately 
tangible. For he is more directly in- 
volved in them: First, the products he 
sells goes into the erection and 
equipment of these new plants and 
facilities; second, in supplying and 
maintaining the added productive ma- 
chinery that will be installed in them. 

These expenditures by the indus- 
trial plants which are the distributor’s 
customers are strong assurance that 
over the next several months, dollar 
supply sales will continue at their 
present record levels. 
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When special drilling problems prove troublesome, look to the Morse Laboratory 
and Morse engineering to meet the need in terms of special purpose drills. Morse skills 


and facilities p/us long experience in the production of cutting tools that have proved 
right, is your assurance of the best working tool for your job. 


Illustrated are five special purpose drills that have supplied the answers to challenging 
problems by cutting faster and lasting /onger. Perhaps one or more of them is designed 
for you. But remember, your production may vary enough to require seemingly similar 
but actually quite different specifications. That is why we say let Morse lend a hand in 


selecting the drill that will do the superior job for you. Your Industrial Supply Distribu- 
tor will be glad to help. 
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AORSE Quick-Twist Drills (1363) 
. . for deep-hole drilling in 
aluminum, magnesium, die-cast 
metals; for slate, marble and certain 
plastics. 





MORSE Cotter-Pin Drills (1386) 
. . . for skin metal, shallow- 
hole drilling, cotter-pin holes, 
steering arms, knuckles, gas 
burners and copper. Ideal in 
portable drills. 


MORSECobalt Drills (2330) . . . for 
hard materials, can be run 25% 
faster. Used in rigid drill press 
with positive power drive capable 
of extreme point pressure. 





MORSEBrass Drills (1344) Specially 

designed for work in brass. Made 
with wide grooves to clear chips 
easily. Special slow spiral. 


MORSE Bakelite Drills (1361)... 
for Bakelite, Ebonite, asbestos, 
fibre, brass, hard rubber, various 
molded plastics. Withstands 
abrasion. 








A DIVISION OF VAN NORMAN COMPANY 


York Store: 130 Lafayette St. © Detroit Store: 2952 East Grand Blvd. » Chicago Store: 570 West Randolph St. » San Francisco Store: 1180 Folsom St. 
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Blackhawk Appoints 
New District Managers 


The Blackhawk Mfg. Co., Milwau- 
kee, Wis. recently promoted three 
eastern area men to district manager- 
ships: Jim Scully in the New England 
states; Jim Shaw in the New York 
City area and northeastern New Jersey; 
and Hal Plusch in Eastern Pennsyl- 
vania, the District of Columbia, Dela- 
ware and Maryland. 

The firm announces also the ap- 
pointment of F. C. Webb and C. P. 
Enston of the Webb-Enston Co., as a 
factory branch of the Black Mfg. Co. 
of Baltimore, Md. The Webb-Enston 
Co. will represent the Black Arrow 
line of paint spray and welding equip- 
ment in sales and service for the north- 
ern half of Ohio, with offices located 
at 1126 St. Clair Avenue, Cleveland 
14, Ohio. 


Central States 
New Members 


The Central States Mill Supply 
Association recently announced the 
addition of four new members to its 
membership roster. 

The new members include: L. L. 
Dietz, Wolf Parker Co., Aurora, IIl.; 
M. S. Steiner, president, Clifford 
Peterson Tool Co., Chicago; B. O. 
Schmaling, president, Factory Sup- 
plies Co., Rockford, Ill. and R. C. 
Lenburg, treasurer and secretary, Fac- 
tory Supplies Co., Rockford, Ill. 


Morse Appoints Kuhn 
General Sales Manager 


J. C. Kuhn has been named general 
sales manager and A. L. Cart, sales 
manager of the Morse Twist Drill & 
Machine Co., New Bedford, Mass. 
Mr. Kuhn succeeds Mort Rainey, who 
has resigned as vice-president and sales 
manager to pursue other interests. 

Mr. Kuhn formerly was associated 
with the Blackhawk Mfg. Co. of Mil- 
waukee, Wis., where he was. eastern 
district sales manager. Prior to that 
he was with the Van Norman Co. of 
Springfield, Mass. for many years. Mr. 
Carr, with Morse for 32 years, for- 
merly was assistant sales manager. 
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FIVE MEN of Campbell Hardware & Supply sit for a portrait. Seated left, John 
Campbell; center, Mel Perkins, extreme right, Sid Riser. Standing, left is James 


Gaston and Howard Pommer. 


Manning, Maxwell & Moore 
Issues Policy Folder 


‘Affirmation of Policy”, a statement 
of the sales policy of Manning, Max- 
well & Moore, Inc., Shaw-Box Crane & 
Hoist Division, Muskegon, Mich., has 
just been issued by the firm to its dis- 
tributors. 

The booklet details the division’s 
sales organization and demonstrates 
how it is equipped to better serve dis- 
tributors. 


J. C. Kuhn 


Campbell Hardware & Supply 
Goes Far A field For Salesmen 


They come from “all walks of life” 
to make a career in salesmanship at 
the Campbell Hardware & Supply, 
Seattle, Wash. Take James Gaston, 
industrial representative and six years 
with the company; he was a tar in 
the British Navy at one time, later a 
steamship engineer, and a waterfront 
salesman for Marshall-Newell in San 
Francisco. 

Then there is Sid Riser, an old Uni- 
versity of Washington football star. 
He spends his time, currently, “run- 
ning around the North End” of the 
Seattle industrial district. He is Camp- 
bell trained and has spent considerable 
time in training in the Norton and 
the Schrader Co. plants. 

Mel Perkins has a straight indus- 
trial background. He was trained in 
Campbell service and now is sales 
representative in the south and in- 
dustrial districts. He specializes in 
cutting tool lines. 

Howard Pommer, two years with 
the company, has an extensive prac- 
tical and sales background. 

John Campbell, vice-president of 
the firm, spends most of his time con- 
tacting the trade. 
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1 Full-power B & D 4 All ball bearings on 
* universal motor. "steel inserts and 
grease -sealed for 


2 Spiral beveled gears longer life. 


of heat-treated al- 
loy, match-lapped Needle roller bear- 
spline-mounted for "ing at back end of 
greater strength. drive spindle. 


Commutator, bear- 6 Patented spindle 

"ings and switch “" lock for speed and 
sealed against abra- ease in changing 
sive dust or dirt. accessories. 


Eity-built Black & Decker 
‘Electric Sanders have every- 


pl enty of profitable sales! Their out- 
gin ering features are sure-fire selling 
MPheir amazing versatility gives you a wide 
@arket—for such jobs as sanding and smoothing any 
surface; removing rust, scale, old paint; grinding down 
welds; shaping and semi-finishing lumber. And, like all 
Black & Decker Tools, they are heavily advertised to 
pre-sell your customers. You'll see Sander advertise- 
ments in the Nov. 20th issue of TheSaturday Evening Post 
and this month’s leading trade papers! Three models to 
sell: 7” Standard Sander, $67.00; 7” Heavy-Duty, 
$76.00; 9” Heavy-Duty, $92.00. Lots of profitable repeat 
business in accessories! The Black & Decker Mfg. Co., 
617 Pennsylvania Ave., Towson 4, Maryland. 


Black 


PORTABLE ELECTRIC TOOLS 
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Hoos or Electrical Appliances... 


ve 
aa. a 


There is practically no limitation to the 
purposes for which ZIG-ZAG Conveyors can be 
used. Designed to carry light loads within a con- 
fined space .. . to break “‘bottlenecks” . . . ZIG- 
ZAG adds efficiency and economy to any produc- 
tion line... advantageously handles anything 
from eggs to electrical appliances. Find out ex- 
actly how the revolutionary R-W ZIG-ZAG Con- 
tinuous Power Conveyor will benefit your pro- 
duction-picture. Consult our engineers at the 
Richards-Wilcox office most convenient to you. 
Write or call today. 


1880 « Over 68 Years * 1948 


Richards-Wilcox Mfg. ©. 


E ANY DOOR THAT:-SLUDES” 
A, ILLINOIS, U.S.A. 
> Boston Philadelphia Cleveland Cincinnati Washington, D. C 
New Orl ‘ Des Moines Minneapolis Kansas City 
Seattle Detroit Atlanta Pittsburgh 





Engineered for Economy and Flexibility 


@ Horizontal and vertical units alternate in a 
continuous chain traveling through special 
steel tubing. 


e Complete flexibility for installation in any 
plant. Easily installed, easily changed to 
conform to plant alterations. 


e SAFE—all moving parts fully enclosed. 
@ Low first costs. Low Power Factor. 


e Standard horizontal or vertical curves— 
two-foot radius. (Stock load pendants in- 
cluding automatic turning units available.) 
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THESE ADS MRE Seeds FOR YOUR FUTURE 


Like seeds . . . Spang ads... are planted every month in leading trade 

journals read by contractors, maintenance men and purchasing agents. These 

seeds will be sown throughout the months ahead to develop an even greater 

acceptance for Spang CW Pipe and you. Spang is planting now to help both 
> 4 of us harvest orders when today’s short supply of pipe has ended. 













ic But not all our efforts are of an advertising nature, nor are they all directed 
to the future. Every day new steps are being taken to insure greater produc- 
—l, tion of Spang CW Pipe. In this way we hope to help you supply your cus- 
aan tomers more quickly and adequately. 
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This is one of a series of ads 
which are appearing regularly 
in: DOMESTIC ENGINEERING; 
FACTORY MANAGEMENT AND 
MAINTENANCE; HEATING, PIP- 
ING AND AIR CONDITIONING; 
MILL AND FACTORY and PUR- 
CHASING. Copies are available 


on request. 


DERI 


EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; 
Chicago; Denver; Detroit; Houston; Los = 
Angeles; New York; Philadelphia; Pitts- 


burgh; St. Lovis; San Francisco; Tulsa 


Division of The National Supply Company 
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Pipe and Tube Shipments 
‘Climb in 1948 

Shipments of steel pipe and tubes 
totaled 3,302,748 tons during the first 
six months of 1948, an increase of 
10.7 percent over the record shipments 
of the first half of 1947, according to 
the Committee on Steel Pipe Research 
of the American Iron & Steel Institute. 

The committe points out that a con- 
tinuance of the high rate of shipments 
during the remainder of 1948 would 
result in a new annual record. The 
1947 total of shipments of pipe and 
tubes was 6,117,884 tons, larger than 
ever before in war or peace. 

The pipe and tube shipments of the 
first half of 1948 were 10.2 percent of 
total steel shipments. That compares 
with 9.7 percent for 1947 and 9.5 per- 
cent for 1946. The average for the last 
20 years has been about 9.5 percent. 


Indiana Club 
Changes Name 


The Indiana Mill Supply Club re- 
cently voted unanimously to change 
the name of their organization from 
Indiana Mill Supply Club to the In- 
diana Industrial Distributors’ Club. 

This change was announced by 
Frank Cruger, secretary of the organi- 
zation and partner in the firm, In- 
diana Manufacturer's Supply Corp., 
Indianapolis. “It represents another 
move in the trend toward getting 
away from the misnomer ‘Mill Supply 
Distributor’, said Mr, Cruger. 


ON THE CHEF’S JOB, to supervise 
broiling of the hundred pounds of beef 
consumed at the outing, is John Schun- 
ter, store manager. 


More Than 200 
Attend Benson Outing 


Salesmen and executives of the 
L. A. Benson Co., Baltimore distribu- 
tors, recently were hosts to representa- 
tives of their manufacturer-suppliers at 
the organization’s Annual Outing, held 
in Baltimore. 

A feature of the program was the 
annual soft-ball game, won this year 
by the guests themselves. 


Pneumatic Sales Corp. 
Incorporated in Ohio 

The Pneumatic Sales Corp. has 
been incorporated in Toledo, Ohio, by 
Chester R. Early and others to manu- 
facturer and deal in pneumatic con- 
trols, tools and devices. 


MANUFACTURER CO-OPERATION with the Boyer-Campbell Co. of Detroit, 
Mich. on the part of J. H. Williams Co. resulted in these eye-catching backboard 
tool displays, built and erected above the distributor firm’s counter whcre you can’t 


miss them. 
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THE STUDIOUS ATTITUDE of 
Roger L. Keach, general manager, 
L. A. Benson, was unpremeditated. He 
had no idea he’d be in the picture with 
J. S. Cochran, president, Mac-It Parts 
Co., Lancaster, Pa. and C. F. Otte- 
miller, The Wm. H. Ottemiller Co., 
York, Pa. 


MUCH OF THE PLANNING and 
preparation for the Benson outing was 
done by Bob Fischer, salesman with 
the firm, listening to “a good one” by 
L. M. Pruner, American Saw & Mfg. 


Dilworth Co. Develops 


Advertising Art 


The J. E. Dilworth Co. of Memphis, 
Tenn. has been running a series of 
newspaper advertisements _ recently 
that are somewhat unusual for an in- 
dustrial distributor. 

Rather than use a miscellancous 
collection of cuts and mats furnished 
by manufacturers, Dilworth has de- 
veloped a series with strong, simple 
artwork of their own. The advertise- 
ments stand out well in the news- 
paper and, because of the uniform 
handling, they have definite con- 
tinuity value. 

The newspaper advertising is sup- 
ported by direct mail. The same week 
that an advertisement on lamps runs 
in the newspaper, for example, a 
letter on lamps goes out to all Dil- 
worth customers and prospects. Sales- 
men also follow up by making a spe- 
cial effort on the line currently being 
advertised. 
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NATIONALLY ADVERTISED 


PRODUCT? 


NGINE} RIN 


THESE LEADING TRADE PAPERS 


help you sell LINCOLN 
. $ { Lubricating Equipment 


Sales-compelling Lincoln advertisements are constantly directed 
to your customers and prospects. During the next twelve months 
over 214 million messages will appear in leading trade papers. 
Each advertisement will carry a forceful sales message telling 
industry of the importance of proper lubrication in helping 
increase production and reduce maintenance costs. 


This consistent advertising—supported by direct mail, inform- 
ative catalogs, and unmatched engineering ability, has made 
Lincoln Lubricating Equipment the first choice of industry. 


If you are a Lincoln distributor, this is your opportunity ... 
Don’t sell just “greasing equipment’—Sell complete lubrication 
maintenance service. It pays big dividends and leads to added sales, 





COMPANY 


o ‘ 
ar a Luarter Cintary 


seal Surface Check Fitting—The modern LINCO _- ENG vy a 
fitting with the ball in the top. Leaders in Lubricating CIM Lencn™ 
5701 NATURAL BRIDGE AVE ST. LOUIS 20, MO 


Lincoln is the originator of the Kleen- i 
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DISC-CENTER WIRE WHEEL BRUSHES are discussed by T. G. Vaughan, 
sales manager, W. M. Pattison Supply Co., Cleveland, and J. H. McGinnis of 
Osborn Mfg. Co. before the large brush display in the new sales demonstration room. 


PRESIDENT of the S. G. Taylor 

Chain Co., Hammond, Ind., is E. W. 

Taylor. The firm is celebrating its 75th 

year under one management. : yb . 
RECEIVING FIRST HAND INFORMATION on the “how” and “why” of an 
electric drill are Gene Gardulski (left) and Philip Pods (right) of Waterston’s 
Detroit. Jack Hill, Thor division manager, was their instructor at Independent 
Pneumatic Tool Co. in Aurora. 


aie apne 


PRopUCTS(o. 


> STERLING 
MILL SUPPLIES 


TWO ACTIVE YOUNG MEN of 
the 37th Infantry (World War I) meet 
again at the L. A. Benson Co. outing. 
Jack Friel is sales manager of Standard , : 

Pressed Steel, and Frank Kelly of the Sterling Products Co. “Special” 
Cleveland Twist Drill. Mr. Friel holds in the Tin Can Derby staged in Moline, Ill. Joc took second place, making the 
the Distinguished Service Cross. 1,900 ft. run in 1:1.3. Sterling supplied the parts for building the car. 


eS 
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“Give us the tools...” 


TO SURVIVE 


America Must Have Better Tools 


N THE past twenty years the United States 
has failed to provide its workers with 
enough new tools and equipment. 


To most Americans this statement will come 


as a shock — or will be doubted. We are quite com- 
placent about our industrial equipment, for easily 
understood reasons. 

Throughout the ’30s we heard continuously the 
propaganda line that the United States had be- 
come a “mature economy.” The job of equipping 
America with industrial plants and tools was said 
to be largely done. 

Now, knowing that industry is spending bil- 
lions to expand and rebuild its plants, many 
people assume that the result must be a first-class 
industrial system. 

A further powerful inducement to compla- 
cency is the vastly worse industrial condition of 
most of the rest of the world. When Americans 
look abroad in almost any direction they see 
shattered plants and equipment. A natural reac- 
tion is that we are sitting pretty. 

That is a dangerous reaction. Between depres- 
sion and war, we have failed to build the tools 
and equipment we need. This condition is danger- 
ous for three reasons: 

1. From bitter experience we know that 
national security depends first and foremost on 
the capacity and readiness of our industrial 
equipment. 

All of our plans for stabilizing prosperity as- 
sume a world at peace. The greatest menace to 
peace would be an unarmed America, unable or 
unwilling to keep herself strong and ready for 
defense — strong in spirit, in resources and in the 
all-important industrial plant and equipment. 


2. Whether Americans live well—or badly — 
depends directly on the kind and quality of tools 
used by American workmen. 

This is true for all workers, and for every 
worker—from a garage mechanic and his 
wrenches to a steel mill gang and its rolling equip- 
ment. In a monumental study of “America’s 
Needs and Resources” the Twentieth Century 
Fund found this fact: The improvement in the 
real income of the American people has more 
consistently followed the amount of power used 
in industry than anything else. What the work- 
man worked with determined, more than any 
other factor, the size of his pay envelope, and 
what it would buy. 

3. Our success in stabilizing prosperity will 
depend largely on what we do about building new 
tools and equipment. 

About 30% of our industrial workers are em- 
ployed in producing tools and equipment. Steady 
employment for them is essential to our over-all 
prosperity. 


How far have we fallen behind in providing 
new plants and equipment? 


Estimates vary. Here is one rough estimate: 
If we had built new industrial facilities during 
1930-48 at the rate we did in the prosperous ’20s, 
we would have spent at least $100 billion more 
than actually we did. . 

To get a better and more complete measure of 
this deficit, McGraw-Hill is undertaking a survey 
of American Business’ Needs for New Plant and 
Equipment. 

Businessmen all over the nation are being 
asked to answer questions like this: How much 








money would you need to put your plant in first 
class condition? How much are you planning to 
spend for new plant and equipment? Where do 
you expect to raise the money? The results will 
be reported later in this editorial series. Already 
the survey shows we have fallen many billions of 
dollars behind. 

Some shortcomings are apparent to everyone. 
They are revealed in a lot of rickety transporta- 
tion facilities and in rundown buildings. 

Many other deficiencies do not come into gen- 
eral view. They are, for example, the antiquated 
machines in our plants. Of the privately-owned 
machine tools in use in 1945— when the last cen- 
sus of metalworking equipment was made by 
AMERICAN MACHINIST — 54% were more than 10 
years old. Their average age is higher today. 

It is true that in recent years we have hit new 
highs in total national production. But we have 
done so by putting far more people to work than 
ever worked before . . . and by driving equip- 
ment to the limit of its waning endurance, some- 
times beyond. It has not been done primarily in 
what is by all odds the best way to increase pro- 
duction—to use more and better and more modern 
tools and equipment. 


Haven’t we overcome much of this twenty- 
year deficit by rushing to build new plants since 
the end of the war? 


No. For two clear-cut reasons: 

1. The accumulated shortage is tremendous. 
The total of about $40 billion, which has been 
spent for industrial plant and equipment since 
VJ-Day, has not wiped it out. 

2. Some key industries have had difficulty in 
getting the facilities they need. Take steel, for 
example —the industry that turns out our most 
basic industrial material. Its needs for new equip- 
ment are measured in billions of dollars. To pay 
for that equipment, it should have risk capital — 
money which people are willing to invest with a 
risk of losing for the sake of gain. For steel is an 
up-and-down industry. Earnings on its common 
stocks inevitably share both ways in those ups- 
and-downs. 


Since the war, steel, in common with most of 
industry, has been unable to market new common 
stock successfully. Its outstanding stock is now 
selling for only about one-half the current net 
worth of the industry’s present assets. With in- 
vestors willing to pay only 50 cents on the dollar 
for its facilities, the industry can not readily sell 
stock to pay for new plant and equipment — at 
higher prices even than the old. 

Why can’t steel — and other industries — attract 
people who are willing to risk their money retool- 
ing America? 

The full answer to that serious question must 
be left to future editorials in this series, for it 
involves many things ... tax reform . . . mo- 
bilization of small savings . . . anew respect for 
corporate profits. 

This first editorial seeks simply to emphasize 
two fundamentals: 

First, our standard of living improves with the 
quality of our industrial equipment. 

Second, American industry and American 
workmen badly need billions of dollars worth 
of better equipment now. 

The American people must understand that not 
only our continued prosperity but also our secu- 
rity as a nation depends upon giving American 
industry more and better equipment. 

“Give us the tools.” This was Winston 
Churchill’s cry for help to win the war. Only if 
we give American industry new and better tools 
will we have a chance to win abiding prosperity 
at home and good order abroad. 





President, McGraw-Hill Publishing Company, Inc. 





% THIS EDITORIAL, and a series to follow, will be 
devoted to a single problem — how to provide Ameri- 
can industry with the equipment needed to improve 
that envy of the world, the American standard of 
living. No more important problem confronts us to- 
day. Upon our wisdom in handling it depends not 
only the degree of our prosperity, but also our 
security as a nation. 
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ADAPTABILITY CUSTOMERS WANT— 


Available for lug or hook suspension, plain 


trolley with suspension parallel or at right 





angle to I-beam. 


POWERFUL, SELF-ACTING LOAD BRAKE—Ffficient “safety first”? Weston 


screw-and-disc type. Brake surfaces operate in a continual oil wash. 


SEPARATE MOTOR BRAKE HOLDS FULL CAPACITY LOAD—Operates in- 
dependently of load brake. 


OVERCAPACITY CABLE IS SAFE, TROUBLE-FREE— Made of special, flex- 


ible aircraft-type steel cable. Has lubricated hemp center. 


LONG-LIFE EFFICIENCY CUSTOMERS CAN BANK ON — Compactness, 
lightweight, one-piece frame, powerful motor, precision gears, 
maximum practical use of ball bearings, safety limit stops, safety 


load hook that swivels. 


Send today for Bulletin L-T,. The Yale & Towne Manufacturing 
Company, 4650 Tacony Street, Philadelphia 24, Pa. 
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INDUSTRIAL DIAL SCALES + HOISTS—HAND AND ELECTRIC 
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TRUCKS—HAND LIFT AND ELECTRIC 
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Lug Type with Plain 
Trolley Attachment for 
Parallel or Right Angle 
Suspension. 


CAPACITIES: 

Ye, Y2, and 1 Ton. 
Standard Lift, 10 ft. 
without overlapping 
on drum. 
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ro sELL More Gears. you NEED THE ANSWERS 





Gear sales got your teeth 


on edge? Worm your way 


through these 20 questions. 
They'll spur you along to 
more customers. Answers are 
on Page 146. 


1. Match the keyed letters on the 
drawing with the following 
terms: 

C) bore 

CJ pinion face 

CJ) length through hub 
O circular pitch 

CJ gear face 

CJ diameter of hub 


2.The word “diameter” when ap- 
plied to gears, is understood 
to mean the pitch diameter. 
{_] True. 
C] False. 
3. Diametral pitches are numbered: 


(J) from 1 up 
() from 5 up 
C) from 10 up 


4. Circular pitch is: 

(] The number of teeth in a gear 
for each inch of pitch di- 
ameter. 

1 The distance from the center 
of one tooth to the center of 
of the next tooth, measured 
along the pitch circle. 


5.To obtain the distance between 
the centers of two gears, add 
the number of teeth together 
and divide half the sum by 
the diametral pitch. 
() True. 
[] False. 


6. Two gears have 32 and 16 teeth 
respectively, and are 4 pitch. 
The distance between centers, 
therefore, would be: 
[1 4 inches 
[1 6 inches 
118 inches 
2) 10 inches 
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i) 


i) 


. Generally, a steel gear will be able 
to carry twice the horsepower 
of a cast-iron gear. 

(_] True. 
(_] False. 


. For use on pulsating drives, which 
of the following gear materials 
would you recommend: 

CO cast iron 
C) brass 

C) bronze 
CJ steel 


. The simplest known form of gear, 
and the type that provides the 
bulk of gear business is the 
spur gear. 

(_] True. 
{} False. 


. Match the following types of gears: 

(a) spur gear 

(b) bevel gear 

(c) worm gear 

(d) spiral gear 

With their method of meeting 
shafts: 

QO connects right angle shafts 

C) joins parallel shafts 

(Jjoins shafts at an angle or par- 
allel 

CZ joins non-parallel shafts 


. Generally, helical and herring-bone 
spur gears will give smoother, 
more silent operation than 
straight-tooth spur gears. 

{ } True. 
[] False. 


The gear type that meets its pin- 
lon axis above or below the 


14. 


15. 


16. 


— 


7 


20. 
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center of the gear axis is: 
CL) helical gear 
C] internal spur gear 
ZC hypoid gear 
OC spiral-bevel gear 


. For heavy drives, and high shock 


conditions, continuous-tooth 
herringbone gears are most 
suitable. 

(_] True. 

[} False. 


In a worm gear unit, the input 
shaft: 

CZ is at 45 deg. to the output shaft. 

CJ is at 60 deg. to the output shaft. 

Cis at 90 deg. to the output shaft. 


Non-metallic gears are very quiet, 
will give good service and, 
generally, will last as long as 
metal gears. 

(_} True. 

[_] False. 


Where large ratios may be a fac- 
tor, yet compactness is desira- 
ble, the gear to suggest is: 

C] bevel gear 

C] worm gear (spiral screw) 

C] zerol gear 

QO) spiral gear. 


7. The majority of gears used today 


are made of steel. 
[_] True. 
[_] False. 


.On light drives, or on experimen- 


tal work, in which smaller 
pitch gears are used, recom- 
mend: 

0 bronze 

CZ) steel 

QO) cast iron 

C brass 


In any pair of gears, the pinion is 
the weaker of the two. 

(_] True. 

{_] False. 


When ordering “ae there are 
seven things the manufacturer 
will want to know. Like what, 
for instance? 
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® Out of a single poppy seed, a 16th 
Century device first in England 
to measure 12 hairbreadths, came 
man’s quest for accuracy of measure- 
ment. It was the birth of precision. 


Down through the centuries, man 
has learned the importance and eco- 
nomic value of accuracy. It is impera- 
tive in industry and in the fabrication 
of all materials. 


In highway construction, oil fields, 
on the farm, in the building trades, in 
the shops of industry . . . at sea, on 
the rails and in the air . . . in forests, 
mines and mills, in homes and stores, 
in class rooms . . . measuring instru- 
ments are essential, indispensable to 
good workmanship and fine quality. 








PRECISION TOOLS 





THE LUFKIN RULE 


ocuninty 1 


| TB eas 


12 HAIRBREADTHS=1 POPPY SEED 

- 4 POPPY SEEDS=1 BARLEY CORN XK ; 

\ 3 BARLEY CORNS, END TO END=1 INCH 
(First used in England, early 16th Century) 


en 


DF KUNG oocs . eres 
of Measurement ti lhe Rey la Preciiton 


COMPANY @ SAGINAW, 
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The tape, the rule, the precision tool 
are instruments of accuracy. Their 
dependability is governed by the 
inviolate standards of the men who 
make them. Lufkin’s unending search 
for ever-finer quality is reflected in 
products of longer life, greater accu- 
racy and exclusive features which aid 
today’s skilled craftsmen in their 
all-important work. 


For 65 years Lufkin has dedicated 
its resources and facilities to the pro- 
duction of better measuring instru- 
ments. Wherever precision is a creed 

. wherever man seeks the truth 
in dimensions the name of Lufkin is 
recognized as a symbol of undeni- 
able accuracy—a tribute to precision. 
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Tapping Attachment 


Delivers Safe Cutting Torque 
For Tap Protection 


A new type of tapping attachment, 
known as the “Jay-Dee”, is said vir- 
tually to guarantee tap safety, offer 
greater range, operational simplicity 
and low maintenance. ‘The tool does 
not employ coiled springs to provide 
driving pressures but a resilient mate- 
rial, reported 150 times more effective 
than spring steel, to deliver a safe cut- 
ting torque and protect taps regardless 
of load. It can be used with all types of 
reversible machines, for horizontal or 
vertical tapping, for blind or through 
holes. It is particularly suited for stud 
driving and for standard hand taps.— 
Wickman Mfg. Co., Detroit, Mich.— 
Industrial Distribution, November 
1948. 

















Carbide Inserts 


Of The Vertical Type 
Square or Triangular 


Indexable and replaceable solid “Ken- 
nametal” inserts, square or triangular, 
are mechanically-held in vertical posi- 
tion in several new styles just intro- 
duced. Six different “Kennamatic” 
styles having triangular inserts are now 
stocked, supplied with cemented cai- 
bide in various grades depending on 


the metal to be machined and avail- 
able in sizes from 3-in. square to 1 by 
14-in. Two styles, with inserts, are 
stocked in sizes from 3-in. to 1 by 14- 
in. Inserts are mechanically held ver- 
tically and there are no brazing strains. 
Longer tool life and longer service be- 
tween grinds is assured.—Kennametal, 
Inc., Latrobe, Pa—lIndustrial Distri- 
bution, November 1948. 





Spray Gun 


Operates With Equal Efficiency 
On 3 to 1% Horsepower 


Specifically designed for use by paint- 
ers operating with a limited air supply, 
a new line of lightweight spray equip- 
ment includes the Model B-6900 spray 
gun. By a simple change of head sct- 
ups, the gun can be made to opcrate 
with equal efficiency on compressors 
ranging from 4 to 14 hp. It will han- 
dle all types of material including syn- 
thetic enamels, lacquers, fillers, under- 
coats, varnishes, etc. Weight: approxi- 
mately one pound.—The Black Mfg. 
Co., Baltimore, Md.—Industrial Dis- 
tribution, November 1948. 


Fluorescent Lamps 


Their 85 Watts 
Give 100-Watt Brilliance 
Fourteen percent less electricity will 


be used to supply the same amount of 
light as that given off by a 100-watt 


lamp with a new type, 85 watt fluo- 
rescent lamp just introduced. The 85- 
watt lamp has the same high light 
output, maintains the same long life 
and has the same overall dimensions as 
the higher-wattage type and will prob- 
ably replace the 100-watt size in pres- 
ent lighting installations. The new 
lamps are the result of the develop- 
ment of a successful method of em- 
ploying krypton, a rare gas occurring in 
the air, instead of argon, as a fluo- 
rescent lamp filling gas.—General Elec- 
tric Co., Nela Park, Cleveland, Ohio. 
—Industrial Distribution, November 
1948. 

















Dial Indicator 


It’s Not Much Bigger 
Than A Pocket Watch 


A handy means of measuring and com- 
paring thicknesses of paper, leather, 
rubber, sheet metal, wire, plastics, etc., 
is available in a new vest pocket dial 
indicator that is no bigger than a thin 
pocket watch. It is especially useful to 
inspectors, salesmen, purchasing agents 
and stock clerks who make a variety of 
quick measurements. Designed to fit 
into the curve of thumb and index 
finger, it has a large easy-reading dial, 
graduated to read in thousandths of an 
inch. A small, “tell-tale” hand counts 
revolutions of the larger hand up to 
the maximum range of 3-in. The spin- 
dle is raised by sliding a serrated plate 
at the top edge of the gage. The crys- 
tal is non-breakable—The L. S. Star- 
rett Co., Athol, Mass.—Industrial Dis- 
tribution, November 1948. 
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PLANT. take a modern, highly produc- 
tive plant, operated by experienced, 
forward-looking specialists... 


2:40) 0) Ul on avr steady 


A) > yj] production of high quality 


products and... 
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WINTER BROTHERS TAPS ARE DEPENDABLE 


URDINATED 








Dependability is built into Winter Taps by a 
carefully coordinated research program. This 
includes research into raw materials, heat treat- 
ment methods, and performance records in the 
laboratory and in the field. This interlocking 
research program keeps Winter Brothers abreast 
of the latest developments in the art of metal 
cutting. It assures your customers better per- 
formance and longer tool life when you sell 


them Winter Taps. 


Winter Chip Driver Taps are de- 


pAlwaye at Your Sewitce signed for fast operation in tough 


Winter Brothers advertising in leading alloys. They are part of Winter's 
business publications points out that 
Winter distributors carry a complete ¢ 
stock of Winter taps. Your customers Wy speed steel taps and dies. 
are encouraged to deal with their in- 

dustrial distributors when they need 

any staple industrial product. 


complete line of carbon and high 


inter Brothers comPANY 


ROCHESTER, MICHIGAN, U.S. A. © Distributors in Principal Cities * A Division of the | 


National Twist Drill and Teel Company ¢ Branch Stores: New York, Chicago, Detroit, San Francisco 
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PERFORMANCE IS BUILT 








National Heavy Duty Milling Cutters 
are designed for heavy cuts where 


a substantial amount of stock must 


be removed. Other National metal | 


cutting tools include twist drills, 
reamers, counterbores, end mills, 
‘and hobs. 


INTO 


NATIONAL. METAL CUTTING TOOLS 


FIELD ENGINEERING 
SERVICE 


Long and productive tool life depends as much 
on the way tools are used as on the quality and 
design. To help your customers get the most 
out of their metal cutting tools, National main- 
tains a complete field engineering service. 
National engineers have the wide experience 
of the entire National organization to call on. 
Let the National field engineer help you the 
next time one of your customers runs into a 


troublesome metal cutting problem. 


Call Your Distributor 


Every National ad in general business 
magazines advises readers to “Call 
your distributor for cutting tools or any 
other staple industrial product.” For 
years National has recognized the im- 
portant role of the industrial distributor 
in stimulating production efficiency. 


(ATIONAL rwrsr pri anv root compaxy 


ROCHESTER, MICHIGAN, U. S. A. Tap and Die Division—Winter Bros. Co. 
Distributors in Principal Cities « Factory Branches: New York » Chicago » Detroit + Cleveland + San Francisco 
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Abrasive Belt 


It’s Extra Durable 
And Heat Resistant 


New abrasive belts, called “Three-M- 
ite” resin bond cloth belts, are de- 
signed with the bond to provide extra 
durability and heat resistance. The 
new abrasive tool is available in widths 
up to 18 inches and in lengths from 
ob inches up. It consists of aluminum 
oxide mincral grains, in grits from 24 
to 120, coated on a flexible cloth 
backing with a resin bond. Results 
with the new belt are said to be par- 
ticularly outstanding on stock removal 
operations where sharp contours, high 
belt speeds or frictional heat have sub- 
jected belts to unusual strain —Minnc- 
sota Mining & Mfg. Co., St. Paul, 


Minn.—Industrial Distribution, No- 


vember 1948. 

















Motoreducer 


Increased Shaft Diameters 
Provide Greater Strength 


The new all-steel housing of a new 
line of motorreducers is designed with 
smooth contours and generous sec- 
tions which are said to eliminate acci- 
dental damage. The housing is lighter 
and stronger and more adaptable to a 
variety of requirements. The motore- 
ducers are used to drive mixers, agita- 
tors, conveyors, pumps, line shafts, 
machine tools and various other types 


greater torsional strength and consid- 
erable increase in overhung load capac- 
ity. The complete line includes hori- 
zontal and vertical units in both inte- 
gral and all-motor types.—The Falk 
Corp., Milwaukee, Wis.—Industrial 
Distribution, November 1948. 














Hose Clamp 


Maintains Correct Pressure 
At All Times 


A new type hose clamp which applies 
the principle of sustained tension to a 
hose connection, is self-tightening, 
due to its spring tension design. It is 
said to maintain a correct sealing pres- 
sure at all times, adjusting itself to 
varying temperatures, and is easily in- 
stalled, even in hard-to-get-at places. 
The assembler simply squeezes the 
clamp open with his pliers, slips it over 
the connection, and releases his grip; 
the clamp automatically closes about 
the hose, forming a flexible seal that 
remains tight under all conditions, 
without need for shellac or any other 
bonding compound. The clamps are 
available to fit hose with outside diam- 
eters of from 7/16 to 2% inches.— 
Corbin Screw Division, American 
Hardware Corp., New Britain, Conn. 





Two-Speed Gear Head 


It Doubles the Number 
Of Milling Head Speeds 


Among the advantages allowed with a 
new two-speed gear head are that it 
doubles the number of present speeds; 
prolongs tool life with the proper 
speeds; allows for smoother finishes: 
permits the use of larger cutters and 
of controlled boring of larger holes: 
and increases production through 
proper speed. ‘The flexible connection 
between motor and gear head allows 
for easy mounting and no cramping o! 
the motor shaft. ‘The ratios offered arc 
onc to one and six to onc. The new 
gear head can be made to fit any typc 
portable milling head and will stand 
up under the severest strains.—Olson 
Industrial Products, Inc., Wakefield, 
Mass.—Industrial Distribution, No 
vember, 1948. 

















Roller Bearing Take-Up 


It’s Available From Stock 
At Moderate Cost 


Exceptionally rugged in construction 
and compact in design, a new roller 
bearing protected screw take-up is 
available from stock. The welded stec] 
frame provides strength and rigidity 
without excess weight. The bearing 
used is the inner unit of the Dodge- 








of industrial equipment. Shaft diame- —Industrial Distribution, November Timken Type E Roller Bearing Pillow 
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Standard Kit No. 40 
— 5 Burs ond 5 Files with Vs” shank, 


Standard Kit No. 88 
— 18 Burs with '/," shank, 


OTHER ASSORTMENTS AVAILABLE 


@ With an eye toward building employee good will, many 
industrial managements make a practice of extending 
“token recognition” for outstanding service. A kit of 
Nicholson Rotary Files or Burs makes a fine — and a use- 
ful — personal gratuity. 


Why not spread the idea as a means of developing extra 
sales during the holiday season? From the following 
stocks kits of various standard or special assortments 
can be supplied. 


HIGH SPEED STEEL—'s" SHANK—Hand Cut Rotary Files (used 
principally on ferrous metals and any scaly, tough, dense surface) 
come in 16 standard shapes and 3 degrees of coarseness. 
Ground-from-Solid Burs (used principally for non-ferrous metals 
aid other soft materials) come in 16 standard shapes and 3 degrees 
of coarseness. 


CARBIDE—'4" SHANK—Ground Bur type only. Made in 9 stand- 
ard shapes and 3 degrees of coarseness. With up to 100 times the 
wearing qualities of high speed steel, Carbide Burs are used prin- 
cipally on long production runs. These Carbides will also cut 
efficiently on materials such as hardened tool steel. 


HIGH SPEED STEEL—se" SHANK—Hand Cut Rotary Files and 
Ground Burs. Each type available in 18 standard shapes, similar 
to 4” line, and one degree of coarseness. These files are for 
relatively delicate work. 


NICHOLSON FILE CO. « 91 ACORN ST., PROVIDENCE 1, R. 1. 
(Im Canada, Port Hope, Ont.) 
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Only 
AIR EXPRESS 
gives you all 
these advantages 


A combination you don’t get 





with other air-shipping methods 


Special pick-up and delivery at no extra cost. Your 
e shipments are picked up promptly when you call; 


fast delivery to consignee’s door. 


You get a receipt for every shipment, and delivery is 
proved by signature of consignee. One-carrier re- 


sponsibility. Complete security. 


Assured protection, too—valuation coverage up to 
$50 without extra charge; 10 cents for each additional 


$100 or fraction thereof. 





These advantages, plus 21 others, make Air Express the 
best and fastest way to ship. Your shipments go on every 
flight of the Scheduled Airlines — repair parts, equipment, 
finished items keep moving to where they’re needed. Reach 
any U.S. point in hours. Phone local Air Express Division, 
Railway Express Agency, for fast shipping action. Specify 
“Air Express’ on orders for quickest delivery. 


FACTS on low Air Express rates 


22 lbs. machine parts goes 700 miles for $4.73. 

10 lbs. printed matter goes 1000 miles for $3.31. 
30-lb. carton of new fashions goes 500 miles for $4.61. 
Same day delivery in all these cases if you ship early. 





Rates include pick-up and delivery door 
to door in all principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE u.s. 











New Products 
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take-up is effected by turning screw 
heads at either end. Adjusting screws 
are plated and the angle top member 
provides effective protection against 
dust and dirt—Dodge Mfg. Corp., 
Mishawaka, Ind.—Industrial Distribu- 
tion, November 1948. 














Motor Reducer 


It’s Half The Size 
Of The Conventional Type 


Now available as a motor reducer is 
the manufacturer’s axial air gap motor, 
introduced some time ago. Outstand- 
ing features of the axial air gap motor 
are space and weight reduction, the 
motor being less than half the size of 
the conventional type motor, and 
weighing less by about a third. The 
motor is available in ratings from } to 
10 hp. The units are symmetrical in 
design, with no separate right-hand or 
left-hand assemblies. The motor may 
be removed from the gear housing and 
run separately. Motor and gear shafts 
are parallel, with the centerline of the 
motor coinciding with the centerline 
of the low speed shaft.—Fairbanks, 
Morse & Co., Chicago, Ill.—Indus- 
trial Distribution, November 1948. 


Sheave 


It Offers Perfect Fit 
And Concentricity of Bore 


Various diameter rims may be 
mounted on the same hub, and/or, 
hubs of different bore may be mounted 
on the same size rim with a new 
sheave. Perfect fit and concentricity 
of bore with the rim diameter is said 
to be assured by machining of the 


. shoulders of the hub and the web face. 


The sheave rims are made from light- 
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Get your copy 
of our new book on 


“CUTTING TOOL 
MATERIALS” 


Every production man 
can use this 32-page 
book to advantage—it 
gives a complete and 
clear comparison of the 
characteristics and best 
uses of all types of Cut- 
ting Materials. Write for 
your copy. 


ADDRESS Dept. 1D-66 








PRODUCTION RACE 


Now you can get High Speed Drill 
Rod in the smaller sizes that is un- 
spent, full of stamina—capable of better 
performance and longer cutting life 
than ever before. Allegheny Ludlum 
has perfected a new special process of 
hot-drawing these small sizes—avoid- 
ing the frequent anneals necessary 
with repeated cold-draws down to 
size, accompanied by severe strains, 
and with each reheating taking some 
of the life out of the steel. 

The result is High Speed Drill Rod 
that can show you maximum hardness, 
and something extra in toughness 
when hardened and tempered—a fine- 
grained steel with small, evenly dis- 
tributed carbides that produce maxi- 
mum cutting ability and tool life. 

This product is available to you in 
the grade you're accustomed to using, 
too—all grades and a of High 
Speed Steels, as well as high carbon- 


high chrome Die Steel types. @ Why 
not secure its advantages right away— 
get in touch with your local A-L rep- 
resentative or distributor. 


G\LLEGHENY 
“HUDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


fmt lool Sieeld 
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Distributor Preference 


BARROWS - CONCRETE CARTS 
MORTAR PANS - DRAG SCRAPERS 
“MORTAR MIXING BOXES 
SALAMANDERS - LAWN ROLLERS 

















weight, stress-free, semi-steel castings 


| which are machined and balanced care- 
| fully to assure maximum belt life. 


They are now available from stock for 


| drives serving 1/3 to 10 hp., and may 


be obtained in one, two and three 


| grooves for “A” section belts, also in 


combination grooves for “A” or “B” 
section belts in sizes from 2.2-in. p.d. 
to 18.4-in. p.d.—Transmission Ma- 
chinery Corp., Dallas, Texas.—Indus- 


trial Distribution, November 1948. 


" JACKMANCO. 


HAVE A BIG SALES ADVANTAGE 
because: 

















| Tappers 


- Quality and dependability of ‘Jackmanco’ products are well 
recognized and accepted by users everywhere. 


. The Jackson name has behind it an enviable reputation for 
high quality extending back seventy-two years, making it 
Synonymous with the products themselves. 


. The line is complete. 
. The service behind the line is dependable. 


. As a source of supply ‘Jackson’ has fulfilled distributors’ needs 
adequately and dependably. 


. Jackson knows distributor problems and how to meet them. 


. The ‘Jackmanco’ line has demonstrated its profit earning 
capacity for distributors, and is a recognized means of 
assuring repeat business. 
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For Portable Tapping, 
Re-tapping, Chasing, Cleaning 


New “push-pull” tappers recently in- 


| troduced are said to provide advan- 
tages that mean easier portable tapping 


operations, also re-tapping, chasing 
and cleaning of tapped holes. The tap- 
pers are automatically reversible; the 


| operator merely pushes the tool for 
_ forward rotation, and pulls for reverse. 


They are offered in 12 new models, 
with a speed range including 450, 750, 
1100, and 2500 rpm. The tools are 


| suitable for operations up to 4-in. ca- 
| pacity in 4-in. sheet steel and cleaning 
_ up #-in. tapped holes—Aro Equipment 


Corp., Bryan, Ohio.—Industrial Distri- 


| bution, November 1948. 


Powrarms 


One Mechanically Operated. 
The Other Hydraulically 


Two improved models, one mechani- 
cally operated for light work and the 
other hydraulically operated for heavy 
duty work, position work at any de- 
sired angle on a 360-deg. horizontal 





OF DISTINCTION” 


THREADWELL TAP & DIE COMPANY, Greenfield, Massachusetts 
Taps © Dies © Drills © Counterbores © Keyway Broaches © Screwplates ® Gages ® Pipe Threaders 
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Continuous Advertising 
Creates Continuous Sales 


Large and small Factories, Machine Shops, Institutions, Contractors, Builders 
and Mechanics of all kinds go for these powerful, time-saving Mall Tools that 
take the work out of production, maintenance and construction. 


Thousands of Mall Portable Power Tools are now in service, thousands a will 
be sold in 1948, the market is unlimited. Our national advertising in The 


atur- 


day Evening Post, Colliers and representative Farm, Trade and Business Publica- 
tions is creating a continuous demand for this complete line of Mall Tools. 


Plan NOW to get your share of this quick- 
profit business. Ride a live one in 1948. Mail 
coupon below for literature, prices and dis- 


count. 


MALLDRILLS 


MALLDRILLS—drive through steel, wood and 
plastics quickly and easily. They run cool un- 
der load . . . will not stall under hand pres- 
sure .. . are easy to handle. Can be readily 
adapted for grinding, sanding, wire brushing, 
buffing and polishing. Models available with 
capacities ranging from 1%" to 7%” in metal 
—larger in wood. All have Universal motors. 


Geared 
Head 
Grinder 


Y2" Mall Drill 


MALL GRINDERS 


MALL GRINDERS—carry a low machine hour 
rate—put more power in operator’s hands 

. reduce fatigue because abrasive attach- 
ments are free from motor weight . . . have 
2-3 times rated H.P. on overloads. Light- 
weight attachments for grinding, sanding, 
wire brushing, buffing, polishing and drilling 
available. 34, 1, 1%, and 3 H.P. motors— 
Geared Head, Direct Drive and Countershaft 
models. 


Mall Tool Company « 7802 South Chicago Ave « Chicago 


A Complete Line of Portable Power Tools for Industry 





POLISHERS 


SCREWORIVERS 
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or axial plane, or on a 180-deg. plane 
and hold the work firm under great 
pressures. ‘The tools combine the ball- 
and-socket joint principle, with a sim- 
ple, positive locking device that re- 
quires only slight pressure on a lever 
or hydraulic system to lock the work 
in any desired position. Work up to 
150 lbs. in weight can be held at any 
angle. Both models are easily bolted to 
a work bench, or a special clamp is 
available to attach the tool to any 
convenient location in field or shop.— 
Wilton Tool Mfg. Co., Chicago, IIl.— 
Industrial Distribution, November 
1948. 




















Spiral Masonry Drill 


For Deep Hole Drilling 
In Brick, Concrete, Etc. 


A new drill, carbide tipped and having 
spiral flutes, is designed for all types of 
drilling in brick, concrete, stone, etc., 
and is especially effective in medium 
and deep hole work. It is said to make 
possible continuous drilling without 
removal of the drill. The spiral flutes 
carry the chips or powdered material 
up out of the hole, permitting freer 
cutting without drill seizure and re- 
ducing shank bending and drill break- 
age.—Super Tool Co., Detroit, Mich.— 
Industrial Distribution, November 
1948. 














CANADA ABRASIVE CO. LTD 


SIMONDS 


ABRASIVE CO. 


we've got what it takes 


This isn't corporate chest thumping. 
It's just that we don't want to beat 
around the bush in telling you that 
we maintain our own source of crude 
abrasive . . . that we have a modern 
manufacturing plant using that crude 
abrasive in making grinding wheels 
. +. that we have a 50 year reputa- 
tion as a major producer in this field. 
In short, that we have what it takes 
in facilities and control to give top 


grinding wheel quality and service. 


EXECUTIVES! Send for free Data Book. 
Informative . . equips you to “talk shop” 
on grinding. 


SIMONDS 


ABRASIVE CoO. 


— — 


PHILADELPHIA, PA. 


MEMBERS OF SIMONDS FAMOUS 
FAMILY OF CUTTING TOOLS 


SIMONDS ABRASIVE COMPANY 
Tacony & Fraley Sts., Phila. 37, Pa. 








DISTRIBUTORS! 





[SIMONDS 


ABRASIVE CO. 


GRINDING WHEELS 


Reproduced here is one of a 
series of Simonds Abrasive Com- 
pany advertisements in BUSI- 
NESS WEEK ... creating accep- 
tance among the men who buy or 
influence buying for Simonds 
Abrasive Wheels... paving the 
distributors’ way to more sales, 
better business. 


This is part of a powerful adver- 
tising campaign directed to in- 
dustry through the pages of 35 
leading publications month after 
month. 


SIMONDS ABRASIVE COMPANY 
Tacony & Fraley Streets, Phila. 37, Pa. 
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The dehydration field is only one of the many industries 
that make up a big belting market for you. Added thou- 
sands of belting miles are needed by canners, millers, 
bottlers, candy-makers and numerous others. 

Victor helps you sell new customers . . . re-sell the old, 
by producing America’s most complete textile belting line. 
You can get solid woven, balata or canvas stitched types 
—plain, coated or specially impregnated to fit your cus- 
tomers’ requirements. They will be sold, too, on Victor’s 
long-lasting, trouble-free service. 

Check the belting needs of prospects in your area... 
you'll find it easy and profitable to sell them Victor. 

For more information on handling this complete belt- 
ing line, write Victor now. 


COMPLETE LINE 





Victor Batata & Textite Betting Co. | . Including: 


53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 penaie Rating 
Solid Woven & 


Factory: Easton, Pa. Bee Convas Stitched 





Belting—raw, : 
impregnated, coated. i 
.. Many widths ond plies. 


Belting Specialties 
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Die Head 


It's Interchangeable 
And Furnished Assembled 


A new die head is said to facilitate 
quick changing of letter and number 
sizes. Sizes of the dies range from 
ts-in. characters to g-in. Bothic Style 
and die heads carry all the letters of 
the alphabet, common punctuation 
marks and a full set of figures. The 
head is of 6-3-in. dia. not including 
the dies which extend 3-in. The thick- 
ness of the wheel is g-in. and the 
length of the steel shaft is 13-in. The 
die wheel is mounted on a double row 
precision ball-bearing and the shaft 
has a flat on the side for locking in a 
straight position. The shaft diameter 
is §-in.—The Acromark Co, Elizabeth, 
N. J.—Industrial Distribution, Novem- 
ber 1948. 














Thermometer 


Indicates and Controls 
And Sounds An Alarm 


A new contact-making thermometer 
combines the features of an indicating 
thermometer in addition to an alarm 
and control device. The instrument 
consists of the manufacturer’s all-metal 
thermometer with an adjustable con- 
tact arm mounted in the glass and 
bezel. A screw type terminal block 
mounted on the periphery of the case 
front provides for an easy electrical 
connection. Contacts are of the mag- 
netic type, assuring positive action 











MORE AND MORE PAINTERS ARE 
BUYING NYLON-BRISTLED BRUSHES 


FOR MY MONEY, YOU CAN'T 


BEAT A “NYLON” FOR BRICK, 


CONCRETE ‘AND STUCCO 


EVERY JOB CAN BE A 
TOP-QUALITY JOB WITH 


NYLON REALLY HOLDS PAINT 


Nylon bristles of various lengths can be blended 
and sanded to hold paint as well as or better than 
any others. Above, brushes with nylon bristles and 
pure animal bristles of equal dry weight were dip- 
ped to same depth in paint. Weighing after simul- 
taneous remeval showed nylon holds more paint! 


DU PONT 
NYLON BRISTLES 


BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 


-OKAY! BUT L SAY THERE'S 
NOTHING LIKE NYLON BRISTLES 


NYLON LAYS IT ON S-M-O-0.-T-H 

Each nylon bristle is tapered and sanded to a fine 
tip, to control the smoothness of the painted sur- 
face. In the test above, identical surfaces were 
painted with a nylon-bristled brush and an animal- 
bristled brush. The magnified view shows that 
nylon bristles lay down a smoother, finer coat! 


Are YOU cashing in 


You can send your brush sales soar- 
ing—by telling your customers the 
real facts about nylon-bristled 
brushes. Because everyone wants a 
better brush that costs no more. And 
in service and savings, well-made 
nylon-bristled brushes outperform 
any other brush on the market! 


But—be sure you carry genuine 
nylon-bristled brsishes. Look for 
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FOR FINE DETAIL AND 
SMOOTH-SURFACE WORK! 


NYLON BRISTLES LAST FAR LONGER 


Nylon-bristled brushes continue on the job long 
after others have failed. Wear-test machine above 
imitates painter’s stroke. At the start, both nylon 
bristles and natural bristles were of equal length. 
But after one million strokes, the nylon bristles 
showed less than one-fifth the wear! 


on this big demand? 


the words NYLON BRISTLES 
stamped clearly on the brush handle. 
Because there’s no substitute for ny- 
lon! That’s been proved on the job 
—over and over again. That’s why 
demand is big . . . and getting bigger 
all the time! 

E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Department, Room 
3111 Arlington, New Jersey 


133 





ee) 2 ee Oe) 
wth LESS EFFORT 


Displays BIG 

VARIETY of 
48” LONG ett titties? tools in a 
36” WIDE re small floor 
35” HIGH = space 





“SELLS 

TOOLS SO 

FAST WE CAN'T 

SEEM TO KEEP IT 

FILLED UP." Joseph Wood- 
well Co., Pittsburgh, Pa. 


SALES STIMULATOR 


WHAT A SELLING JOB this attractive floor display cabinet is 
doing for OTC Jobbers! And no wonder . . . it compels attention 
with its spectacular array of sparkling OTC TOOLS against the 
rich royal blue cabinet. Each tool position numbered. Smaller tools 
conveniently arranged in plate glass bins on top. Storage space 
inside, with doors on two sides. 

NOW your customers can see, examine and SELL THEMSELVES 
the time-saving, work-easing OTC TOOLS they have seen adver- 
tised. Saves counter man’s time in selling. 


ATTRACTIVE DEAL—ask OTC Representative or write— 


OWATONNA TOOL COMPANY mal 


312 Cedar Street. Owatonna, Minn. 


OTC ADVERTISING DIRECTS PROSPECTS TO OTC DISTRIBUTORS 
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during positive action during “make 
during ::make and break” of the con- 
tacts, which “break” automatically on 
a temperature change of about 5 per- 
cent. As an indicating thermometer, 
accuracy is plus and minus one per- 
cent; as a control device, plus and 
minus one-and-a-half percent of the 
full scale range.—Weston Electrical In- 
strument Corp., Newark, N. J.—In- 
dustrial Distribution, November 1948. 


Tilting Arbor Saw 


Its Solidly Constructed 
And Mechanically Simple 


Designed for style, all-purpose utility 
and simple mechanical efficiency, a 
new 8-in. tilting arbor saw features an 
extra large table with extensions for 
handling ripping operations to 24 
inches wide. It has a one-piece roller 
glide rip fence; self-locking hand wheel 
adjustments; and a unique trundle 
floor stand that tips for wheelbarrow 
portability Heston & Anderson, Fair- 
field, Iowa.—Industrial Distribution, 
November 1948. 














High Pressure Pumps 


Offer Up to 90 Lbs Pressure 
Capacities Up to 35 Gpm 


A new line of high pressure, low ca- 
pacity pumps for industry, called the 
“Industri-Jet,” combines centrifugal 
and jet or ejector type pump in one 








Extra Profits 


@ Distributors of Johnson Bronze make 
more profit-per-call because they have 
more to sell. It makes little difference 
what types of industry they serve or the 
territories they cover they find a ready 
market for our products. Every place there 
are wheels turning there is a need for 
bronze bearings. 


The Johnson line is complete in every 
respect. It includes the famous UNIVERSAL 
Bronze Bar in our 350 sizes . . . cored and 
solid; G. P. Bearings in over 850 sizes; 
Electric Motor Bearings, 250 types; Babbitt 
and Graphited Bronze. 


Excellent delivery is now possible on 
every one of these stock items. Our new 
catalogue lists and describes this com- 
plete bearing service. Why not write for 
your FREE copy today? 


OHNSON @™® BRONZE 
SLEEVE BEARING BEARING HEADQUARTERS 


SERVICE 


535 $. MILL STREET Wg” NEW CASTLE, PA. 
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THE LATEST WORD IN 
ELECTRIC HOISTS... 


SLICK AS A 


WHIPPET / 





a Safe. Fast. Dependable. Rugged. 


The new FORD Whippet is a winner in its class. Built 
for production service. We believe there is no finer 
electric hoist made today. Whip many material han- 
dling problems with a new FORD Whippet. One-fourth 
to one ton capacity. Write today for a copy of illus- 
trated folder DH-1325. 





ForD Chain Block Divi- 
sion also offers a wide 
range of high quality 
spur-gear, screw and 
differential hoists— 
other special hoisting 
equipment. 





York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, Son Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 


AMERICAN CHAIN & CABLE 





In Business for Your Safety 
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compact unit. The pumps cover a 
range up to 190 Ibs. pressure with 
capacities up to 35 gpm and are de- 
signed for handling cold or hot water, 
alcohol, kerosene, carbon tetrachloride 
and similar liquids. The pumps are 
self-priming and cannot vapor lock. 
They handle both wet and dry liquids. 
There are no close-running fits or 
clearances and the only moving part is 
the rotating impeller and shaft— 
Goulds Pumps, Inc., Seneca Falls, 
N. Y.—Industrial Distribution, Novem- 
ber 1948. 

















Steam Trap 


Small And Versatile 
It Offers Big Trap Features 


A small, inverted bucket type steam 
trap is said to embody such big trap 
features as a positive-seating guided 
disc which is free-swinging, self-align- 
ing and operates with minimum fric- 
tion. The disc always remains cen- 
tered with seat opening. The small, 
versatile, low cost trap is intended for 
efficient drainage of tracer lines, dry- 
ing cans, boiling pans, press platens, 
drum dryers and similar equipment in 
industrial use. It is furnished with 
various size seat orifices for working 
pressures up to 150 psi and tempera- 
tures up to 375-deg. F.—The Clark 
Mfg. Co., Cleveland, Ohio.—Indus- 
trial Distribution, November 1948. 


Grinding Belt 


It’s Heat-Resistant 
And Stays Sharper Longer 


The special heat-resistant, thermo-set- 
ting resin adhesives used in a new dry 
grinding belt are said to increase their 
life considerably. Resinall Metalite, as 
the product is called, is claimed to 
have increased production four-to-one 
over the regular glue-bond material 
for high heat-generating operations. 
The belts remain sharper for a longer 
time.—Behr-Manning, Troy, N. Y.— 
Industrial Distribution, November 
1948. 





These Bolts are loaded with burrs 








Circle © Bolts and Nuts . . . both standard 
and special . . . are produced by skilled bolt- 
makers with years of experience. This is re- 
flected in the finished appearance as well as 
the overall quality of these famous products. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 








These Bolts are clean and smooth 


Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 


...they are CIRCLE BOLTS 
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JEFFERSON UNIONS are adel 


by your industrial customers 





o 
Jefferson Male-Fe- Male-Female Union Male-Female ~90° Male-Female Union 
male Union. Tee with Union on Union Elbow. Made Tee with Union on 
Outlet—Made also also in All-Female the Run. Made also 
in All-Female Type. Type. in All-Female Type. 


You don’t have to start from scratch and introduce a new :product when you 
handle the “Jefferson” line. Preference and acceptance have long since been 
established among users who place high quality and long-lived performance 
above everything else. 


There’s sound reason for the ever-increasing use of Jefferson Unions and the 
greater value atiached to the “Jefferson” line by distributors. The exclusive 
Recessed Brass Seat is not only an important sales feature but has demon- 
strated its superiority as a means of assuring a permanently tight, leak-proof 
joint with minimum wrench pressure and without resiricting flow through the 
fitting. 

Comple'eness of the “Jefferson” line will enable you to meet and simplify all 
your customers’ piping jobs. 


Style “B’, 3-part Flange Style “E”, 2-part Flange Style “D”, 2-part Flange 
Union for test pressures up Union for test pressures up Union for test pressures up 
to 2000 Ibs. to 6000 Ibs. o 4 ! 


JEFFERSON UNION CO. 


671 West 26th St., New York 1, N. Y. 


9 Green St., Lockport, N. Y. 49 Fletcher Ave., Lexington 73, Mass. 
PA A SS ae ORR RR 
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Jack 


With 15-Ton Capacity 
Is Designed for Low-Set Loads 


Designed for repairing cranes and for 
low-set loads in industry, shipyards and 
on construction jobs and the railroads, 
a new “Shorty” jack has a 15-ton ca- 
pacity. It’s 7-in. high and weighs only 
22 lbs. Of one-piece malleable iron, 
it features machined, cut and _heat- 
treated gears. The ram is made of 
seamless tubing fitted with a high- 
strength bronze nut, and the screw is 
heat-treated and fitted to the gear 
which is supported on the ball thrust 
bearing. The 1%-in. by 36-in. long 
pinch bar and lever makes the jack 
quick-operating and easy to handle and 
store.—Duff-Norton Mfg. Co., Pitts- 
burgh, Pa.—Industrial Distribution, 
November 1948. 








Speed Reducer 


Features Heavier Gearing, 
And Increased Horsepower 


A newly designed speed reducer, 
known as type “TAN”, will replace the 
firm’s type “TA” reductor and features 
heavier gearing which gives it an in- 
creased hp rating. The worm is integral 
with its shaft, adding ruggedness and 
reducing the number of parts. Larger 
shafts permit greater loads and a one- 
piece, streamlined housing provides a 





Gornam’s long experience plays a vital part in pro- 
ducing these superior Tool Bits. Great care must be 
exercised in the selection of metals and in proper heat 
treatment. GORHAM High Speed Steel Tool Bits are 
made and guaranteed to meet any and all require- 
ments for a particular need. They have already dis- 
tinguished themselves in many specialized applications 
and the scope of their ability is constantly broadening. 
Sales possibilities are getting bigger and better every 
day for the GORHAM Line—let us give you all the facts. 


; 


A a GORHAM STANDARD For the Commercial Field 
x 
‘ Semen enna ————== GORHAM M-40-B For Heavy Cuts in Hard Material 


‘senenn---—=-=—= GORHAM GORMET For More Abrasive Materials 


GORHAM TOOL CO., 14400 WOODROW WILSON, DETROIT 3, MICH. 
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BRUNNER 


SINCE 1906. 


AIR 


R helps you serve better 


If he lets go a lot can hap- 
pen...and quick. He’s like 
your air supply. That’s 
why it’s so important that 
what compressor. ..what 
size...what type...how 
many...are questions that 
must be answered through 
careful planning, checking 
and comparing. It’s the 
properly distributed and 
dependable air supply be- 
hind the tools you use in 
your manufacturing pro- 
cesses that control produc- 
tion cost and volume as 
well as product quality. 
Don’t short change your- 
self by “quickie” selection. 
Brunner’s local represen- 
tative* is experienced in 
air applications. It costs 
you nothing to talk it 
over and know the an- 
swers beforehand. 

(*Write us for his name.) 
BRUNNER 
MANUFACTURING CO. 
Utica 1, N. Y., U.S.A. 





| 
: “Ss, users of atr are continually being invited 


to call you for advice and recommendations. Keep 
informed through Brunner. 














greater area for heat radiation. Im- 
proved oil seals minimize oil leakage 
and reduce the friction of the seals on 
the shaft. A new vent valve incorpo- 
rated in the filler plug permits the 
unit to “breathe” while keeping out 
foreign matter.—Boston Gear Works, 
Quincy, Mass.—Industrial Distribu- 
tion, November 1948. 














Plastic Drifts 


Use Them To Avoid 
Damage to Fine Finishes 


For work where it is desired to avoid 
marking or damaging finished parts, 
and for driving grease retainers and 
bearings, a set of new plastic drifts 
should prove useful. The drifts are 
made of tough plastic material that is 
said to stand up extremely well under 


| pounding. They are six inches in 


length and come in three different 


| sizes—in 3-in., $-in. and l-in. outside 


diameters.—The Bonney Forge & 


| Tool Works, Allentown, Pa.—Indus- 


trial Distribution, November 1948. 


| Portable Electric Drills 


Equipped with Keyless Chucks 
In Models 4%4-Inch to 7%-Inches 


A new line of eight portable electric 


| drills, all equipped with “K-O” key- 


less drill chucks, includes models from 


| a din. lightweight, streamlined drill 


to a heavy duty g-in. unit.—K. O. Lee 


| Co., Aberdeen, $. D.—Industrial Dis- 
tribution, November 1948. 


Fastener 


It Locks Wood Shingles 
Directly To Sheathing 


| Wood shingles are locked directly to 


gypsum sheathing through the use of 
a new type fastener designed to cut 








SINGLE STAGE HP. TO 10 H 
TWO STAGE 1% HP. TO 10 HP. 
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Sell Hewitt Conveyor Belting 
for longer, more dependable 
service... at less cost 


For more sales and profits—plus 
the highest consumer confidence— 
sell Hewitt Conveyor Belting. 

It has been preferred by many of 
the largest and most particular users 
for more than a generation. 

Few leading items represent so im- 
portant a product or so large a unit 
sale as your belting line. Your cus- 
tomers immediately recognize the 
extra quality and longer service life 
built into Hewitt belting. Its effi- 
ciency is due to nearly a century of 
experience in developing industrial 
rubber products. 

Your belting customers will also en- 
joy the full co-operation of skilled 
Hewitt technicians in installing and 
servicing the belting. These Hewitt 
experts areas close as your telephone! 
Best of all, Hewitt offers your cus- 


tomers a complete line. There is a 
belt for every customer—a belt for 
every service! 

Plan now to profit with Hewitt Con- 
veyor Belting. Write today for com- 
plete facts about your sales oppor- 
tunities with this and other Hewitt 
industrial rubber products. Address 
Hewitt Riu.bber Division, 240 Ken- 
sington Ave., Buffalo 5, New York. 


HEWITT 


CONVEYOR 
BELTING 


HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE * BELTING * PACKING 








‘ e : 
How to please your belting customers 


4 REASONS WHY IT WILL PAY 
YOU TO RECOMMEND 
HEWITT CONVEYOR BELTING 


1. Three top-quality types— 
Maltese Cross, Ajax and Con- 
servo—satisfy the exacting needs 
of conveyor owners, one of your 
most important groups of cus- 
tomers. 


2. You benefit from the tech- 
nical assistance of trained Hewitt 
experts in handling belting in- 
stallation and service for your 
customers. 


3. You enjoy the prestige of 
Hewitt’s long-time leadership in 
the development of industrial 
rubber products. 


4. Those of your customers who 
own Robins Conveyors benefit 
by undivided responsibility for 
both belting and- conveyor. Only 
Hewitt-Robins offers this over- 
all engineering assurance. 


HEWITT-ROBINS O INCORPORATED 
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Tools and 
Supt plies 

* 





LEWERS&CQDKE | 


| 
H 


SIX MORE 
CUSTOMERS 
REPEAT 


LEWERS & COOKE LIMITED 

E. KEELER COMPANY 

FREY INDUSTRIAL SUPPLY CO. 
CRAGIN & CO. 


SAN ANTONIO MACHINE 
& SUPPLY COMPANY 


K. J. PAPKE COMPANY, INC. 


With the new catalogs delivered 
to them in 1948, we have so far 
completed for these six customers 
a total of 20 editions. Proving 
again that satisfied customers 
come back for more. 


“Leadership prospers 
with Leadership” 


THE LAKESIDE PRESS 


R. R. Donnelley & Sons Company 








350 EAST 22nd STREET 


142 





* CHICAGO 16, ILLINOIS 
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construction costs. Said to be as easy 
to work with as ordinary shingle nails, 
the new nails can be driven at con- 
venient points without locating studs, 
and they permit builders to take ad- 
vantage of the inherent economies of 
gypsum. The fastener has two legs, 
one half enclosing the other, hinged 
near the end and forming a triangular 
loop at the top. When it is driven 
into the material, the last blow of the 
hammer flattens the top, causing a 
locking action. The 13-in. nails are of 
low carbon steel, zinc coated.—Elastic 
Stop Nut Corp., Union, N. J.—Indus- 
trial Distribution, November 1948. 














Portable Pipe Bender 


Uniformly Bends Pipe 
Right On The Job 


A new lightweight, portable tool forms 
smooth, uniform pipe bending opera- 
tions right on the job. The weight of 
the tool has been kept down to a 
minimum without loss of strength; the 
combined weight of the jack and 
frame being only 83 Ibs. Removable 
hydraulic jack simplifies the service 
problem and can be used for many 
other useful purposes; the open jaw 
construction speeds production. ‘The 
30-in. steel frame is electrically welded, 
heavily reinforced. The tool comes 
complete with 3, 1, 14, 2 and 2}-in. 
dies.—Electric Cord Co., New York, 
N. Y.—Industrial Distribution, Nov- 
ember 1948. 


Conveyor Belt 


Combines Rayon And Nylon 
For Added Strength 


A new high-tension fabric conveyor 
belt, called Raynile, is intended for 
jobs where belt tensions run as high as 
1000 Ibs. per inch of width. The 
strength material consists of a combi- 
nation of rayon and nylon and its im- 
portant features include the ability to 
withstand maximum tensions almost 
double that offered by 48-oz. cotton 
fabric. The belt has excellent trans- 
verse flexibility, with minimum stretch 
in actual operation and, because of 
the fabric construction, field splicing is 
made easy. The top cover is securely 
bonded to the carcass by shock-absorb- 





Your bolt-and-nut customers are sure to be pleased with 
Bethlehem Bolts, for these three reasons: 


Bethlehem Bolts have (1) sturdy, easily-gripped heads, 
(2) straight shanks, and (3) the smooth, uniform threads 
that are so essential to accurate assembly, 


Bethlehem Bolts are sure to please you, too—not only 
because they have the qualities that satisfy customers, but 
also because they’re part of a line numbering hundreds of 
fastening items—a range so wide that it enables you to 


meet practically every fastenings need. 


BETH LEH EM BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
STE E L On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 


CO 
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USERS’ REPORTS... 


w 
ays depend on neni 


Cc 





"remarkable how they 


"outwear any other 





"Save us time 


and money" 


st" 
wfind them the be 


When you make your rounds for selling 
Swiss-Pattern Files, stop off at “American- 
Swiss” file users. Ask their opinion of 
these fast-cutting, long-wearing precision 
tools. You'll hear plenty of comments like 
those quoted above, which were sent us by 
enthusiastic tool and die makers and other 
craftsmen. 


The reports you hear will make you, 
too, enthusiastic about these superior 
Swiss-Pattern Files . . . will help you sell 
them wherever accurate, intricate, or fin- 
ishing filing work is to be done. 


Write for the “American Swiss” catalog, 
price list and full information. AS-151 


AMERICAN SWISS FILE & TOOL CO. 
410 Trumbull St., Elizabeth 1, N. J. 








ing and distributing cord breaker.— 
Hewitt Rubber Division, Hewitt-Rob- 
ins Inc., Buffalo, N. Y.—Industrial 
Distribution, November 1948. 














Roofer’s Hoist 


Develops a- 500 Lb. Pull 
At 200 ft. Per Minute 


A new roofer’s hoist, known as the 
Model 500, is said to develop a 500 Ib. 
single line pull at 200 ft. per minute as 
standard rating. Optional ratings, from 
650 Ib. at 150 ft. to 200 Ib. at 500 ft., 
are available on order. The hoisi is 
gasoline powered by a 4.2 hp. single 
cylinder air-cooled engine. It weighs 
only 410 Ibs. and is equipped with 
pressed steel wheels and wheel-barrow 
type handles. The unit is portable and 
can be easily, readily removed from 
one spot to another by a single man.— 
American Hoist & Derrick Co., St. 
Paul, Minn.—Industrial Distribution, 
November 1948. 


Hack Saw Frame 


Features Working Comfort, 
Balance and Toughness 


Two new hack saw frames, Model No. 
W21 (illustrated) and Model No. 
W6l1, is said to offer greater working 
comfort, finer balance and extreme 
toughness. The No. W21 sports a 
rubber grip; the No. W61 a rubber 
composition grip, both grips featuring 
a new finger-fitted design. Both saws 
have reinforced frames of nickel-plated 
stock, adjustable for 8-in. to 12-in. 
blades. Blades may be faced in four 
directions; and each hack saw frame is 





Cmerican Wthh xx 
SWISS PATTERN FILES 
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provided with a 10-in. blade.—Fors- 
berg Mfg. Co., Bridgeport, Conn.— 
Industrial Distribution, November 
1948. 








VERY year, rust and corrosion exact a terrific toll from in- 

dustry . . . billions of dollars in fact. But you can easily cut 
your plant's contribution—and it is a contribution—by using 
Koppers Industrial Protective Coatings. 

For example, here’s how Koppers Bituplastic* protects metal, 
concrete or masonry: Bituplastic (it's not a paint) coats exposed 
surfaces with a tough film. This protective film is thick; three 
coatings of Bituplastic build up a seamless, non-porous sheath 
nearly 1/16” in thickness—a sheath that not only resists water, but 
the assaults of sun, salt air, condensation, atmosphere, weather, 
and acid or alkaline fumes. 

Read the list of other advantages offered by Bituplastic. And 
for complete data, including suggestions for use and rate of 
coverage, send for our new Bulletin on Bituplastic. 


8 Other Advantages of Bituplastic... 





1. It is a highly-refined, easily- 4. It is applied cold with brush 
workable coal-tar pitch coat- or spray. 


Ing. 5. It is fire retardant. 


2. It covers heavily; 1/64” toa 6. It does not crack at minus 
a coat, or about 5 times the 50°F. or sag at 500°F. 
thickness of ordinary paint. 7, It is practically odorless and 


3. It does not “alligator” or tasteless. 
KO ? DE BS check. 8. It dries quickly. 
Ww *Trade-Mark Reg. U. S. Pat. Off. 


KOPPERS COMPANY, INC., Dept. 1109T, Pittsburgh 19, Pa. 





DISTRIBUTORS! Industry is rapidly becoming more and more “corrosion-conscious” ... 
Koppers sales records for Protective Coatings show that. And Koppers makes 6 
Protective Coatings for industrial maintenance — all of which are sold through in- 
dustrial distributors. Write for full information. 
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QAPSTS are leak-proof 
because Of the ground bal join 


3 See OSES Sok Me eee od ae) 0S eee BM... spherically-ground to form 


wide, true-bearing surfaces ... Darts are tight without jamming. Seats remain 
unscarred and true... ready for repeat use. 


BECAUSE OF THE TWO BRONZE SEATS a Dart resists pitting, 


electrolysis and corrosion... gives years of leak-proof service. 


ee BS a od ae a ee ee ek Eek em oa Dart shrugs off wrench 
abuse through dozens of installations. 


13 oe UBS a od ae de Ok EC 2d eR ae. . made of practically indestructi- 


ble air-refined malleable iron . . . a Dart has highest resistance to stress and 
stretching. 


\" 


These extra-quality features explain why 
it will pay you to sell Darts... why Dart is 
a better buy for you and for your customer. 


~" 
4, 


voll NN 


E. M. DART MANUFACTURING CO. 
PROVIDENCE 5, RHODE ISLAND 








UNIONS 
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Know the Answers 


to quiz on page 118 





1. (a) gear face, (b) pinion face, 
(c) circular pitch, (d) diameter 
of hub, (e) bore, (f) length 
through hub. 

2. That’s true. 

3. Diametral pitches are numbered 
from one up. 

4. Circular pitch defines the distance 
from the center of one tooth to 
the center of the next tooth, 
measured along the pitch circle. 

5. That’s true. 

6. The distance between centers is 6 
inches. Thirty-two plus 16 is 48, 
divided by two (half the sum) is 
24, divided again by the diame- 
tral pitch (4) equals 6. Question 
five should have given you the 
cue, 

7. That’s true. 

8. Steel gears are to be recommended 
on pulsating drives. 

9. True. The simplest known, “best 
selling” gear is the spur type. 

10. (a) spur gear joins parallel shafts, 
(b) bevel gear joins non-parallel 
shafts, (c) worm gear connects 
right angle shafts, (d) spiral gear 
joins shafts at an angle o1 

arallel. 

11. That’s true. 

12. The hypoid gear meets its pinion 
axis “off-center”. 

13. That’s true. 

14. In a worm gear unit the input shaft 
is at 90 deg. to the output shaft. 

15. That’s false. Non-metallic gears 
are quiet, they do give good 
service, provided they are not 
overloaded, but the metal gear 
has the longer “life.” 

16. Of the four types mentioned, the 
worm gear would be most suit 
able for conditions that would 
require compactness in the 
drive, but large ratios. 

17. That’s false, too. The majority of 
gears in use today are made of 
cast-iron. 

18. Brass gears are to be recommended 
on light drives or experimental 
work in which smaller pitch 
gears are used. 

19. True: the pinion is the weaker of 
the two, and for that reason, 
generally it is made of steel. 

20. The seven “musts” the manufac- 
turer must know are: (1) Num- 
ber of teeth, (2) pitch-circular or 
diametral pitch, (3) outside di- 
ameter, (4) face width, (5) bore, 
(6) keyway, if any, and (7) hub 
projection, if any. 





wttle \NTERCHANGEABLE 
"SURE-GRIP” HUBS 


Now, you can carry a stock of both pulleys and sheaves 


with the same interchangeable ‘‘Sure-Grip" hub as used 


It 


WRN 


One-piece flanged and split tapered 
hub permits easy installation and 
removal from shaft. 


For further information, write 


T.B. 


with our ‘‘Sure-Grip"’ Sheaves. 


. No additional stock of hubs needed. 


2. No increase in price over standard pulleys. 


. Just three hubs take care of bore range from 


to 254”. 


“Sure-Grip"’ Pulleys—cast iron with crowned face—are 


available in stock as listed in table. 


HUB TYPES 





BELT WIDTH (INCHES) 





3 4 5 





SD 


SD SD 





SD 


SD SD 





SD 


SD SF SF 





SD 


SD SF SF 





SD 


SD SF SF 





SF 


SF SF SF 





SF 


SF SF SF 





SF 


SF SF SF 





SF 


SF SF SF 





SF 


SF SF SF 





SF 


SF SF Cc 





SF 


SF SF Cc 











SF 











SF SF C 





SONS CO., cuamserssure, PA. 
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There’ 
40 Crremngp in 


oue Style 


Iilustrating just one of the many points of WITT Can superiority, let's ex- 
amine their wear-absorbing sides. Designed to laugh at the brutal beat- 
ing given garbage and ash cans, WITT Can sides are not crimped, not 
merely shallow waves that look like corrugations. Instead, they're full 
length, deep, even, rolling corrugations which add maximum strength 
to special steel. 


With that strength as a base, WITT Cans have heavy reinforcing bands 
top and bottom, a strong “dished” bottom, sturdy handles and a closely 
and permanently fitting one-piece lid. Hot dip galvanized with EXTRA 
heavy coating of zinc to defy rust and the effects of food acids, WITT 
Cans have an overall durability—proved by independent laboratory 
testing to outlast 3 to 5 ordinary Cans. 


This superior design, materials and manufacture spell QUALITY in big 
letters, easily recognized by buyers ... . readily salable to the most 
cost-conscious customer. You'll find there’s no crimp in your style, selling 
the original corrugated WITT Can. 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 
“Originators of the Corrugated Can” 


Witt Cam 
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Management Has 
A Job in the Field 


(Continued from page 87) 





his sales volume in comparison to the 
potential. Our trip was successful and 
I think if industrial distributors in 
other cities were to plan good-will 
tours and take the time and trouble 
to follow through as we did, they 
would reap enormous dividends.” 

In preparation for the tour, Mr. 
Jones sent out personal letters to the 
140 customers, telling them that Mr. 
Watkins and he would be on the tour 
and would be looking forward to visit- 
ing the customer in his plant. 

“We pulled our IBM list of cus- 
tomers in the order of towns we were 
scheduled to stop at,” said Mr. og 
“then we entered the gross sales by 
accounts for 1946 and ’47. Where the 
account showed a decline in volume, 
our personal call went a long way to- 
ward reviving the account and stimu- 
lating it for future business. Where 
stops were not long enough to permit 
full coverage, we referred to our sales 
volume list and made calls where we 
thought they would do the most good 
for the salesman.” 


Two Way Benefit 


“We can see a two way benefit as 
a result of our good will tours,” said 
Mr. Watkins. “The territory is made 
healthier for sales because the cus- 
tomer feels the genuine interest we 
have in the welfare of his business. 
And this builds customer good will 
and prestige for Watkins Inc. Then, 
knowing that management has an in- 
terest in helping to build good cus- 
tomer relations in the territories, the 
salesman’s morale is good, he feels like 
doing a better job.” 

All three salesmen whose custom- 
ers were contacted on the ’48 tour 
said it helped them to have two ex- 
ecutives of the firm call on their cus- 
tomers in their places of business. 
“Gordon Gimple, the salesman in our 
northwest territory, told us that in 
the three weeks following the tour he 
received at least one order from every 
customer on whom we called,” Mr. 
Watkins said. 

Building customer good-will is not 
limited to the annual good-will tour. 
More recent was the inaugural trip of 
the Highway Post Office, a govern- 
ment mail bus making scheduled trips 
between Wichita and Belleville, Kan. 

Watkins was on the job here too, 
they had a representative riding on 
the bus, taking part in the dedication 

















( AL THERE ARE 
ALLEN SOCKET| 
SCREWS FORK 


EVERY PRECISION | "me —— 
REQUIREMENT E | Allen 


Eien use evme) Distributors 


me | HUNDREDS WHERE 
| DOZENS WERE USED 
Pi A FEW YEARS AGO 








3,634,000 messages like this, 
each read by several key 
industrial buyers, are going 
to screw products users in a 


‘ — 


period of twelve months. 





~ 
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IF YOUR WORK INVOLVES ONE Allen’s new advertising program is 
OF THESE FASTENING PROBLEMS a major sales tool to help make your 


= selling more effective. Allen’s June 
D0 Vibration C Tighter Gripping C) Fast Assembly advertising will appear in publica- 
. __.| tions with an estimated readership 
0 Strain CI Serviceability (C0 Non-slip Driving of more than 700,000, assurance 
$$} | that designers, purchasing agents, 
'() Protrusion C1 Long Wear C) Reduced Weight production executives, foremen and 
- | management men will see it time 
‘CO Appearance C Precision Fit C) Better Balance and again. 
EE — 
| Close Spacing © Accessibility C0 Special Metals & Alloys © 
~~ —| Inaddition, Allen backs your selling 
efforts with top notch sales litera- 
Look to ALLEN HEAD SCREWS for the answer | (toe een ee oe erialalisplien 
: . plus personal sales help and factory 
Write us direct for the “Allen HAVE YOU TRIED... engineering where required. 
Story” on any of the important ALLEN SQUARE HEAD 


fastening problemslisted above. SET SCREWS o 


Where socket heads are not 

required for safety and con- You know Allen makes the finest 
venience, Allen offers a high line of screw products money can 

quality, super-strength square ’ . 
W A R N IN G P head screw in a broad range buy wale wouldn t be handling 
: of standard sizes. the line. We aim to keep it the 
Allen-T¥PE ee ee Ss most profitable line by doing our full 
smu senlen ALLENS share toward turning iin the finest 

io : * 9 ° 

i SOLD ONLY neous “team selling job” possible. Call 
[LEADING DISTRIBUT on the Allen representative or 
the factory whenever we can be 


of constructive help in sales or 
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, U.S.A. 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES engineering. 
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program with the Postmaster Gen-' 


_ eral, mayors and other dignitaries. 


- Watkins, Inc., announced this new 
service to their customers along, the 
route. A letter informed the cus- 
tomer that a Watkins official would be 
on the bus and would be looking for- 
ward to meeting the customer at the 
dedication program. A day or two 


| after the inaugural trip, each customer 
_ along the bus route received a letter 


from Watkins Inc., with a stamp can- 
cellation of the first delivery of mail 


_ over the Highway Postal Route. The 
| purpose of the letter was stated this 


way: “Since this service is rather 
unique, we feel that mail delivered 
on. the first run of this service may be 
of value to you or a friend as a col- 


| lector’s item.” 


SHOW THIS @ 
LEAVE THIS 


ee. and you will 
get orders 


Here’s a brand new Desmond Diamond 
Sample Kit, shown actual size. Zip it open 
for the customer’s inspection. Let him see 





and feel the top quality diamonds. Explain 
the True-set mounting. You are certain to 
get his attention—and a lot of orders. 

Then give him a copy of the Desmond 
Diamond Tool Reference Guide. This gives 
him all the information he needs to select diamond tools and nibs to dress 
his grinding wheels. The Guide gives information simply and easily, such as: 
diamond sizes to be used on various grinding wheels; diameters and lengths 
of all types of nibs, with part numbers, diamond sizes and users’ price. And, 
remember, the nationally known name DESMOND removes all the gamble 
in purchasing diamonds. 

Ask your Desmond Representative, or write the factory, for details on this 
proven, order-getting combination. 


THE DESMOND-STEPHAN MFG. COMPANY * URBANA, OHIO 


Resmeon? 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 














“The effort we make toward build- 
ing good customer relations”, said Mr. 
Watkins, “promotes a good feeling 
between the house and its salesmen. 
I do not mean we do not have our 
differences of opinions and problems 
to solve but management, by taking 
more interest in the sales firing line, 
helps develop a sense of mutual re- 
sponsibility and respect between man- 
agement and the salesmen. Our 
prime consideration is to constantly 
improve our quality of service so that 
we may be favored with our custom- 
ers’ orders.” 





Plan Operations, 
Then Build 


(Continued from page 86) 





| little direction to new customers and 
| strangers will be necessary since prac- 
tically every operation will be in full 


view. 
Immediately at the head of the 
stairs leading to the mezzanine floor 


| will be a builders’ hardware sample 
| room. To the right of this will be a 
| combination advertising sales promo- 
| tion room and a salesmen’s assembly 


room. Besides these two rooms, there 
will be a large conference room which 
can be darkened for sound pictures. 
It will be large enough to accommo- 
date a gathering of customers or a 
group of salesmen for training and 


| educational purposes. 


Commenting on the plans, Mr. 


| Weber said, “It is very apparent that 
| to design a building suitable for the 
| different divisions of this business and 


have them in close proximity to each 


| other for the convenience of both 


a HAND TOOLS WHEEL TYPE SIMPLEX | 
DRESSERS curren YF TYPE. DRESSERS AND NIBS DRESSERS STEEL-SLIDE VISES 
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customers and the staff, took no small 
amount of planning. Mr. Jenter and 
the architects have worked out a most 
practical arrangement providing for 




















TALK THESE 


7 FEATURES The first thing the buyer says, when you show 


him the HANDIWINCH, is: ‘‘Let’s get Miss Johnson 
over here, and write up this order!” 


Then, as you give him your full HANDIWINCH 
story, his imagination runs riot. He sees one man 
carrying this amazing little winch around, setting 
it up anywhere, and then . . . hoisting loads up 
to 10,000 Ibs. . . . dragging big pumps and motors 
... spotting freight cars . . . loading or unloading 

Y © heavy stuff... handling hundreds of jobs single 

@ All steel construction—weight @ Cut steel gears throughout. Co handed! So if he orders a dozen HANDIWINCHES, 

95 Ibs. @ Self-lubricating bronze bear- please try not to act surprised. 

@ Capacity 10,000 Ibs. in“low” _ ings. ; . , 

georand 1900|bs.in"high"gear.  @ Hand brake, free spooling... Here’s the hottest piece of small equipment in 

@Rope capacity 175 ft. (%") _ all finest operating features. industry. It’s yours to sell. And your selling is 

to 475 ft. (%"). @ Also available with 24” drum. a ate 
backed by HANDIWINCH advertising in 29 leading 
trade papers. A deal? Let’s go! 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 


Plant No. 2: So. Kearny, N.J. + Sales Offices: NEW YORK «. PITTSBURGH * CHICAGO « NEW ORLEANS ¢ SAN FRANCISCO 


AMERICAN BLOCKS AND SHEAVES GENUINE CROSBY CLIPS 


All types, all sizes, from 1¥%2 to 250 tons. Blocks World's largest-selling drop-forged wire rope 
feature armored construction: thick side plates, fasteners. National advertising, high profit, prompt 
heavy pins and axles, forged steel hooks and shipment make sales sweet and easy. Sizes for 
shackles. Make sure your buyers specify AMERICAN. all wire rope— Ye to 3 inches. 
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Bassick Casters | 


efficient and economical operation 
with excellent overall supervision. At- 
tractive sales and display space, ade- 
quate storage facilities and labor sav- 
ing methods add to the great relief 
of getting away from the congested 
trafic district, make the moving into 


| these new premises worth looking 
| forward to by the management, staff 
* | and customers.” 





| Stepping Stones 
to Successful Selling 


ot 


Series “77" “Floating-Hub” 
MEDIUM DUTY LIGHT TO HEAVY DUTY 





Reflections of a veteran sales- 
manager, culled from bulletins 
to his salesmen. 


You have probably heard the 
legend; I mean the story of the long- 
eared ass. 

Well, it seems that at the beginning 
of things when the world was young, 
the Donkey was esteemed by all the 
tribes of men as the wisest of animals. 
The good Sheik El-Sta-Shun-Air 
owned a great herd of these sagacious 
beasts, which was the pride and joy 
of his life. 

Other Sheiks from miles around 


| came to listen and marvel at the wis- 
_ dom of the herd. At such a time came 


Series “99" | Series "70" 
SILENT STEEL LIGHT DUTY STEEL 
And 


Position Lock 


FOR FLOOR OFFICE CHAIRS 
TRACKS 


Grooved Wheel 


As an active Bassick distributor, you can become ‘‘Caster Head- 
quarters’’ for your area, because Bassick — the world’s largest line — 
gives you an unequalled opportunity to supply every customer with the 
right type and size of caster, at the right price . . . It's asmart business 
move that means more caster sales and more related selling! THE 
BASSICK COMPANY, Bridgeport 2, Connecticut. Division of Stewart- 
Warner Corporation. Canadian Division: Stewart-Warner-Alemite Corpo- 
ration, Ltd., Belleville, Ontario. 
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even the Prophet himself—most 
learned and wisest of all the sons of 
the East. With much glowing and 
pride, El-Sta-Shun-Air led him out 
to the herd and said: 

“Behold, O Prophet, the wise and 
talented Asses! Converse with them; 


| test them and see if they are not verily 
wiser than forty trees full of owls.” 


Then the Prophet addressed the 
Asses: “Let us test your wisdom”, he 
said. “Answer me this question: 
What would an Ass require for a 
three days’ journey?” 

And they counseled among them- 
selves and then made reply: “For a 
three days’ journey, O Prophet, any 
Ass would require six bundles of hay 
and three bags of dates.” 

“Very good”, quoth the Prophet, 
“That soundeth like a fair and proper 
price.” Whereupon El-Sta-Shun-Air 
broke into loud chuckles and said, 
“Did I not tell you they are passing 
wise?” 

The Prophet answered: “Wait!” 
And he began to address the Asses 
again. “I have for one of you”, he 
said, ‘a three days’ journey, but I will 
not give six bundles of hay and three 
bags of dates for making it. Let him 
who will go for less stand forth.” 

And behold they all stood forth and 
all began to talk at once. One would 
go for six bundles of hay and two 
bags of dates. Then another for three 





A case history 
from the 
notebook of a 

Disstoneer 


Disston Hard Edge Flexible Back Band Saw (Buttress Tooth Pattern) 
cutiing alumi alloy castings in plant of a California foundry. 





How a DISSTONEER helped save 2 to 3 hours 


per day on a metal-cutting band saw job... 


He may be able to do as much for your customers _isston surrress TooTH 


. PATTERN HARD EDGE 
This foundry was cutting aluminum alloy castings, used for cap ends of cylinder FLEXIBLE BACK BAND SAW 
type vacuum cleaners. The pieces cut are 8” in circumference and ¥2’" thick (one 

gate runs 4” high and 1” thick). Designed for machines operat- 
ing at speeds of 3000 fpm or 
over. Wide tooth spacing allows 
faster feed as wider gullet pro- 
vides greater chip clearance. 
Recommended for magnesium 
The Disstoneer recommended a Disston Buttress Tooth Pattern Flexback blade, and aluminum alloys. 

18’ x %” x 4T .. . only a slight change, but what a difference in results ! The number 

of castings per blade was increased to 50. But, of even greater importance than WHEN YOU SELL A 
saving blade-costs and reducing down time, production was speeded up to a point DISSTON PRODUCT YOU 
where 2% to 3 hours per day were saved. 


A buttress tooth band saw blade, 18’ x %2” x 4T, was being used . . . a good blade 
but not the best size for the work in hand. Blades were not clearing on the contour 
cutting, thus causing them to lead off and spoil castings. Also, blades were wearing 
out too fast. The company was getting little more than 15 castings per blade. 


be] 
After the trouble was eliminated, the Disstoneer was told, ‘‘I knew you could help SELL © » 
us, that’s why I called you. I’m very well pleased with the change, and quite happy.’’ DION 


Like this foundry and hundreds of other manufacturers who have profited from STEEL | 
Disstoneer service, your customers, too, will be ‘very well pleased” with the SKILL © 
savings he can make for them. per PS 
A Disstoneer is available to work with your salesmen to improve the cutting SERVICE Es 
operations of your customers ...and without charge or obligation. Write for i 
further particulars. Rie Sr 


HENRY D/SST ON & SONS, INC., 1123 Tacony, Philadelphia 35, Pa., U.S.A. 
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For More 
Tool Mileage 


Tool 654 — 6” 
Long Chain Nose 
Side Cutting Pliers 








Utica Tools .. . accurately 
designed ... precision made 
from finest alloy steel—with 
electronically hardened cut- 
ting edges... win consumer 
acceptance everywhere. 
They bring steady, repeat 


customers. 


bundles of hay and one bag of dates, 
until finally one especially long-eared 
Ass agreed to go for one bundle of 
hay. 

Then spoke the Prophet: “Fool, 
you cannot even live for three days on 
one bundle of hay, much less profit 
from the journey.” 

“True,” said the long-eared Ass, 
“But I wanted to get the order.” 

And from that far-off day to this, 
Asses have been known as fools and 
price cutters are known as Asses. 

Moral: When you're faced with the 
loss of an order on account of a price- 
cutting competitor, let the other fel- 
low wear the ears and live on one 
bundle of hay. 


SALES HELPS 
from 





MANUFACTURERS 





FORM-DRESSING—Radii and an- 
gle dressers and the modern form- 
dressing it is possible to achieve with 
them is demonstrated, described and 


| illustrated in a new 8-page booklet.— 


]. & S. Tool Co., Inc., East Orange, 
N. J. 
PUMPS—Foot-mounted, submerged 


and side-wall mounted coolant circu- 
lating pumps are described in a new 


| 8-page bulletin which includes con- 


struction details and application in- 
formation. — Allis-Chalmers, Milwau- 
kee, Wis. 


| CLUTCH—of the full complement 
| over-running type, its construction, de- 
| velopment and working principle, is 
| described and illustrated in a new 16- 


page, 2-color catalog—Morse Chain 
Co., Detroit, Mich. 


| AIR COMPRESSORS—A 26-page 
| catalog and sales manual, No. 35, de- 


Adjustable Steel Wrench 
4”, 6”, 8”, 10”, 12” 


Sold through recognized jobbers 


UTICA DROP FORGE & TOOL 
CORPORATION 
UTICA 4, NEW YORK 
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tails all pertinent information to select, 
install and service air compressors, to- 
gether with specifications and work 
applications. — Brunner Mfg. Co., 
Utica, N. Y. 


CALCULATOR—A _ new decimal- 
fraction calculator is designed for use 
in adding and subtracting fractions, 
and converting fractions to decimals 
or vice versa.—W endt-Sonis Co., Han- 
nibal, Mo. 


ELECTRICAL TAPES—Thirty-nine 
“Scotch” brand electrical tapes are de- 
scribed in a new 24-page, 2-color cata- 
log which contains 86 photographs of 
application, describes the tapes and 





Curtis Timken Bearing Air 
Compressor. Sizes from % to 
50 H. P., inclusive. 


RELIABILITY 


That Pays Off 


in Low-Cost 
Performance 


CURTIS 


wy. the application, in thousands of varied 
industrial installations, Curtis Timken Bearing 
Equipped Air Compressors have a long and proven record 
of extreme reliability, low maintenance expense and unusually 


long life. 


Every Curtis Air Compressor has been carefully engineered, 
made of the highest quality materials and precision built 
throughout. 


Their dependable, economical performance is the result 
of such design advantages as: 


Timken Roller Bearings 
@ Self-Oiling—Positive Lubrication 
@ Carbon-Free Disc Valves 
@ Automatic Pressure Unloader 
° Fully Enclosed Design Curtis Timken Bearing Air 


@ Precision Construction Compressor with tank. Sizes 


. . from \% to 10 H.P., inclusive. 
Specify CURTIS when you want a reliable, low-cost supply of 


air for any use. Capacities from % to 50 H.P. (up to 300 CFM). 


Write today for full information on Curtis Air 
1-48-41 Compressors, Air Hoists and Air Cylinders— 
or mail the coupon below. 


! CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manvfacturing Company 
| 1911 Kienlen Avenue, St. Louis 20, Missouri 


" I  iciipadiiattiniesocaddinansinicisesresicinseicti 
| Please send me Form 


C-7 on Curtis Air 
PNEUMATIC MACHINERY DIVISION; ©-7,0% Cur: Ai 


of Curtis Manvfacturing Company PUN «= PRINS isso cssscsicsasnanacsecscssconscssesescsnnvinasesiivins . 
1911 Kienten Avenue = + St. Louis 20, Missouri! Compressors. ma 
ity 


94 Yeane of Precision Manufacturing | __ - pitindidiibeseimnebeseninendimmnenaebael 
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Tere : a 7 Cut-away View 


of Series 8600 
Combination 
Chuck 





..it's a Skinner Boubsndton Chuck 


The fast, accurate way to 
chuck parts of irregularshape 


Combining the flexibility of an 
independent chuck with the fast 
gripping and releasing action of 
a Universal chuck, a Skinner 
Combination Chuck simplifies 
and speeds the mass production 
of irregularly shaped precision 
parts. Actually two chucks in 
‘one, a Skinner Combination 
Chuck allows independent and 
accurate positioning .of each jaw 
to suit odd-shaped pieces. When 
set to hold the work precisely, the 
wrench may be applied to any 
pinion to move the jaws in unison 
as in a self-centering Universal 
Chuck, thus cutting repetitive 
chucking time to a minimum. 


Skinner Combination Chucks: 
are precision-made tools of ex- 
ceptionally rugged construction. 
The well-proportioned bodies 
have jaw slots carefully machined 
to close limits with heavy ribs to 
securely guide the jaws in their 
proper plane. All working parts 
are made of suitable alloy steel 
properly heat treated for their 
particular function. 

The Series 8600 Chuck shown 
above is but one of a complete 
line of three and four jaw Combi- 
nation Chucks manufactured by 
Skinner. It will pay you to get 
full details on Skinner Combi- 
nation Chucks if you are inter- 
ested in a faster, more accurate 
way to chuck duplicate parts of 
irregular shape. 





Complete information on 
Skinner Combination Chucks as 
well as on all other Skinner 
chucking and vise equipment is 
contained in Catalog No. 60. 
Write for your free copy today. 





TheSkinnerChuckCo. 


346 CHURCH STREET, NEW BRITAIN, CONN. 





THE CREST 
OF QUALITY 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK 
EQUIPMENT~FACE PLATE JAWS~ MACHINE VISES 








tape research, and includes a discus- 
sion of electrolytic corrosion.—Minne- 
sota Mining <° Mfg. Co., St. Paul, 
Minn. 


CONDENSING UNITS—Refrigera- 
tion condensing units are described 
and illustrated in a new 38-page cata- 
log, No. 42, of various horsepowers, 
together with general engineering data 
and information.—Brunner Mfg. Co., 
Utica, N. Y. 


BLOCKS—Crown blocks and travel- 
ing blocks in eight types for 300-ton 
loads and 1}-in. wire line are described 
and illustrated in a new 16-page bul- 
letin, No. 355, which features design 
of the blocks, particularly the sheave 
and bearing assembly, and independ- 
ent mounting of the 48-in. sheaves.— 
The National Supply Co., Toledo, 
Ohio. 





STANDARD SPECIALTIES—About 
200 standard products for corrosive 
and high temperature service are listed 
| in a new catalog, the first complete 
compilation of products made of 
Monel, Nickel or Inconel.—Interna- 
tional Nickel Co., Inc., New York, 
". T. 


DIE-LESS DUPLICATING—A new 
edition of the 40-page catalog outlines 
the free engineering service available 
for “Die-Less Duplicating”: How it 
works, the types of machines available, 
etc.—O’Neil-Irwin Mfg. Co., Lake 
City, Minn. 


VALVES—Bronze and iron body 

valves are described and illustrated in 

a new, thoroughly indexed, 80-page 

catalog which includes construction 

features, engineering data, etc.—Stock- 

_ Pipe Fittings Co., Birmingham, 
a. 

















“Okay—it’s a deal. I’ll reach for the 
check if you'll reach for an order 
blank.” 
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THE LUBRICANT IT’S EASY 
TO SELL SUCCESS 


From time to time the remarkable results attained 
from the use of LUBRIPLATE Lubricants are called to 
our attention. Such reports are of more than casual 
interest to the Industrial Supply Salesman as they 
serve to prove the superiority of LUBRIPLATE Prod- 
ucts over conventional oils and greases. Here is 
a typical case. 


* * * * * 


''For 21 years, continuous maintenance and 
low production were accepted as unavoid- 
able on an old rolling mill. This was be- 
cause of lubrication difficulties of the 
4 runout table bearings. No lubricant that 
a ree was tried up to that time would stay in the 
ty ey not only possess enormous film . aphiea 
3 | strength to withstand the heaviest loads open slot bearings sufficiently well to 
) but they function with minimum drag, lubricate them for a full two turn opera- 
| | hence conserve power. The “stay-put tion. It was impossible to lubricate the 
S| eee ae mill while it was in operation so the job 
sit eamnatinn: tn: thin en tae had to be done during the lay off period from 
* economical too. Write for particulars. 11 P.M. to7A.M. If a billet was held back on 
* the rollers, the heat would melt the lubri- 
cant out of the bearings and cause the mill 
to run dry for part of the operating period. 
Naturally there was excessive wear on the 
bronze sleeves. 


LUBRIPLATE 


nitely reduce fric- 





Lubricants defi 


equipment to an 

ter degree. LuBRi- * 
rests progressive Wear Then LUBRIPLATE No. 810 was tried. The re- 
—* TE sults were astounding. It was found that 300 
LUBRIPLAT! —_— tons could be rolled between applications 
Lubricants papare patna of lubricant in place of the old 60 ton maxi- 
oeand corrosion. This feature mum. This alone saved six man hours for 
alone puts LUBRIPLA TE cant lubrication for 300 tons of metal. The mill 
front of conventio was speeded up to roll from 2 to 3 more tons 
LUBRIPLATE per shift. There was a saving of 20% in the 
Lubricants are ny oo quantity of lubricant used. The life of the 
nomical for ong life and “stey- bronze sleeve bushings was increased over 
Por properties. A tittle LUBRIC 50%. Needless to say the salesman who in- 
PLATE goes © long Woy: troduced LUBRIPLATE No. 810 to that mill 
Wee does not have to worry about repeat orders 

for it.** 
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* ” * * * 


And so it is with all the LUBRIPLATE Lubricants. 
The Industrial Supply salesman introduces one to 
do an especially tough job, it gives complete 
satisfaction and before you know it the customer 
is using LUBRIPLATE for every lubrication require- 
CeALERS rom coast TO COM ment throughout the plant. This means big, steady, 
” Your crassinign TeEMON repeat orders for the salesman. It is good business 
to introduce LUBRIPLATE Products on every call. 
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ly 000, 000 PATTERNS 


IN MEDART FILES... THE 
ANSWER TO MANY A 
SPECIAL POWER 
TRANSMISSION 
PROBLEM... 


If you're looking for hard-to-find, 
specialized power transmission 
units...come to headquarters 


. .. Medart! If it can be made... be 
Medart can make it! em r 








| Nov. 4-6—National Electronics Con- 
ference, Edgewater Beach Hotel, 
Chicago. 

| Nov. 4-6—Paint Industries Show, 

| Congress Hotel, Chicago. 

| Nov. 15—Central States Mill Supply 
Association, Annual Meeting, Chi- 
cago, Ill. 

| Nov. 16—National & American Asso- 

| ciations, Industrial Distribution 
Forum, Chicago, IIl. 

| Nov. 29-Dec. 4—National Exposition 
of Power & Mechanical Engineer- 
ing, New York. 

| 1949 

ee a ee | Jan. 10-14—National Materials Han- 

dling Exposition, Convention Hall, 

| Philadelphia. 

Jan. 13—Southern & American Asso- 
ciations, Industrial Distribution 
Forum, Biloxi, Miss. 

| Jan. 14—Southern Supply & Distribu- 
tors Association, Annual Mid-Year 
Meeting, Biloxi, Miss. 

Jan. 24-28—International Heating & 
Ventilating Exposition, Chicago, 
Il. 

| Mar. 21-25—International Exposition 
of Textile Machinery, Equipment 

; . & Supplies, New York City. 

Patents make Gobs Mar. 26-Apr. 1—International Light- 
® Shaft Hangers © Ghats Bites ® Rigid Shaft Couplings ing Exposition, Stevens Hotel, Chi- 

* Bicycle Type Sheaves * Set Collars ® Flexible Shaft Couplings cago. 

* V-Belt Drives * Hercules Pulleys * Universal Shaft Couplings Apr. 25- 29—Third Southern Machin- 

» Cast eon Sallove © Wood Pulleys CitenMieteGetees | = & Metals Exposition, Atlanta, 

® Steel Rim Pulleys ® Shatting Iron & Semi-Steel Castings — \1, "-7—International Textile Indus- 

® Ring Oiling Bearings ® Friction Clutches Wire Rope Sheaves | » Md Exposition, New York City. 

* Wick Oiling Bearings ® Sprockets Cut Tooth Gearing May 2-13—British Industries Fair, 

* Belt Tighteners ® Pattern Work Molded Tooth Gearing London, Birmingham. 

| May 10-12—American Management 
Association, Packaging Convention, 
Atlantic City. 

Sept. 19- 22 Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago. 

Oct. 31-Nov. 4—National Safety Con- 
gress Exposition, Chicago. 

Nov. 1-5—Pacific Chemical Exposi- 


tion, Civic Auditorium, San Fran- 
b [i pi Cisco. 
Nov. 14—All-Industry Refrigeration 


& Air Conditioning Exposition, At 
lantic City. 
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ow available with 


B&G SERIES 1531 
UNI-BUILT 
CENTRIFUGAL PUMP 


bu- SEND FOR THESE CATALOGS ON THE COMPLETE B & G Series 1531 Pumps are now offered with a new fea- 

‘ear LINE OF B & G CENTRIFUGAL PUMPS ture—a Mechanical Seal as an alternate to the conventional 
type of stuffing box or packing gland. 

, & The Mechanical Seal adds materially to length of trouble- 

1g0 , i free service, especially where the pumped liquid contains 

‘ = foreign matter which is damaging to the ordinary stuffing 
box. The Mechanical Seal is self-/ubricating and eliminates 
the customary leakage through the packing gland. 

The unit is easily serviced. Removal of a few bolts per- 
¥ mits separation into three parts—motor, bearing bracket 
ghit- pe 2 \ 22) a sub-assembly and pump bode. 
hi = / : All parts are machined to rigid specifications and ac- 

. ta . ~ = ee curately assembled. 
hin- . Positive uniformity 
throughout means 
aie ' quick and easy re- 
dus- . stil placement in the 

’ ao. field. High hydrau- 
Mair oe lic efficiency is ob- 
’ tained throughout 

t . the capacity range 
_ and all pumps are 
ton, shop-tested for con- 
ditions of head and 


phy 8 & G SERIES 1510-1515 PUMPS B & G SERIES 1522 PUMPS capacity specified. 


Con- ¥ ‘anid me * 
oo Hydre-Fie 
Fran- 


xin (4) CENTRIFUGAL PUMPS 


, At BELL & GOSSETT CO. + Dept. AT-35, Morton Grove, Illinois 


*REG. U. S. PAT. OFF, 
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manufacturing business that’s 
th its salt’’ has tool problems— 
me simple, some complex, all of 
them important. 


Bring them to Clark. 


here could the tool engineer find a 
boratory to compare with Clark’s 
m manifold machining operations 
producing axles, transmissions, 
wheels, fork trucks and towing 
tractors, gears and forgings, 
railway trucks! And no standards 
_ of accuracy can exceed those set 
| by Clark for its own products. 


All that experience, all that 
rigid insistence upon accuracy 
are built into Celfor Tools. 

They’re the best tools 

we know of—and 

we know tools. 

Just as a matter of good 
business bring your 

tool problems to Clark. 


PR TOOL Division 


cuanan. MICHIGAN 

























=C QUIPMENT COMPANY 





JACKSON, BERRIEN SPRINGS, MICHIGAN) 
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FROM THE 


we FILES sn 


25 Years Ago 


At the Fall Meeting of the Eastern 
Supply Association, held at the Hotel 
Astor in New York City, Howard 
Coonley, president of the Walworth 
Mfg. Co., Boston, Mass. discussed the 
success his business had won by the 
use of Budgetary Control. All officers 
of the association were re-elected. 

The 29th Annual Meeting of the 
Central Supply Association in Chi- 
cago, Ill. heard reports on the condi- 
tion of the different branches of in- 
dustry represented: Fair to middlin’, 
was the consensus with an apparent 
stability of output and prices. 

Standardization of types and sizes 
in various manufacturing lines, the 
United States Chamber of Commerce 
reported, had eliminated or reduced 
lines by as much as several thousand 
items. Example: pipe fittings, from 
17,000 different styles, types and sizes 
reduced down to 610. 

Henry Ford entered the mill supply 
field through the Ford Motor Co. pur- 
chase of C. E. Johansson, Inc., manu- 
facturer of gages and other precision 
instruments. 

Alvin M. Smith, president of Smith- 
Courtney Co., Richmond, Va. and 
secretary-treasurer of the Southern 
Supply and Machinery Dealers’ Asso- 
ciation, addressed the meeting on 
“Guaranteed Prices and Manufac- 
turers’ Resale Prices.” 





10 Years Ago 


A reader with a gold-dredging outfit 
in the jungle near La Paz, Brazil, 
dropped us a “Thank You” card for a 
copy of our annual directory edition 
he’d just received. 

Will Shakespeare, former All-Ameri- 
can at Notre Dame, was working in 
the New York office of Independent 
Pneumatic Tool. 

The “Cruise” was catching on. “T’ll 
See You On the Bremen” was the by- 
word in mill-supply circles. 

J. H. West, purchasing agent for 
the McJunkin Supply Co., Charleston, 
W. Va. was the speaker of the evening 
at the meeting of the Tri-State Pur- 
chasing Agents Association in that city. 
His topic: “Buying For Resale.” 

Continental Supply Co. of Dallas, 
Texas, opened its new building at 
Houma, La. 

Featuring talks by various manufac- 









































Many LYON Dealers and their customers have 
found it possible to supply us with steel in 12 to 



















24 gauge sheets. In such cases, we will buy the 

steel from you and ship the pound-for-pound 

equivalent in 

EITHER 
t j .. . any selection of LYON standard products (see 
1, partial list below) at regular published prices... 
a 
Mm OR 
; ... assemblies, subassemblies, parts, etc., for 
< your customers’ products —to their specifications 
nat —in an even wider range of gauges —8 to 30. 
For complete details, write or ask your near- 
‘11 est LYON District Office. 
y- 
or LYO Ry METAL PRODUCTS, INCORPORATED 
n, - 
ng General Offices: 1153 Monroe Ave., Aurora, Ill. 
1I- Branches and Dealers in All Principal Cities 
yy. A PARTIAL LIST OF LYON PRODUCTS Ma 
aS, * Shelving Kitchen Cabinets _—@ Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands @ Flat Drawer Files 
at ® Lockers © Display Equipment ¢ Cabinet Benches © Bench Drawers Shop Boxes ¢ Service Carts ¢ Tool Trays ¢ Tool Boxes 
* Wood Working Benches Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks @ Hopper Bins © Desks ® Sorting Files 

- * Economy Locker Racks Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools @ Ironing Tables 
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For work on metals, 

alloys, wood, plastics, 

stone, horn, bone, etc. Plugs in 
any AC or DC socket. 





A good production tool. Has every- 
thing—speed, power, versatility and 
pencil-point precision. Constantly 
cooled by forced air, the 44 runs cool 
and smooth all day long. Weighs 2 
pounds, 842” long, 20,000 

rp.m. $31.50. In wood 

carrying case with acces- 

sories $42.50 


' Hi-Power 


A big fellow. Fast, powerful, 
sturdy, for continuous work. 
Has ample power to drive a 
2%" diameter wheel. Weighs 
3 pounds. 10” long, 

17,000 r.p.m. In case 

with assortment of ac- 
cessories $42.50 


HANDEE 


First tool of this type and today’s finest. 
For precision work. Also gets into hard- 
to-reach places to make repairs on ma- 
chinery. Weighs 12 oz. 6%” long. 
25,000 r.p.m. With 7 accessories $20.50. 
Handee with 40 accessories in carrying case $27.50. 


CHICAGO ACCESSORIES 


Grinding and mounted wheels, sanders, steel cutters, etc.—the most 
complete line to fit any power tool—over 500 of finest quality—all made 
in our own plant. 


Write for literature and attractive franchise open on all 
nationally advertised Chicago Wheel products ° 


CHICAGO WHEEL & MFG. CO. 


Est. 1895 
1101 W. Monroe St., Dept. MB Chicago 7, Ill. 
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turers’ representatives, the Riechman- 
Crosby Co., Memphis, Tenn., holds its 
first sales conference of the year. 

Manufacturer’s Supply Co., Grand 
Rapids, Mich., was one of the ex- 
hibitors at the N. A. P. E. show held 
in Grand Rapids. 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee. 


The belief that September indus- 
trial business activity would show a 
marked tendency to expansion is not 
supported by the latest reports of 
purchasing executives. Production in- 
creased during the month, by catching 
up the slack of July and August vaca- 
tions. Back orders, however, are no- 
ticeably down. 30% of the reports 
indicate a falling off of new orders. 
There is still a substantial bolster of 
back orders in most industries, as 52% 
report maintaining heavy future orders 
and 18%, slight increases. Adjusting 
output and sales to lower priced prod- 
ucts is mentioned, with the drying 
up of demand for high priced and 
luxury merchandise. Textiles are 
prominently mentioned in the slow 
business group. The comment is not 
pessimistic. Good business in many 
lines is assured for the immediate 
future. 

This month, we asked reporting 
purchasing agents to make a compari- 
son of purchased inventory turnover 
rate with that of a year ago. 84% tre- 
port increases in turnover rate, many 
of them substantial, proving the 
wisdom of the cautious buying and 
inventory policy generally pursued 
during the past year. 








Prices 


Prices have continued to advance 
as upward adjustments are applied to 
items that were not immediately af- 
fected by the upsurge in July and 
August. The momentum of that 
movement now appears to be spent. 
Purchasing agents look for a period of 
near stabilization which should trend 
down, as competition to build up 
lagging order backlogs becomes more 
of a factor. Increasing industrial pro- 
duction and high farm crop yields, 
with lowering demands, are steadily 
narrowing the margin between supply 
and demand. Opinion is expressed 
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And Now More Than Ever 
You Need Thermoid 


Quality 


Slowly but surely the heat of competition 
is being turned on. Ability to deliver from 
stock is no longer the only consideration. 
Customers are again searching for plus 
values in quality. 


You can count on Thermoid to deliver that 
quality. Right now, as part of a continuing 
program of product improvement, new raw 
materials are being examined and tested, 
so that we can select those that will produce 


hermol 


Y 


er AR 


belting, hose and friction materials of 
greater than ordinary wearing ability. Day 
by day, Thermoid is delivering the kind of 
industrial rubber products and friction ma- 
terials that satisfies the customers and makes 
your business grow. 


That’s another reason why it’s good busi- 
ness to do business with Thermoid. 


The Thermoid Line Includes: Transmis- 
sion Belting . . . F.H.P. and Multiple 
V-Belts - Conveyor Belting - Elevator 
Belting - Wrapped and Molded Hose - 
Custom Molded Products + Industrial 
Brake Linings and Friction Materials. 


Thermoid Company * Main Offices and Factory * Trenton, N. J., U.S. A. 
Western Offices and Factory * Nephi, Utah, U. S. A. 
Automotive and Industrial Rubber Products + Friction Materials + Oil Field Products 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1948 








Anite, 


FINDING 


MONEY! 


‘oo 
»' 


Time was when Industrial 
Distributors were prone to consider 


bolts, nuts and screws as “convenience | 


items’”— to be carried mainly to keep 
their customers happy. 


Nowadays, however, progressive | 


distributors know that bolts, nuts and 
screws are, in fact, high profit items that 
have been paying their keep right along 


and painting a pretty picture on the balance | 
sheet year after year. They say that this | 


discovery is “almost like finding money”. 


We could say: “we told you so”— but | 
we'd rather give you a few of the important | 


“reasons why” fasteners are real profit makers: 


1. Turnover is fast-you can take your profit | 


on your normal stock 8 to 12 times a year! 


2. Bolts and nuts do mot depreciate—there is | 
no chance of loss due to obsolescence or “storage depreciation”. 


3. No service expense involved —as there is with larger, more 
expensive, pieces of equipment. 


4. No loss in handling — such as leakage, or breakage. 


5. There is little sales expense involved in selling bolts, nuts and screws. | 


They practically “sell themselves” if the 


customer is reminded of his need for them. | 
Take these: and other facts into consideration | 


and you, too, will realize 
there’s real money in fasteners! 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Birmingham ¢ Chicago 
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that demand cannot continue long to 
support the extreme high of many 
prices. 


Inventories 


The trend is sharply down, continu- 
ing the policy of last month. A year 
ago, industrial purchased inventories 
had become well balanced. Noncritical 
supplies had been reduced to the 
levels of available critical materials. 
Since then, a consistent effort has 
been made to reduce them to the 
lowest possible amount necessary to 
maintain production schedules. ‘That 
this has been accomplished is evident 
in the current comparison of turnover 
rate with a year ago. 84% report 
greater turnovers, many 25% to 50% 
faster. Some report having the highest 
rate of turnover ever obtained. There 
is every indication that this cautious 
attitude will continue. 


Buying Policy 


A shorter view on forward com- 
mitments is shown by September re- 
ports. The trend to not over 60 days 
is more pronounced. 65% are within 
these limits; 33% are limiting to 90 
days. With little confidence in the 
top-heavy price structure, some buyers 
are insisting on price protection for 
even this short range. 


Commodity Changes 


Many prices advanced in Septem- 
ber reports reflect the increased cost of 
basic materials in August, while many 
of those on the down side are the re- 
sult of weakness in farm products. 

Up were: aluminum products, bi- 
chromate, cadmium, capital equip- 
ment, chemicals, cutting tools, soy- 
bean oil, meat, glassware, glue, lime, 
phenol, rubber, spiegeleisen, turpen- 
tine. 

Noted down: alcohol, brass ingots, 
coal, cornstarch, corrugated boxes, 
cotton twine, elastic webbing, grains, 
eggs, sugar, corn, rice, oleic acid, some 
paper products, imported pulp, waste- 
paper, shellac, stearic acid, cotton tex- 
tiles. 

Still hard to get: aluminum, am- 
monia, cadmium, chain, chromic 
acid, copper, steel furniture, pig iron, 
lead, nails, nickel, kraft paper, steel, 
tin, zinc. 

Easier are: containers (except 
steel), coal, fuel oil, crushed gypsum 
rock, lumber, paper. 


Employment 


The trend to increase, reported last 
month, has not continued in Septem- 
ber. Pay roll registration remains 











—three separate and distinct disc-and-seat combina- 
tions are now avadable so that the proper valve can 
be matched exactly to your need. You can choose be- 
tween a FULL-PORTWAY or a THROTTLE-PORT 
type each with a heat-treated stainless steel plug disc 
of approximately 500 Brinell hardness or a nickel alloy 
radial disc and seat. In addition, seat rings are the back 
seated type with pressure tight joint between seat ring 
threads and line pressure. 


For high pressure service, Fairbanks offers you a rugged new 
line of globe and angle valves with outstanding engineering 
advances that mean improved flow control ... longer valve 
life...mew freedom from maintenance ... greater valve 
economy and wider service through interchangeability of 
valve parts throughout the entire line. 


ALL 3 HAVE THE UNIQUE COMBINATION 
OF THESE @ FEATURES... 


P| STRENGTHENED BODY — Heavily ribbed bodies for greater rigidity. 
e 


2 SPECIAL STEM ALLOYS — Stems are of a special high tensile strength 
@® bronze alloy which has increased resistance to corrosion, abra- 
sion and distortion. 


3. RADIAL BONNET-TO-BODY JOINT — which makes a better pressure 
* tight joint. 


} GUIDED DISC ACTION — A new type of stem and disc connection 

* has been developed for these valves. The shoulder type is im- 
proved by extending the stem below the shoulder. This extension 
fits snugly into a disc recess, acting as a disc guide and prevent- 
ing canting or cocking of the disc. 


For further information, write us or your local Fairbanks distributor. 


Full-Port Stainless Steel 
Plug Dise and Seat 


For severe operating conditions where throt- 
tling is required and FULL-PORT opening is 
also necessary. Provides advantages of FULL- 
PORTWAY with plug type disc and, seat. 


Fig. 0551 
Globe 


mien reteees 


Throttle Port Stainless Steel 
Cone-Plug Disc and Seat 


For the most severe operating conditions and 
where constant throttling is required. 75% of 
full flow area is provided by this new Fair- 
banks construction. The depth of the contact 
between the cone plug disc and seat is twice 
that of FULL-PORT type. 


Nickel Alloy Radial Disc and Seat 


For service where throttling is not re- 
quired but pressures and operating con- 
ditions tend to shorten the life of 
an ordinary valve. 


fairbanks 
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The aie No. 1 
Wederws 


Built right, special heat-resist- 
ant leather. Entire back one 
piece, no burned-out seams. 
Wool heat breaker inside. 


OLD HICKORY : 


STEELGRIP 


MADE IN US 


HEREVER men work, there you will 
find immediate sales openings for 
STEEL-GRIP SAFETY APPAREL. 

Management, in smail and large plants 
of all kinds, realizes the importance of this 
protection, recognizes the quality of STEEL- 
GRIP and makes purchases that result in 
good profit. 

This complete line of SAFETY AP- 
PAREL, that covers all needs from head to 
toe, makes it possible for you to supply 
every requirement. 

We have been a source for SAFETY 
APPAREL for more than 35 years. Each 
item in our extensive line has been devel- 
oped in quality, in comfort, in durability, 
to be ideally suited for the need. 





about the same, though overtime 1s 
disappearing and shorter time is sched- 
uled in several industries, creating an 
uneasy labor situation. Skilled me- 
chanics and office workers are scarce. 
Better productivity is noted. Truckers’ 
strike in the East and waterfront 
strikes in the West are the most dis- 
turbing of current labor conditions. 


Canada 


Production is steady, back orders 
holding well, somewhat better than 
in the States; prices continue up trend, 
with tendency to level off; inventories 
static; employment unchanged; buy- 
ing policy moving up to 90-day 
category. 





NEW LINES 
taken on by 
DISTRIBUTORS 





]. W. Minder Chain & Gear Co., Los 
Angeles, Calif., has been made dis- 
tributor by the Thermoid Co. and 
now carries stocks at both Los An- 
geles and Portland, Ore., of trans- 
mission, conveyor and elevator belt- 
ing, together with other rubber 
products. 


The Consolidated Electric Motor Co., 
New York City, has been appointed 
a certified service shop for Allis- 
Chalmers motors, transformers and 


@ Included in the line are GLOVES, MITTENS, APRONS, controls. 
HANDGUARDS, ARM PROTECTORS, FLAME-PROOF 


CLOTHING, LEGGINGS, SPATS, and FINGER GUARDS. SAFETY APPAREL 


FOR ALL PARTS 
OF THE BODY 


M. N. Thackaberry, Los Angeles, 
Calif., has been made distributor for 
the full line of lathes manufactured 
by the Logan Engineering Co., Chi- 
cago, Ill. 





The Hallidie Machinery Co., Seattle, 
Wash., has added a number of new 
lines, including: Oil-Dri Corp. line, 
for which they are distributors in 
Washington, Oregon and_ north 
Idaho; “Cim-Cool” (Cincinnati 
Grinding Machine Co.; and Keller 
air tools. 








There are more than 
4300 items in our line. 


Pz. 


OLD HICKORY 


STEEL GRI 


: | James E. Allen 
P | To Start Own Business 


James E. Allen, for many years ex- 
ecutive vice-president of The Aro 
Equipment Corp. of Bryan, Ohio, has 
resigned to start his own business. 

Mr. Allen is setting up his business 
on the West Coast to represent several 
lines of industrial products for manu- 
facturers in various parts of the 


country. 


lndustrial 
1643 GARF sonia oarsmen dl ILL. 
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Sic his ever run.a Sithonds I. P. Saw will tell you this is true: The 
most profitable lumber-cutting combination you can get anywhere is (1) Simonds “Blue Tip” Bits 
fitted into (2) Simonds “Red Circle” Shanks . . . and this bit-and-shank assembly inserted into 
a longer-lived Simonds saw-plate. Un- 
der any conditions, even frost, this 


combination will cut more lumber of , S| AY, | ‘@) N DS 


higher grade .. . and keep running 
longer even if continually crowded to 
the limit. Get Simonds I. P. Saws from FITCHBURG, MASS. 


your — vo — touch with the Other Divisions of SIMONDS SAW AND STEEL CO. 
nearest Simonds office. making ~~ st for Industry 


BRANCH OFFICES: 1350 Columbia Road, Boston Bivrenrs 
»7, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W i PHILADELPHIA, PA “CANADA SAW CO. 10. 
Eighth St., Los Angeles 1 ‘, § al.; 228 Firse St., San mONOS SAW AND STEEL ¢ Grinding 

Francisco §, Calif.: 311 S.W. First Ave., Portland 4, ° 


pecial Electric 
Ore.: 31 W. Trent Ave, Spokane 8, Wash.; 554 Beatty i Wheels Senet Products 


St., Vancouver, B. C. Canadian Factory: $95 St. Remi 


St., Moatreal 30. Que \ : ane Steels and Grains for Canada 


SAW AND STEEL CO. 


etic" ame Bsa 


ge © 
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“MULCONROY Siar... 


“1 Extra SERVICE FOR 





OBITUARIES 








Aldus C. Higgins 
Aldus C. Higgins, 


| Norton Executive 


| Aldus C. Higgins, 75, identified 
| with Norton Co., Worcester, Mass. 
| for nearly half a century, died on 
| September 10 in that city. At the 
time of his death he was chairman of 
| the Norton Co. executive committee. 
His first Norton employment was 
| as patent counsel, starting July 1, 
| 1900. He had served in many Norton 
| executive positions, including that of 
| president, general manager and chair- 
man of the board of directors. 
Mr. Higgins was honored by the 
King of Sweden on his 75th birthday 
| anniversary last December, during the 
| annual Norton Co. service awards 


‘| party in the Worcester Memorial 


WHERE OTHERS Sion!” 


5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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| Auditorium. 


George C. Gilles, President 
Belmont Packing & Rubber 


George C. Gillies, president of the 
Belmont Packing & Rubber Co. for the 
past 17 years, died on September 8 
at the age of 56. 

Mr. Gillies, a native of Scotland, 

_ came to Canada as a youth and to this 
country 20 years ago. 

Surviving are his wife and a daugh- 
ter. 


Joseph H. Hazley, 
Jacobs Mfg. Executive 


Joseph H. Hazley, connected for 
more than 25 years with the Jacobs 
Mfg. Co. of Hartford, Conn., died on 
August 4. 


As sales manager of the firm for 





many years, Mr. Hazley was well- 
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> DOUBLE PRODUCTION 
ITHOUT COSTLY EXPANSION? 


j Get your copy of 


this information-packed 
8 Page Booklet describing 
Schrader Air Control Products. 


SPRAD Hatende 


7 PRODUCTS 
CONTROL THE AIR 


Power Can Help You 


Yes, it is a fact that you can increase, even 
double, production of many of your 

machines without making costly changes or 
expanding your plant... if you apply the 

proper Schrader Air Cylinders and 

Operating Valves to existing equipment. 
Schrader Air Cylinders eliminate slow 

manual operations. Operators work with 

greater speed and safety. They do not tire 

when Air Power takes over the hard jobs. 

Every application for air cylinders requires the 
use of operating valves. Schrader not only 
supplies types and sizes of cylinders for all 
purposes but a complete range of air valves— 
hand, foot, or pilot-operated. 

Get the story on Schrader Air Cylinders and Valves 
at once. And choose all other accessories from the 
Schrader family of air control products— 

the world’s most complete line. 


a "pieaae De’ Son, 2 Vanderbilt Avenue 


Brooklyn 17, deta RB ge others 
" "Division of Seovill Manufacturing Company, | 


mation about the products I have checked in circles below: 


Please send me your FREE BULLETINand more infor- 


Name. 


¢ 








r 7 


Address 





State 





> Air Cylinders © Air Hose & Fittings 
e) Air Valves O Hose Reels 
> Press Controls O Hydraulic Gauges 
6 Air Ejection Sets © Air Pressure Regulators 
° O Blow Guns O Air Line Couplers 
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CAPACITY 


Production with 


Kate Geass 


700 STANDARD WORM HOBS! 
in Stock Ready for Use Send for 


Get our 12 page Bulletin Worm 9 
No. 9 showing all dimen- No. 
sions in detail. These hobs 
are not for sale, being solely 
for customer use. 








Jobbers! 
Please Write 
for 
Prices, Details 
etc. 












Brad Foote GEAR WORKS 
CICERO, ILL. 
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known in industrial circles. He was 
also a vice-president of the company 
at the time of his resignation from 
active service in 1945. He retained his 
membership on the company’s board 
of directors until the time of his death. 


Leslie Ray Watson, 
The Henry Walke Co. 


Leslie Ray Watson, 33, native of 
Norfolk and resident of Virginia 
Beach, died on September 17, a vic- 
tim of poliomyelitis. Mr. Watson, a 
veteran of world War II, had been ill 
two or three days at his home before 
entering the hospital. 

He was assistant manager of the 
machine tool department at The 
Henry Walke Co., of Norfolk. He 
joined the firm in January, 1936 as 
a store salesman. Subsequently he 
moved up through various capacities 
to become an office salesman. 

During his tenure with the com- 
pany, Mr. Watson served for four 
years with the Eighth Army Air Force 
in England, and was discharged as a 
captain. 

He is survived by his wife and 
parents and a son. 


Carl R. Johnson, Manager 
Stambaugh-Thompson Sales 


Carl R. Johnson, industrial sales 
manager of the Stambaugh-Thomp- 
son Co., died on September 7. He 
was 49 years old. Surviving are his 
widow and three children. 





Howard Butt 


Howard Butt, 
The Wm. Powell Co. 


Howard Butt, vice-president and 
manager of the New York office of 
The Wm. Powell Co. of Cincinnati, 
Ohio, died at his home in Side Hill, 
Morristown, N. J., on August 23, He 
was 58 years old. 

Mr. Butt joined the firm in 1930 
and was made a vice-president in 1944. 
He was widely known in engineering 
circles and the valve industry. He held 
memberships in D. T. A. C., Engi- 
neers Club of New York, A. S. M. FE’. 
and the Economic Club. 
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y 


Ra. Pékiten- 
me aed ratchets . 
i industrial and con- 


ire... 
FIRONG™EROS. TOOL co. 
“The Tool Holder People" 
5205 West Armstrong Ave. * Chicago 30, U. S. A. 


Eastern Whse. & Sales Office: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. & Sales Office: 1275 Mission St., San Francisco 3, Calif. 
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how many 
customers 


have you? 


TH u 
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extinguisher 
for every 
fire hazard 


Portable and Wheeled Units 
Manual and Automatic Systems 








Whether it’s a hundred, a 
thousand, or more... 
every one needs PYRENE 





Today it’s truer than ever before: Your 


customers don’t dare to gamble with fire! 


With overhead skyrocketing, building costs 


out of sight, and equipment hard to get— 
they can’t afford to take chances on inter- 
rupted production or damage to physical 
plant. So make sure that all your customers 
have full protection. Sell them the proper 
PyrENE* equipment for every fire risk in 
their plants. Your customers know that 
nationally-advertised, nationally-famous 


PyYRENE is a name they can trust. 


/ f you need technical assistance, call 
on PyrENE sales engineers. Use their 

. services ... they’ll help you increase 
your sales. 





COMPANY 


581 Belmont Ave., Newark 8, N. J. 


Affiliated with C-O-Two Fire Equipment Company 


Carroll D. Hepler, 
G. E. General Manager 


of General Electric Co.’s construction 
materials department, Bridgeport, 
Conn., died of a cerebral hemorrhage 
on September 22. He was 43. 

Formerly vice president in charge of 
marketing for the Trumbull Electric 
Mfg. Co., a G-E affiliate, Mr. Heple: 
had been appointed head of the con 
struction materials department when 
| it was formed in May. 


NEWS 














Frederick Muller 


Frederick Muller Joins 
Browning Brothers, Inc. 


Frederick Muller, former vice-presi- 
dent of Carter, Milchman & Frank, 
Inc., has been elected vice-president 
and director of Browning Brothers, 
Inc., New York City. 

Mr. Muller’s 32 years’ experience in 


| the industrial supply field includes 


service with Biddle Purchasing Co. 
and Manning, Maxwell & Moore, Inc 


Lincoln Engineering Co. 
Augments Facilities 


A modern two-story building, the 
fourth addition to its facilities in 
eleven years, has recently been com- 
pleted by the Lincoln Engineering Co. 
of St. Louis, Mo. 

The structure adds approximately 
34,000 sq. ft. of floor space and pro- 
vides for enlarged administrative facili- 
ties together. with a display room for 
the company’s complete line of lubr- 
cating equipment, service school, sales- 





men’s training facilities, and a com- 
pletely equipped demonstration room 
with:a power-operated automotive lift 
and a pit installation. 
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Carroll D. Hepler, general manager 
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ES THOUSANDS OF FA 


Originators of the modern 
cold-forging method that 
produces stronger more uniform 
fasteners by... 


@ From the beginning of our operations 30 years ago our 
aim has been directed toward making the best fasteners 


possible in a restricted list of types. All our manufacturing 
facilities and skill today are concentrated on Top Quality 


ity devoted to parts of special design required by our 
customers. This specialization is your assurance that 
Cleveland Fasteners meet the highest standards specified 
in this field. Write for folder explaining double extrusion 


! 
i 
! 
! 
! 
Cap Screws, Set Screws and Milled Studs—with some capac- 
| 
l 
! 
! 

process used in Cap Screw production. i 

| 


CLEVELAND oie A 79TH edhe gee Sages 4, eats 


hi SPECIALISTS FOR 30 YEARS IN CAP AND SET SCREWS AND MILLED STUDS 


Warehouses: Chicago and Philadelphia 


FASTENERS 
e Ask your Jobber for Cleveland Fasteners 
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MADE FOR EVERY 
INDUSTRIAL USE 


4000 TYPES 
Of Casters & Wheels 


Users soon discover the savings of- 
fered by Darnell—the news will 
spread and you will profit. The high 
quality of Darnell Products has been 
a talking point for years. Investigate 
our special dealer proposition today. 


yy DARNELL 
MANUAL 


DARNELL CORP. LTD. 60 WALKER ST., NEW YORK 13, N_Y 
LONG BEACH 4, CALIFORNIA 36 N. CLINTON CHICAGO 6, ILL 
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George E. Farmer 


Clipper Names Farmer 
Its Factory Representative 


George E. Farmer of Glen Ellyn, 
Ill., has been appointed factory repre- 
sentative of The Clipper Belt Lace: 
Co., Grand Rapids, Mich. Mr. 
Farmer will serve Chicago and _ its 
vicinity, the states of Wisconsin, Min- 
nesota, North and South Dakota and 
including the immediate district in 
and around South Bend and Ham 
mond, Ind. He succeeds Perl E. 
Crothers, retired. 

Mr. Farmer has had many years of 
experience in the belt lacing field, 
particularly in service to authorized 
jobbers and their customers within 
his territory. 


Allis-Chalmers 


Promotes Bilsland 


B. F. Bilsland has been advanced 
from the position of manager of the 
Allis-Chalmers Chicago district to 
manager of the company’s newly 
formed midwest region. 

A mechanical engineering graduate 
of Purdue University, Mr. Bilsland has 
been associated with the firm since 
1919 and has been manager of the 
Chicago district for the last 15 years. 
He will continue to make his head- 
quarters in Chicago. 

Mr. Bilsland is succeeded as Chi- 
cago district manager by J. C. Collier, 
who has been employed by Allis- 
Chalmers since 1916. He is a graduate 
of North Carolina State College of 
Engineering and has been associated 
with the company’s Chicago office 
since 1929. 

The new region which Mr. Bilsland 
will direct embraces six district and 
six branch offices in Chicago, Daven- 
port, Rockford, Indianapolis, Evans- 
ville, Louisville, Kansas City, Omaha, 
Milwaukee, Minneapolis, Duluth and 
St. Louis. 





All Steel 
Standard Merchant * Extra Heavy ° Line Pipe 
Half Couplings for Welding 


Black or Galvanized 





Sizes — 1/3" to 6”, inclusive 
Precision Cut Threads 


Rigidly Inspected 


250+ (steam pressure) 
Black or Zinc Coated (impregnated electrolytic) 
Steel * Brass Seat * Ground Joint 


Tested to 8,000+ P.S.1. (hydrostatic) 


Pittsburgh Testing Laboratory 


Approved Steel Unions 


(eliminate possibility of blow-hole leakage) 


Sizes — 1/4’ to 1”, inclusive 


For your complete satisfaction and the protection of your customers, buy only from an old, established and reputable 
( AUTI ON: manufacturer . . . thus being assured of controlled quality products, made to standard trade specifications 


@ (U. S. Bureau of Standards) . . . carefully manufactured to proper overall dimensions with precision-cut threads. 


REPRESENTATIVES IN PRINCIPAL CITIES ORIGINATORS OF 


STEEL PIPE UNIONS 
A QUARTER 


CENTURY 
OF PROGRESS 


AND STEEL COUPLINGS 
AT POPULAR PRICES 


UNIONS * COUPLINGS * NIPPLES * KWIK-HEAT COILS 


CAPITOL MANUFACTURING & SUPPLY CO., COLUMBUS, OHIO 
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DISTRIBUTORS are 
doing a FINE JOB with 
PHILADELPHIA 
CHAIN HOISTS 


... the line that covers 
all hoisting requirements 
from i to 20 tons 











With Spur Gear Hoists, Screw Gear Hoists and Differential 
Hoists with which to meet industrial hoisting needs, 
‘Philadelphia’ Distributors have at their command a line 
that they can depend on for greater safety, efficiency and 
economy . . . a sturdy line that saves in labor, time and 
maintenance. 


These advantages are achieved with design and construc- 
tion details which are easy to demonstrate to prospective 
customers. Distributors looking to ‘Philadelphia’ as their 
source of supply and using the many features offered as 
their sales ammunition are cashing in on their efforts . . . 
and building good will among their customers. 








Specifically, ‘Philadelphia’ offers: a hollow load sheave 
shaft of bronze-bushed malleable iron . . . a solid one- 
piece driving pinion shaft, heat treated and ground... 
completely enclosed bearings, as well as other features 
which contribute to long-lived service and outstanding 
performance. 





D. C. Smyth 


D. C. Smyth 
Honored At Dinner 


A testimonial dinner in celebration 
of his 50th year with The Henry G. 
Thompson & Son Co. of New Haven, 
Conn., recently was given to Douglas 
Campbell Smyth, a director, treasurer 
and purchasing agent of the firm. A 
suitably engraved tray was presented 
to Mr. Smyth by his associates and the 
company in commemoration of the 
occasion. 

Among those in attendance at the 
dinner were William E. Cross, presi- 
dent of Clemson Bros., Inc. of Mid- 
dletown, N. Y.; D. W. Northrup, 
president of the company; Fellowes 
Thompson, Graham ‘Thompson and 
Wade Marks, directors and other off- 
cers; and 50 associates in the Thomp- 
son Co. 


Failey Appointed 
Goodrich Division Manager 


John M. Failey has been named 
manager of the industrial products di- 
vision of the B. F. Goodrich Co. in 
the New York area. Mr. Failey has held 
a number of sales and production posts 
in the company and succeeds William 
A. Whitenack. 





Full cooperation with Distributors 
is assured by ‘Philadelphia’. 
An 18-page complete catalog is available 
describing the complete ‘Philadelphia’ line 
of hoists. 
Ask for Catalog 4-A. 


PHILADELPHIA CHAIN BLOCK & MFG. CO. 


Mascher & Norris Sts. 
PHILADELPHIA 22, PA. 











INDUSTRIAL DISTRIBUTION © NOVEMBER, 1948 





GOOD BUSINESS is ahead this year; 
that’s the joint opinion of Ed C, Ma- 
honey and President J. C. Crimmins 
of Mills & Lupton Supply Co., Chat- 
tanooga, Tenn. 








Two-Flute Fast 
Spiral Double-End 


es : > End Mill with %” 
Of ae >. Straight Shank. 


Fast Spiral Double- 


“More Accurate Selection pamwmewy fuss 












Two-Flute 
Fast Spiral Double- 
End End Mill with 


f Q lit F (| N) il : ‘ 346” Straight Shank. 
Long, Fast Spiral 
Double-End End 
Mill with 346” 
Straight Shank. 


OFFERS @) ADDITIONAL | 
TYPES 











NEW HANDY-SIZE CATALOG 


Fast ‘Spiral Singles | describing important production- 


End End Mill with +s ' 
Straight Shank. Ss improving features of all Brown 


& Sharpe End Mills together with 
complete specifications and 
<i ie prices. There’s a Brown & 


b sseseel 


Sharpe quality end mill to meet 
long, Two-Flute 


Fast Spiral Single- oes — aT 
End End Mill ‘with | every end milling need. Brown & 
traight Shank. ° 
Long, Fast Spiral Sharpe Mfg. Co., Providence 1, 
in nd E . 
Mill "with Straight oe : R. Be U.S. A. 
Shank, ; ; i 


Extra Long, Fast : ; i 
Spiral Single-End : 

End Mill with 

Straight Shank. 


BROWN & SHARPE CUTTERS [5 








ALIGNMENT BUSHING 


Revolves on Retainer Pin. 


HARDENED RETAINER 
PIN 
Presses into hex bushings. 








Cutters revolve against hex bush- 
ing shoulders, 
HARDENED HEX 
BUSHINGS 


Pressed into casting, absorb radial 
rust —cannot turn. 


NOT SOFT CASTING 








Exclusive, improved Vincent Dressers and tough, 
long-lasting Vincent Dresser Cutters are just the combination 
to produce clean, accurate dressings at lowest cost. They 
are the right combination for comp/ete customer satisfaction. 


The improved, exclusive features of Vincent Dressers 
shown above assure more accurate dressings and fewer 
dresser replacements. Special analysis steel, heat treated to 
exactly the correct hardness, provides added dressings from 

every Vincent Cutter. 
Point out these features to 


Use #0 Dressers OF, your customers for faster sales... 
Wheels up t° 


face- 


* “ 7 
greater repeats. 
Dressers 07) 
« Use #1 im’ to 2 
Wheels 
face. 
2 Dressers 
- Sectgis li 
face. 
e #11 of 
2 Dressers on Wh 
of extra W . 


USE THIS CHART TO 
SELECT THE PROPER 
DRESSER FOR EVERY 
JOB! 


VINCENT — 


STEEL PROCESS € 


on 
2" 





OMPANY 
Heot Treaters of Metals—300 Tons Capacity Daily 


Producers of GRINDING WHEEL DRESSERS AND CUTTERS © 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 


HSS TOOL BITS 


TUBE CLEANER CUTTERS ¢ HIGHWAY SURFACER CUTTERS 





2424 Bellevue Avenue 


178 


Detroit 7, Michigan 
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POINTING OUT territorial expan- 
sion is H. T. Wagener, sales manager 
of James McGraw, Inc., Richmond, Va. 





J. H. Williams & Co. 
Opens Office and Warehouse 


J. H. Williams & Co., Buffalo, 
N. Y., manufacturer of drop-forgings 
and drop-forged tools, has opened a 
warehouse and sales office in Los An- 
geles, Calif. 

Their building is located at 2266 
East 38th Street (Vernon) where a 
complete stock of all Williams catalog 
stock products will be carried to serve 
the western area. In addition to the 
states of California, Oregon and Wash- 
ington, the branch will carry sufficient 
stock to serve Nevada, Utah, Arizona, 
New Mexico, Idaho and _ western 
Montana. 

Charles F. Coates has been ap- 
pointed western district manager and 
he is in charge of the new sales office 
and warehouse, assisted by experienced 
personnel from the firm’s headquarters 
in Buffalo. The new facilities are 
complete in every way to give immedi- 
ate delivery and prompt service to 
western customers. 

The Williams Company, one of the 
largest in its field, is in its 66th year 
of engineering and manufacturing a 
complete line of wrenches along with 
a wide assortment of shop tools and 
accessories used in industrial, auto- 
motive, aircraft, plumbing, refrigera- 
tion and oil fields. 


Beg Your Pardon .. . 


. .. Chicago Lock Co. The advertise- 
ment of Chicago Lock Co., appearing 
on Page 65 of the October 1948 issue 
was not shown in “Advertisers Index.” 
We regret the oversight. 

. . . Allis-Chalmers. On page 114 of 
the October issue appears a news item 
about the appointment of Mr. W. L. 
Manly as manager of dealers sales of 
the Allis-Chalmers Mfg. Co. We re- 
gret that his name was incorrectly 
spelled in the second paragraph. 
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i AUTOMATICALLY REVERSIBLE 
is ‘ok FULL SPEED RANGE 














OR Bo. . 
a A Lever Type Aro Tappe re- tapping ° 


tion—suspended from an hee Balancer. 


Sued 
eas 


Bi 


INCREASES OUTPUT... 
REDUCES COST! 


Speed up tapping and re-tapping operations... cut down costs... 
with the new ARO Push-Pull Tappers! Automatically reversible 
—push for forward... pull for reverse. Twelve new models in 
wide speed range—450—750—1100—2500 r.p.m. Capacity 450 
r.p.m. 4” tapin 4%” sheet steel. Re-tapping. chasing and cleaning 
up to %”. 
Designed with higher torque, provided by a secondary planetary 
gear system supplementing Aro’s famous “O” Series motor... 
variable speeds for maximum efficiency in an unlimited field of 
metals... simplified tap changing and adjusting by means of new 
type Jacobs tap chuck . . . trouble-free reversing mechanism ...Aro- 
built dependability. See your Aro Jobber or send coupon for 
new bulletin, 


The Aro Equipment Corporation, 102 Trevitt St., Bryan, O. 


Without obligation, send us your illustrated bulletin on the 


new Aro Push-Pull Tappers. 


Cee eee eee eee eee eeeeeeeeeeeeeeeeeresesreesee eeoetosese 


Street... cccccccccccccvccccccccccceccccee occccccccccecce e 


AIR TOOLS 
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A NEW TRAP 
JOINS A 
FAMOUS LIN. 





=_ on ay 
4 
é 


ark Traps 


4 
INTRODUCING THE NEW CLARK “60” 




















A small trap with big trap fea- 
tures. Positive seating with 
guided disc. Equipped with 
WN two inlets and two out- 
» lets for easy installa- 
», tion for horizontal, 
> vertical or angle 
connections. 


























Let Clark’s 
40 years of 
experience be‘ 
your guide in se- 
lecting the proper 
trap or valve for 
your drainage needs. 































Write today 

for complete 
story on Clark 
Traps and Valves. 

















THE CLARK MANUFACTURING CO. 


1844 EAST 38th STREET ¢ CLEVELAND 14, OHIO 





















an 


TRAPS — FLOAT, INVERTED BUCKET, OPEN BUCKET 
AND VACUUM ® REDUCING VALVES e¢ STRAINERS 
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V. Paul Yale 


Walker-Turner Names Yale 
District Representative 


V. Paul Yale has been appointed 
district representative of the Walker- 
Turner division, Kearney & Trecker 
Corp. in charge of the states of Michi- 
gan and Indiana. 

Mr. Yale attended Rensselaer Poly- 
technic Institute, graduated from 
West Point in 1939, and was an of- 
ficer in the U. S. Regular Army until 
1947. 





LEGAL NOTICE 
STATEMENT OF THE OWNERSH MANAGEMENT, 
CIRCULATION, ETC., REQUIRED BY THE ACT 
OF CONGRESS OF AUGUST 24, 1912, AS 
a eo’ THE ACTS OF MARCH 3, 

3, AND JULY 2, 1946 

of Industrial “Distribution. published monthly at Al- 
bany, N. Y., for October 1, 1948. 
State of New York} ss, 
County of New York 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared J. A. Gerardi, who, 
having been duly sworn according to law, deposes and 
says that he is the Secretary of the McGraw-Hill Pub- 
lishing Company, Inc., publisher of Industrial Distribu- 
tion, and that the following is, to the best of his 
knowledge and belief, a true statement of the ownership, 
management, etc., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, as amended by the Acts of March 3, 
1933, and July 2, 1946 (section 537, Postal Laws and 
~ rceede printed on the reverse of Form 3526, to 
wit: 


1. That the name and address of the publisher, editor, 
managing editor and business manager is: Publ ame. 
McGraw-Hill Publishing Company, ine. Editor, F. 
Crowder; Managing Editor, R. arnett ; AES 
manager, W. A. West, all of 330" weet 42nd St., New 
York 18, N. Y. 

2. That the owner is: McGraw-Hill Publishing Com- 
pany, Inc., 330 West 42nd Street, New York 18, N. Y. 
Stockholders holding 1% or more of stock: Curtis W. 
McGraw, Executor of the Will of James H. McGraw, 
330 West 42nd Street, New York 18, N. Y.; James . 
McGraw, Jr., 330 West 42nd Street, New York 18, N. 
James H. McGraw, Jr., Curtis W. McGraw and wiitard 
T Chevalier, Trustees for: Harold W. McGraw, James H. 
McGraw, Jr., Donald C. McGraw and Curtis W. McGraw, 
all of 330 West 42nd Street, New York City; Edwin 8. 
Wilsey and Curtis W. McGraw, Trustees for James H. 
McGraw, 3rd, Madison, New Jersey; Curtis W. McGraw, 
Donald C. McGraw, both of 330 West 42nd Street, oo 
York City; Mildred W. McGraw, Madison, New Jerse: 
Grace W. Mehren, 536 Arenas 8t., La Jolla, Calif: 
Jacob L. Hain, 1 North 5th Street, Reading, Pa. 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 
total amount of bonds, mortgages, or other securities are: 
None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee is act- 
ing, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which 
stockholders and security holders who do not appear upon 
the books of the company as trustees, hold stock and 
securities in a capacity other than that of a bona fide 
owner; and this affiant has no reason to believe that 
any other person, association, or corporation has any 
interest direct 7 indirect in the said stock, bonds, or 
other securities than as so stated by him. 

GERARDI, Rocretery. 
McGRAW-HILL PUBLISHING COMPANY, 

Sworn to and subscribed before me this 2h ~ of 
a. 1948, 

[SEAL] ELVA G. a 
(My commission expires March 30, 1950. 
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THE AIR YOU BREATHE SHOULD BE AS PURE AS THE WATER YOU DRINK 


YU 
(REcT DF 


TOP TELEPHONE salesmen of J. G. 
Christopher Co., Jacksonville, Fla. are 
B. F. Teele and R. A. Gray who work 


as a team. 


Osborn Sales Conference 
Previews New Methods ¢ UNIVERSAL ayo, 

New power brushing techniques, s. owionte wh. saitie 8 
designed to further reduce produc- 1 , 
tion costs in American industry, were 
previewed by the sales organization of 
the Brush Division of ‘The Osborn 
Mfg. Co., Cleveland, Ohio., during a 
recent five-day sales conference in 
Cleveland. 

The main theme of the annual sales 
meeting was “now is the time to sell 
American industry on methods for 
cutting costs, not just products as 
such”. 

One of the highlights of the pro- 
gram was a dinner honoring Franklin 
G. Smith, president and founder of 
the company, who was celebrating his 
56th continuous year in that capacity. 
The principal speaker at the banquet 
was Eldridge Haynes, publisher of 
the magazine “Modern Industry”. Mr. | 
anes ake on the current business VENTI LATION 
outlook. | 

Robert Wier, Jr., sales manager of 
the Brush Division, and Norman F. 

Smith, vice-president and general man- > 
ager, opened the conference, and 
Hugh M. Little, works manager and 
other members of his staff, reviewed 
improvements in plant machinery and 
methods. step-up your sales. 

For ILG Direct-Drive saves dollars on every job! No time-wasting align- 








Centrifugal Fans are needed throughout the business world for ventilation, 
air conditioning and processing of industrial products. By selling the im- 
portant feature of ILG Direct-Drive,.you have a wide-open opportunity to 


ment, no belts or pulleys to buy, no special motor bases to build. More jobs 
can be handled with the same man-power. Frequent shutdowns for replace- 
ment or servicing of parts are avoided. Power-wasting friction and noise are 
minimized. Expensive floor space is saved. Want to hear more?—phone 
nearby Branch Office (consult classified directory), or send coupon. 


LG ELECTRIC VENTILATING CO., 2897 N. Crawford Ave. 
Chicago 41, Ill. Offices in more than 40 Principal Cities. 


] Send free copy Catalog No. 247. 
Firm Name 


Individual 


OLD TIMERS in point of service at 
the Jacksonville, Fla., branch of Cam- | 
eron & Barkley Co. are E. R. Medford, SEED Ss eee ee ee ee ee 
22 years with the company, and W. A 
Anderson, with the firm for 34 years. 


Address__- 
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NOW OUR METALWORKING 
ALL-RESIN FIBRE ABRASIVE 


You score another sales hit 
with this hard-hitting clincher. 


Yes, Michigan DISCS are now 
RED—the same sparkling red- 
wine color that is going over 
so big for Michigan Belts. 


That’s the famous Michigan 
Red Coat! 


That means your customers 
can now see the difference as 
well as tell the difference in 
these sharper tougher DISCS. 


Latch onto this modern money- 
making up-and-coming line. 
Write for our deal and a Red 


Coat sample Disc* today! 


*Specify size and grit number. 


Plus- 
ROLLS, SHEETS AND 
LAPPING COMPOUNDS 


Michigan Abrasives are supplied 
in Belts, Discs, Rolls and Sheets— 
either paper or cloth backed—and 
in Silicon Carbide, Aluminum Oxide 
and Garnet—in full range of 
standard grit sizes. 

Michigan Abrasive Lapping Com- 
pounds are tops in their field— 
come in 13 standard grits in Sili- 
con Carbide. 


Vlichi pe 
COATED 
ABRASIVES 


MICHIGAN ABRASIVE CO. 


2360 W. JEFFERSON AVE. ¢ DETROIT 16, MICH. 
Phone: TAshmoo 6-3959 





SALESMEN AND DISTRIBUTORS who attend the Aro School will learn the 
“know-how” of the firm’s line in this up-to-the-minute, well-lighted and appointed 


laboratory. 


Aro Training School 


Lists 1948 Schedule 


The 1948 schedule of Air Tool and 
Lubricating Equipment classes of the 
Aro Sales and Service School has been 
announced by the Aro Equipment 
Corp. of Bryan, Ohio. 

Air Tool classes are scheduled for 
November 8th to 12th and December 
13th to 17th. 

Lubricating Equipment classes are 
listed for November 15th to 19th, No- 
vember 29th to December 3rd and 
December. 6th to 10th. 

The Aro School is primarily for 
jobbers and jobbers’ salesmen handling 
the firm’s products. Classes are of one 
week duration and include classroom 
and laboratory work. Members live 
at the Aro Guest House and all ex- 
penses for meals while at the School 
are borne by the company. 


Chain Belt Co. 
Opens Texas Office 


The Chain Belt Co. of Milwaukee, 
Wis. has opened a district sales office 
at Midland, Texas, with Dave Breith, 
newly associated with the firm, in 
charge. He will be concerned, chiefly, 
with distribution of Chain Belt Co., 
Rex and Baldwin-Rex oil field prod- 
ucts in the area. 

Mr. Breith, a graduate of Texas A. 
& M., has had extensive experience in 
the Texas oil fields in the employ of 
Continental Oil Co., Bethlehem Sup- 
ply Co. and General Oil Service, Inc. 
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Goodwin Completes 
50 Years With Weston 


W.N. Goodwin, Jr., has completed 
50 years with the Weston Electrical 
Instrument Corp., Newark, N. J., and 
to mark the occasion he was presented 
with a combination television set by 
his associates. Present at the cere- 
monies were Edward F. Weston, chair- 
man of the board, and Earl R. Mellen, 
president, who made the presentation. 

Mr. Goodwin joined the organiza- 
tion in 1898, after graduation from 
the University of Pennsylvania. He 
was selected in 1906 by Dr. Edward 
Weston, the founder, as chief engi- 
neer and director of research and was 
subsequently elected vice-president in 
charge of research and engineering. 


Kennametal, Inc. 
Expands Plant 


Kennametal, Inc. of Latrobe, Pa. is 
undertaking additional plant expan- 
sion amounting to $200,000, the sec- 
ond extension of plant facilities by the 
firm during the last year. 

A new building is being erected and 
an addition made to the laboratory. 
Both structures, it is anticipated, will 
be completed early in December. The 
new plant building will provide 6,000 
sq. ft. of additional floor space and a 
more convenient location for the car- 
bide division. Air conditioning for the 
control of dust, moisture and tempera- 
ture is to be included. 





We have already designed and carry in stock 
hundreds of Special Wrenches, too numerous 
to illustrate and describe, but if you will merely 
send us your customers’ requirements, advis- 
ing size of the nut, bolt head or cap screw 
“across flats’’ and where it is used (if on a 
standard piece of machinery such as an 
automobile or a machine tool) we will be 
able to help you. 


If the job is on some special work you can 
probably give us a diagram with dimensions 
showing what obstructions or conditions inter- 
fere with the use of standard wrenches. 


If it can be accomplished with a wrench we 
can supply the wrench. 


Tae aa TOOLS 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA. 


ONNEY FORGE & TOOL WORKS Please send me full information on the sales and profit 
possibilities of Bonney Tools. 1D-4-48 


NAME 





ADDRESS 
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ALLENTOWN, PA. city. a 








WHEN 
IT COMES TO 
7HACK SAW BLADES 


A well known magazine“ you 
know and read every month 
along with over a million 
other Americans, recently 
asked a question of U.S. hack 
saw suppliers. Most important 
question to us—and to you 
from the viewpoint of stock- 
ing the brand your customers 
want—was, ‘‘What blade is 
most asked for?” 


50% OF THE REPLIES 
SAID STAR! 


Take advantage of Star’s over- 
whelming sales leadership. 
Take advantage of Clemson’s 
hard-hitting advertising cam- 
paign that tells customers to 
buy Star metal-cutting prod- 
ucts from you. Take advan- 
tage of Star’s profitmaking 
merchandising program that 
gives you free sales aids with 
which to influence your cus- 
tomers, including the 32-page 
booklet, ‘““METAL CUT- 
TING” and a new Star Wall 
Chart. 

Stock the complete Star line 
for bigger sales—bigger profits 
—a bigger list of satisfied cus- 
tomers. 


*Name upon request. 


GL 


Makers of hand and power hack saw 


CLEMSON BROS., INC. 
MIDDLETOWN, N. Y. 


LEMSON 





THE GENERAL SALES MEETING of Somers, Fitler & Todd Co., Pittsburgh, 
Pa. distributors of industrial equipment, tools and supplics, was well-attended. 
Reading from left, back row: G. J. Decort, L. C. Banner, F. C. Fitler, K. R. Todd, 


H. C. Lyons, W. B. Henry and E. W. Garvin, Jr. 


The center row includes: 


W. R. Kerr, W. F. Bartels, M. E. Reagan, Jr., D. I. McCready, C. P. Coggins, 


T. E. Murray, Jr., and W. R. Johns. 
Magette, J. J. O’Brien, E. 
H. F. Werner. 


Front row, left, are R. W. Houston, B. E. 
L. Alberter, F. 


T. Johnson, W. T. Todd, Jr. and 





Dayton Rubber Co. 


| Receives Bronze “Oscar”’ 


| 


In the final ratings of an independ- 
ent board of judges for the Financial 


| World Annual Report Survey, Dayton 
| Rubber Co. of Dayton, Ohio was 
| judged as having the best 1947 annual 
_ report of the rubber and tire industry. 


The bronze “Oscar of Industry” tro- 
phy was presented to A. L. Freed- 
lander, president of Dayton at the 


| Annual Awards Banquet held in New 
York City. 


More than 4,000 corporation an- 


| nual reports were submitted in the 
| national survey, the eighth in a series, 


and these were judged in one hundred 


| industrial classifications for ‘Best of 
Industry” awards. 


American Firms Exhibit 
At Britain’s Tool Show 
Britain’s determination to capture 


a large segment of the export market 
for machine tools was clearly evidenced 


at the 1948 Machine Tool and Engi- 


necring Exhibition at Olympia Aug. 


| 26Sept. 11. 


| 


The Exhibition was the largest 


| ever held in England and was the 


first since 1934. One-quarter of the 


| exhibits were of foreign makes, mostly 


American shown by British sales agents 
or manufacturing affiliates. There was 
also a good representation of the best 
Switzerland, Belgium and France had 
to offer. 

Many of the British tools were en- 


| tirely new and there were several un- 


| orthodox designs. 


The major im- 


performance. Clean-line styling and 
the incorporation of electronic con- 
trols were outstanding. 

George Strauss, minister of supply, 
in his opening speech reiterated the 
government’s appeal to the machine 
tool industry to strive toward the ex- 
port target (currently around $80,000,- 
000, or 60% of output) and empha- 
sized the special need to increase 
exports to hard currency areas. He 
estimated 1948 production will go 
above $1,200,000,000, which is 20% 
above 1947 production and five times 
the 1935 value. 

Machine-Tool Trades Association 
President J. Holland Goddard voiced 
the industry’s growing realization that 
the government policy must be ac- 
cepted and that builders must dis- 
appoint the home market somewhat 
in favor of cultivating future export 
markets. 

The British are still concentrating 
on general-purpose machines which are 
those most in demand at home and 
abroad. Builders are still running at 
maximum capacity with fairly long 
delivery dates. 

There were about 200,000 sq. ft. of 
stand space and the exhibits were as- 
sessed at more than $120,000,000. 
Every machine was in operation on 
opening day. 

Speaking at the inaugural luncheon, 
Mr. Goddard referred to the urgent 
need to secure as quickly as possible, 
and on the soundest economic basis, 
a return to security, a raising of the 
general level of living throughout the 
world, and ultimate prosperity. He 
mentioned the repeated emphasis laid 


we oe a STW Tare sate "> 


Ringithen gee S, 


blades, frames, metal cutting band saw 


| pression gained from the display was 
blades and the Clemson E-17 lawn machine. 


on the fact that increased production 
| British progress in general design and . 


is the key to this recovery. 


@ 4640 
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From the Most Complete Line 
of Standard Carbide Tools 


STANDARD Caebccl REAMERS a 
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Srey 


SUPER TOOL COMPANY 


Detroit 13, Michigan 
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FOR SAFETY PLUS 


For better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


gee- OOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 








THE NEW SECRETARY of the 
American Management Association is 
James O. Rice, formerly assistant sec- 
retary and editor. 





Carboloy Co. 


Names Jensen Manager 


P. J. Jensen, formerly executive en- 
gineer in the engineering and research 
department at Carboloy Co., Inc., 


| Detroit, has been appointed to the 


position of manager of the Michigan 
district for Carboloy, with headquar- 
ters in Detroit. Mr. Jensen succeeds 


| M. E. Knoll, who has retired after 


DUAL PRIME CENTRIFUGAL 


19 years service with the firm, 18 of 


| which he spent as manager of the 


| Michigan district. 


Mr. Jensen was tool engineer at 


| Carboloy from 1937 to 1941. Between 
| 1941 and 1946 he served in the Army, 
| returning to Carboloy as executive 


engineer. He served in that capacity 


| until his present appointment. 


.... . WITH ELECTRIC POWER 


Sizes from 1%” to 10’—Capacities from 3000 
to 200,000 gallons per hour—for stationary or 
semi-permanent installations in the oil fields, 
* mines, mills, factories and processing plants. 


| Canada And Latin America 
_ Profit From ECA Trading 


The Latin American countries and 


| Canada have not been passed by in 


| the funds made available to nations 


under the European Co-operation Ad- 
ministration. Though their profits in 
trade will come to them “second- 
hand”, they will end up with an ex- 
port trade balance in their favor, over 
the next year, of almost $3 billion. 
A recent compilation by the State 


| Department for the ECA, figured that 


Write for performance data and 
complete details about our Distribu- 
tor Plan. CMC Dual Prime features 
will boost your pump sales and 
profits. 


CONSTRUCTION MACHINERY COMPANY 
WATERLOO, IOWA 
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| the value of imports by European 
| countries between April 1, of this year, 
| through June 30 of 1949 from coun- 
| tries in this hemisphere (excluding the 
| United States) would amount to $5.6 
| billion. Exports by European countries 


to these countries will total $2.6 bil- 
lion. That leaves an ECA trade bal- 
ance in favor of Latin America and 
Canada of almost $3 billion. 





THIS CARTON IS PACKED WITH 


..-the market far 
EALL SPRING WASHERS 


—the accepted type of fastener—is immense 

and constantly expanding. Almost every one 

of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 


now uses or can be sold BEALL KANT LINK SPRING 
WASHERS. 


One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. 
BEALL HELICAL SPRING WASHERS is the only type 


that has adequate “live action”, regardless of wear, break- 
down of paint, scale, rust and bolt stretching. 





Fannin Nationally advertised to industry and purchasing agents. 


OStTiv IN STOCK in all standard sizes (in cartons and bulk); 


carbon steel, stainless steel, Everdur, Duronze and other 
metals. 


BEALL TOOL DIVISION 


HUBBARD & COMPANY ° EAST ALTON, ILL. 
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Look Into the 
Sales Appeal 

of this New, 
Low-Maintenance 
Drive 


If your customers depend on you 
to tell them what's new in power 
transmission, here’s the story on 
an important new development 
that you can talk about on your 
next visit. 

This new drive saves you main- 
tenance dollars because # protects 
itself against belt and bearing 
abuse. Furthermore, it has the 
capacity, at all times, to transmit 
the total output of the motor. 

Here's how it works. 


THE PIVOTED BASE GIVES YOU 
AUTOMATIC TENSION CONTROL 


With the pivoted motor base you 
can predetermine how much belt 
tension you'll need to 
loads. You set the. base; letting a 
part of the motor weight lean into 
- the belt to give you the proper 
tension. From then on, the drive 
automatically maintains that ten- 
sion despite all variations in load. 
This eliminates guesswork and 
keeps belt and bearing wear to a 
minimum. 
THE SCHIEREN DUXBAK BELT PRO- 
VIDES SHOCK ABSORBING ABIL- 
ITY, FULL-FRICTION PULLEY GRIP, 
LONG LIFE 


The Schieren Duxbak belt does 
its part in this new, low-mainte- 
mance, drive team by soaking up 
shock. This high quality belt has 
a slow, self-adjusting resiliency 
that protects bearings by cushion- 
ing sudden loads. 

This belt's live, dynamic grip 
and pull transmits more power, 
with less maintenance. 

Write for further information 
on the modern pivoted base drive 
and Schieren leather belting, 
packings and specialties. 


SC-33 


CHAS. A. SCHIEREN COMPANY 
36 FERRY STREET, NEW YORK 7, N. Y. 
Tanners and Monufacturers Since 1868 
80 Yeors in Business 
Branch Offices in Chicago, Dallas, Denver, 
Detroit, Newark, New York, Philadelphia 
Pittsburgh, Salt Lake City & Toronto, Can 

















THE SOUTHEASTERN SECTION of 


Fafnir’s new Georgia warehouse. 


Fafnir Bearing Co. 
Completes New Warehouse 


The Fafnir Bearing Co. of New 
Britain, Conn. has finished construc- 
tion of a new warehouse and office 
located at 245 Piedmont Avenue, At- 
lanta 2, Ga. Branch manager A. G. 
Laughridge and his staff have moved 
into the new structure, which provides 
quarters more ample than those previ- 
ously occupied in Atlanta. 

The company now maintains 18 
warehouse stocks and 21 branch offices 
for sales and engineering in major 
cities of the country. 


Clover Mfg. Co. 
Honors G. A. Fish 


George A. Fish, sales manager, re- 
cently was honored by the Clover Mfg. 
Co. of Norwalk, Conn., in celebration 
of his 30 years of continuous service 
with the company. 

In appreciation of his outstanding 
record, Mr. Fish was presented with a 
check for $1,000. E. B. Gallaher, presi- 
dent of the company, pointed out in 
his remarks on Mr. Fish’s long tenure 
with Clover that the latter had traveled 
in every state of the union, and had 
been in charge of the firm’s San Fran- 
cisco and Chicago offices for long 
periods of time. 

The celebration was attended by 
Mr. Fish’s associates from the home 
office, the company department heads, 
and all Clover salesmen from adjoining 
territories. On behalf of his fellow 
employees, Mr. Fish was presented 
with an engraved gold wrist watch. 
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the country will soon be supplied from 





Tube Turns Establishes 


Tulsa Warehouse 


Tube Turns, Inc., of Louisville, Ky., 
has established a modern factory ware- 
house in Tulsa, Okla., at 317 S. De- 
troit Avenue, with Robert S. Tyler, 
manager for the mid-continent dis- 
trict, in charge. William R. Emrich 
has been transferred from the Louis- 
ville sales department to Tulsa as chief 
clerk. W. J. Hamilton is foreman in 
charge of warehouse operations. 

The new Tulsa warehouse will carry 
a full stock of welding fittings and 
flanges for every use in industrial 
piping. Previously, the company had 
maintained district sales offices at 311 
Tuloma Building. 


Personal Income 
Rises To $211 Billion 


Personal income in June increased 
to an annual rate of $211.9 billion, a 
result of the absence of major labor- 
management disputes, the effects of 
third-round wage increases in some of 
the durable goods industries, and the 
higher prices received by farmers for 
livestock products. 

The June increase—May income was 
$207.2 billion—coupled with the re- 
duced tax payments starting in May, 
had the effect of raising disposable in- 
come by more than 4 percent over the 
first quarter of the year. 

For the first half of 1948 the aver- 
age of personal income was at an an- 
nual rate of $208.1 billion, compared 
with $199.9 billion in the last half of 
1947. 
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Triple Seal Rings 


















Rolling long WITH SKF 
“Te Tucrcated Profits / 


Here’s another advertisement that’s helping 
Authorized SSF Distributors to sell the S&S 
line—the only complete line of ball and roller 
bearings, pillow blocks, and flanged mountings. 
One of many appearing in leading trade publica- 
tions, it’s an important part of a well-conceived 
merchandising plan. 6535 


SDSS INDUSTRIES, INC., PHILA. 32, PA. 
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VACO siccx erooe SCYEW Drivers 





@ Big business . . . little business . . 

= ALL business . . . is buying more Vaco 
screw drivers! And the magic name ‘Vaco” 
is your best bet for greater dollar volume 
in the months ahead. Why? Because you 
can fill every order . . . including stock or 
custom built units . . . from one source 


with the finest screw and nut drivers made. 


More than 250 stock styles and sizes! All 
handles of fire-safe, break and shock proof 
Amberyl* plastic! Blades of heat treated 
chrome vanadium steel meet U. S. Gov- 
ernment specifications! And each tool per- 
fectly designed and balanced for easy 


operation, 





28 colorful pages of newly designed drivers 
and other tools. Complete listings of all stock 
items! Application tables for all drivers to 
“fit the driver to the screw.”’ An invaluable 
buying aid . . . send for it, tuday! 








NEW Items Industry Needs and Wants yf 


=a Vaco REVERSIBLES... = typical of many 
= 4 new items in the Vaco line. Reversible blade 
: has regular bit on one end, Phillips bit on 
Oa— = 13 


the other. New interchangeable bit sets also 
available for Phillips and regular styles 














FIRE-SAFE Handles... Vaco Ambery!* 
handles are listed under the reexamination 
service of Underwriters’ Laboratories . . . 
end the old nitro-cellulose fire hazard that 
barred many plastic handle drivers from 
large shops. Handles available in a wide 
variety of sizes. 














BERYLLIUM Drivers >... with practically 
same strength as ordinary drivers . . . but 
uill not spark. The opening wedge to many 
large orders! 


VACO $/B V8 446% 

















we Fane, vac Ponies Ms c 
DISPLAYS ... There's a Vaco display for Nissi Pe “ “tae ene 
every purpose! Square blade, round blade raph | Ode i LTT os 
and recessed head blade displays shown yr TRA ae {TTT T; rey 
here are sure-fire business getters on any e Horny fi ve $e | 
counter. "i && + hae aH TE j 
f | a Pi r Perey e 
*Trade Mark Registered 1, Me “} e j! / | | f " 
ay Myth li ¥s IT 
3 f ee F cf 


All Items Fully Covered In Our New Catalog 


317 East Ontario St., Chicago 11, Illinois 
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McGraw-Hill Editors 
See Good Business Ahead 


The first six months of 1948 have 
passed and the figures are in on dis- 
tributor sales for that period. ‘They 
have been high again—equal to or bet- 
ter than the first six months of 1947. 
More equipment, supplies. and _ tools 
were sold, and a greater dollar volume 
of trade was realized. 

The big question is: Will sales 
continue to be high? Will 1948 close 
with record sales for the year? And 
what can be expected in 1949—an ad- 
justment, a recession, or continucd 
good business? 

McGraw-Hill editors, with their 
many years of experience and activity 
in various fields of industry, are in a 
particularly favorable position to know 
and to review the business picture, 
and suggest the outlook for the 
future. Here are digests of nine of 
these informed editorial estimates, of 
particular interest to the distributor 
and his salesmen because each deals 
with an industrial activity where 
muiny of their best customers are to 
be found. 





P. W. SWAIN: 


Power Plant Boom 
Sure to Last Several Years 


The power-plant building boom 
must continue intensively for several 
years, regardless of business condi- 
tions, according to Philip W. Swain, 
editor of Power and Oprratinc ENGI- 
NEER. 

IIe notes that the twofold reason 
for his prediction is that America has 
a great need for more power and that 
cxisting plants are loaded to the limit. 

The editor explains that in 1933 the 
total central-station generating capacity 
of the United States was 36 million 
kw, and the energy generated was 85- 
billion kwhr. The corresponding figures 
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Illustrated is new Delta- 
Milwaukee 12” Tilting- 
Arbor Saw. 





DELTA MANUFACTURING DIVISION 


ROCKWELL MANUFACTURING COMPANY 
MILWAUKEE 1, WISCONSIN 
General Sales Office ° 6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 








“Trade Mark Reg. U.S. Pat. Off. 


\ i a a 


DELTA-MILWAUKEE SAW- 
JOINTER COMBINATIONS — 
and blades, dado heads, 
moulding cutters, table in- 
serts, knives, V-belts, motors 
and control equipment. 


es 


DELTA-MILWAUKEE SCROLL 
SAWS — and blades, ma- 
chine files, sanding attach- 
ments, blade guides, self- 
centering chucks, V-belts, 
motors and controls. 


DELTA MULTIPLEX RADIAL- 
ARM SAWS — and blades, 
dado heads, shaper cutters, 
routers, etc. 


DELTA-MILWAUKEE BAND 
SAWS — and blades, miter 
gages, puice fence attach- 
ments, height attachments, 
lamp attachments, V-belts, 
motors and controls. 


DELTA-MILWAUKEE TOOL 
GRINDERS — and abrasive 
wheels, dressers, buffers, 
brushes, drill-grinding at- 
tachments, lamp bulbs, 
V-belts, etc. 


DELTA-MILWAUKEE JOINTERS 
— and high-speed steel 
knives, rear knife guards, 
V-belts, motors and controls. 


NEW! 12” 
Tilting-Arbor Saw 


DELTA-MILWAUKEE CIRCULAR 
SAWS — and blades, dado 
heads, moulding cutter sets, 
moulding cutterheads, table 
inserts, V-belts, motors and 
control equipment. 


ir 


DELTA-MILWAUKEE DRILL 
PRESSES — and machine 
spur bits, router bits, plug 
cutters, mortising bits, hol- 
low chisels, chucks, V-belts, 
motors and controls. 


RAN ORS 


eee ae | 








There’s always an opportunity 


plants: parts production . . . assembly . . 


. « maintenance shop . . 
foundry ... pattern shop . . 


to make a Delta sale! 


The natural market for the diversified 
Delta-Milwaukee line is as broad as 
your classified telephone directory. 
It extends into almost every department of large 
. tool shop 
. shipping department .. . 
. research or experimental. 


Thanks to their low initial cost, low amortization 
charge, portability, and compactness, Delta tools also 
meet the requirements of small establishments — sign 
shops, pattern shops, repair shops, cabinet makers, die- 
casting shops, and other service shops. 

To make more money, sell all the Delta-Milwaukee 
Machine Tools to all the prospects! 


Every sale of a Delta-Milwaukee tool is a ‘‘self-starter’’ of 
continuous orders for accessories and perishable supplies. 
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tor 1947 were 51.6 million kw capacity 
and 255 billion kwhr output. Thus, in 
1947, 44 percent more capacity pro- 
| duced three times as much useful en- 
ergy. 

In forecasting a continued boom for 
the power-plant building industry, Mr. 













HOT | Swain observes that new power con- 
FORGED struction must exceed even the 
mens projected rapid load growth to bring 

| back safe margins of capacity over peak 

ip loads. 7 
- Amcrica’s central stations (mainly 

HOT FORGED STEEL private, but including all government 


plants) will add a total of about 22,- 

x L T O 000,000 kw of generating capacity 

\ UG NU UNI N from January 1948 through 1952, he 
CAN BE APPLIED — 

WITH EITHER A A Look Ahead 


— HAMMER OR WRENCH! 














“Looking further ahead, reliable 


For all piping purposes requiring a sources predict that by 1957 the total 
quick opening and quick closing union, installed capacity will be about 90 
here is time and tool economy without million kw, 80 percent ahead of to- 
sacrificing efficiency or dependability! a nile 

Triangular shaped lug nut eliminates day, the cc itor adds. ; 
distortion or breaking (straight surface Mr. Swain says the notably growing 
for hammer prevents glancing blow), —_ loads include electric heating and air- 


gives you quick, easy application with- 


car Monel shensing a« Giiieal conditioning, water heaters, home 


freezers, television, commercial light- 

STANDARD DOUBLE EXTRA lectric weldi ' Ny 

Ing, cCiectri W ing, al 1-ITC- 

. WITH FULL ACME 3 WEIGHT th & clectric = ig, and high-fre 
THREADS IN THE to 3000-Ibs. 0. W. G, to 6000-Ibs. 0. W. G. quency process heating. 


As for the introduction of atomic 
energy into plants, he estimates that it 
would be at least 20 years before 
atomic power plants become a big fac- 
tor in the commercial production of 
power. He adds that perhaps in 30 or 
40 years the atomic power plant may 
achieve overwhelming importance. 





HOT FORGED STEEL 


ORIFICE UNION 











As: 

WITH STAINLESS Cl 
STEEL OR CARBON Br. 
STEEL ORIFICE PLATE! “A 
ri 


Made with the same expert care 
and subjected to the same rigid 
inspection as.  Catawissa Pipe 
Unions, here is union depend- 
ability you can trust for measuring 
and metering or controlled flow of 
air, ammonia, chemicals, gas, oil, 
steam, water. Your choice of 
screwed ends or machined for 


socket welding! G. E. QUISENBERRY: 








SWEIGHT POUIEAVY . 
Y 
oe a... Automotive Industry 





to 2000-Ibs. 0. W. G. to 6000-Ibs. 0. W. G. 


SC CATAWISSAVALVE 
"> *, WRITE FOR COMPLETE. — | 


ENGINEERING DATA AND & FITTINGS CO. 


YOUR COPY OF BULLETIN 10-A 


Forsees Expansion 


The American automotive industry 
this year passed a fantastic production 
milestone when it turned out Auto- 
| mobile No. 100,000,000. Expansion of 
300 Mill St.-CATAWISSA, PA. | its place in domestic and world econ- 


Ls ss | omy is expected, according to George 
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Round Hoists reduce 






industry's largest labor cost 


Largest single labor cost in indus- 
try today is in materials handling 
... from receiving, through produc- 


tion lines... to shipping. 


Round material-handling equip- 
ment (hoists, crabs, cranes, trolleys, 
winches) is built in a wide range of 
sizes to meet every exacting specifi- 
cation. It will pay you to call your 


local Round distributor today. 


P&P—5041 


ROUND 


DAVID ROUND & SON 
Cleveland 5, Ohio 


A jate Compani The Cleveland Chain & Mfg. Co., 

Cleveland 5, Ohio « The Bridgeport Chain & Mfg. Co., 

Bridgeport 1, Conn. ¢ Seattle Chain & Mfg. Co., Seattle 

8, Washington ¢ Round California Chain Co., So. San 

Francisco and Los Angeles 54, California « Woodhouse 
Chain Works, Trenton 7, New Jersey 








Round finer hoisting equipment for every material 
handling job includes Chain Hoists (hand oper- 
ated and electric) « Trolleys * Winches « Crabs ¢ 
Cranes (hand traveling and electric). 


Since Tine ROUND 1869 


The Round line includes — 





CHAIN HOISTS TROLLEYS 


Standard type high-speed Plain and Geared Types. 
Spur Geared Hoists; also Designed for use on either 
Screw Geared and Differ- straight or curved I-beams. 


ential Type Hoists. 
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WINCHES CRANES 


Above is No. 99 All Steel Single Beam, Double Beam, Underhung, 
Winch. Capacity up to 5 Geared and Push Type. Built to any require- 
tons. Many other types avail- ment. Timken Bearing Equipped. 

able for every lifting job. 
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RUST PREVENTIVE 


28 colors in 2 types including aluminum, black, 
red, white, gray, green, blue, yellow and orange. 





@ Rust-Oleum is a long-profit, REPEAT SALE line that 
offers time, labor and money-saving advantages to 
every buyer. 


@ Exclusive features provide a powerful sales story 
that gets new business and wins more volume from 
established accounts. 


@ Rust-Oleum gives lasting protection to metal at big 
savings over any other anti-rust method. 


@ It's easy to apply. No sandblasting or chemical 
cleaners are required. Brush, dip or spray on after 
quick preparation. 


@ Rust-Oleum is easy to sell. SALESMEN REQUIRE 
NO COMPLICATED, TECHNICAL KNOWLEDGE. 


@ Hard-hitting trade paper and direct-mail advertising 
stimulate inquiries for mill supply houses. 


@ Rust-Oleum’s proved sales program, backed by 
thoroughly qualified field men to work with sales- 
men, helps you get sales faster in volume. 


Write today for complete information and data on tested 


sales promotion and sampling campaign. 
rj SEE_OUR 
CATALOG IN 
Ea 
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E. Quisenberry, editor of THE AMER- 
ICAN AUTOMOBILE (Overseas Edi- 
tion). He states that half of the hun- 
dred millicn units have been _pro- 
duced since 1930, that last year’s pro- 
duction hit 4} million, and that it is 
probable 1948 will top this figure. 

Noting that the automotive indus- 
try has contributed greatly to the 
growth and maintenance of our stccl 
plants, the cditor says that in this one 
industry, more than 200 million tons 
of steel have been used—the cquiva- 
lent of considerably more than two 
full years, perhaps three, of all of 
America’s steel production. 


Socio-Economic Effects 


“Even more significant than its pro- 
duction record,” Mr. Quisenberry ob- 
serves, “are its social and economic 
cffects, evident to any observer in the 
United States and throughout the 
world. Often discussed, but seldom un- 
derstood, these things all are a part of 
this changing world, widely affecting 
business, vitally impinging upon all 
our development and progress.” 

He adds that the American auto- 
motive industry has been highly inter- 
national-minded, explaining that it is 
the nation’s largest export business. 
Last year, its exports—vehicles, re- 
placement parts, tires, accessories, bat- 
terics and ignition materials, garage 
machinery and tools—were at the as- 
tonishing all-time peak of $1.3-billions. 
This year it will be somewhere in the 
neighborhood of $1-billion (first six 
months, 1948, actual exports of identi- 
fiable automotive products were $521- 
million), lessened because “pipe lines” 
have been filled and dollar shortages 
have affected numerous areas abroad. 

Commenting on the demand for 
automobiles, trucks and buses, Mr. 
Quisenberry says some observers be- 
lieve that with a few years of peace, 
and with business development steered 
back on the proper track, the world 
should operate no less than 75 mil- 
lion motor vehicles. Today’s world 
total is more than 52 million. 

The editor concludes that despite 
the difficulties facing the industry to- 
day, it will rise—as in the past—to 
meet the demands of the public. 





Bright Outlook 
for Manufacturers 


‘The manufacturing industrics will 
be humming for what’s left of 1948 
and the impetus will carry them well 
into the first half of 1949, according to 
Editor L. C. Morrow of Factory 
MANAGEMENT AND MAINTENANCE. 

“Factory's annual survey shows 
that industrial productivity (output 
per man hour) is up for the second 
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Reading Chain & Block Corporation found the answer by 
contacting the MARVEL field engineer. Only a MARVEL 
engineer could analyze this problem without bias because 
only MARVEL makes both hack saws and band saws. As 
a result, Reading bought three different types to most 
efficiently handle their metal sawing. A No. 6A machine 
for production cutting of identical pieces, a No. 4B ma- 
chine for fast, accurate, miscellaneous cutting, and a 
No. 8 band saw machine for cutting of structurals, miter- 
ing, and other miscellaneous work. 

Whatever your metal sawing problem, there is among 
MARVEL’S 11 different series of sawing machines, a saw 
or saws that will exactly meet your needs. Your local 
MARVEL Engineer will gladly study your sawing prob. 
lems, make recommendations and quote prices. 
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No. 6A MARVEL Production Saw (world’s 
fastest ) automatically feeds, measures and cuts 
off identical pieces from nested or single bars 
up to 6” x 6" cross section. 
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No. 4B MARVEL Hign Speed Saw is a 
moderate priced, very fast 6” x 6” capacity 
saw. Here it ideally meets the requirements 
of the maintenance department. 
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WHICH IS BETTER FOR YOU, 
HACK SAWS OR 


BAND 
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Maes No. 8 MARVEL Metal Cutting 

e~> Band Saw. This most versatile saw 

B takes work up to 18”x 18”, mor- 

tises, miters or roughs to shape. 
Me a 
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How the COFFING “SAFETY-PULL" HOIST 


PREVENTS ACCIDENTS 










Tested at 100% over rated capacity! 


“Safety-Load” Handle bends before 
any part of the hoist can give! 








Coffing “Safety-Pull” is the only hoist with the load sus- 
pended at all times on a ratchet and pawl assembly — 
making it impossible for load to slip or drop! 







Simplest design; minimum working parts! 





Safety stop prevents handle from spinning 
if operator's hand should slip! 






Super-duty hooks made from drop 
forged, heat-treated alloy steel! 






Side lever for positive up, down or neutral control! 


LET COFFING WIDEN YOUR MARKET— INCREASE SALES AND PROFITS! 


Stock and sell Coffing to gain the extra advantage of top 
hoist quality, of superiority that means easier, faster 
sales and continued customer satisfaction. Cash in NOW 
on Coffing promotion! Write today for full information 
on prices, discounts, sales helps. 


Differential Chain Hoists * Spur Geared Hoists * Load Binders © Trolleys 


([f corrine HOIST COMPANY 
DANVILLE, ILLINOIS 
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“Quik-Lift” New The New 
Electric Hoists “Hoist-Jack” “Mighty-Midget” 
~ Puller 


— 


Operates with stand 
as a jack; without 
stand as hoist or 
puller. Moves ma- 
chinery, lifts trucks 
or equipment. Safety 
tested to 100% over- 
load. Available in 
2,000 and 4,000 Ib. 
capacities. 


This new 6% lb. 
puller handles 
500 lbs.with only 
28 lbs. of effort. 
One man can do 
the work of sev- 
eral in pulling 
and lifting on mainte- 
nance or production 
jobs. “Safety-Load” 
handle serves as lever 
or high-speed crank. 


Two-gear cam actu- 
ated power unit is 
madeofspecial heat- 
treated alloy steel. 
Pendant rope control 
gives lifting or low- 
ering accuracy to 
fraction of an inch. 
Seventeen models to 
handle from 500 to 
4,000 lbs. — hook or 
lug suspension. 
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L. C. MORROW: 


year running,” Mr. Morrow writes. 
“For the first time since the war, the 
rate of increase clearly exceeds the 
traditional ‘3 percent per year’ of the 
1899-1939 period.” 


Productivity Rises 


This year 59.5 percent of the com- 
panies reported productivity increases 
as compared with 53.5 percent a year 
ago, the editor continues. This year, 
11.5 percent of the companies re- 
ported a decrease; 29 percent reported 
“no change.” Last year, 16.5 percent 
indicated a decrease; 30 percent “no 
change.” 

“Inflation will be the talking point 
for the Fourth Round of wage-increase 
demands expected next July,” Mr. 
Morrow predicts. “Good crops this 
year will cause a leveling of the cost of 
living. This will tend to suppress the 
height of the fourth round’s demands.” 

The editor adds that adjustment in 
the labor law by the 81st Congress is 
probable. Legislation may affect pen- 
sions, social insurance, and overtime 
issues. This Congress may specify 
what comes under the realm of col- 
lective bargaining. Supreme Court de- 
cisions are still awaited on the big 
issues of political spending and the 
Communist ban. 

“The 1938 Wage-Hour Law is duc 
for over-hauling,” Mr. Morrow con- 
tinues. “Overtime on overtime will be 
out if it comes.” 


Bright Future Predicted 
for Metalworking 


Metalworking, which comprises well 
over one-third of all American indus- 
try, promises to stay at the current high 
rate the remainder of this year and 
through the early months of 1949. 

In a semi-annual report of the indus- 
try prepared by Burnham Finney, ed- 
itor of AmericAN Macuinist, he 
predicts that production is likely to be 















QUAKER 


E RACK 
TORTURED ON TH | 
508 LONGER SERVICE LIFE Raper, 


INDUSTRY 


QUAKER PRE-TESTED PRODUCTS FOR INDUSTRY ASSURE 
LONG TROUBLE-FREE SERVICE 


Test the finished products until they break down! That’s the aim of the 
technical men in Quaker’s modern laboratories. The results of these torture- 
tests are the reasons why Quaker Hose, Belting, Packings, moulded 
goods and other industrial products stand up so much longer in use. 
They’re pre-tested and performance-proved! 

The adhesion test shown is just one of the 18 torture-tests. Here weights 
are attached to the rubber section of the product for the purpose of stripping 
off the fabric. Tight adhesion of rubber-to-fabric is an important factor in 
the long-lasting quality of belting, hose and packings. Checking the adhe- 
sive qualities of rubber in Quaker products assures strong resistance to 
ply separation ... prevention of product breakdown in service. 

For higher plant efficiency and lower operating costs specify long-lasting, 
pre-tested Quaker Products. Call your nearest Quaker distributor. He and 
the Quaker sales engineer are teamed to provide accurate recommenda- 
tions on industrial rubber products. 


QUAKER RUBBER CORPORATION 


PHILADELPHIA 24, PA. New York 7 + Cleveland 15 + Chicago 16 + Houston 1 
Western Territory 
QUAKER PACIFIC RUBBER CO. + San Francisco 10 + Los Angeles 21 + Seattle 4 


BELTING FOR 
MAXIMUM HORSEPOWER 
TRANSMISSION 


Huge flat belts driving large 
flywheels or small fractional 
horsepower drives on small 
motors... Quaker pre-testing 
develops belts for every need 
of industry ... belts to assure 
peak efficiency under all op- 
erating conditions. 


HOSE THAT STANDS 
WEAR AND ABRASION 


Hose for air, steam, water, oil, 
gas, chemical, fire or paint, 
Quaker makes it and makes 
it to fit the needs of Industry 

. each length of Quaker 
hose is made right... pre- 
testing assures peak-perform- 
ance. 


whe ai eeeia 


PACKINGS FOR TIGHTER 
SEALS... LONGER WEAR 


Quaker packings are scien- 
tifically engineered for every 
use—for pumps, refrigeration 
compressors, water lines, 
valves, and the many other 
places in Industry. Each pre- 
tested for positive perform- 
ance, 


RUBBER PRODUCTS 


custom made for every industrial use 


ATU: 
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LEINS 


FOR MEN WHO WANT 


e Ever since the first communication and 
power lines were strung, Klein Pliers have 


been the favorite tools of electrical workers. 


Today, Klein Pliers are made with the 
same exacting care that has won these tools 
their reputation for high quality. 


Klein Pliers are still preferred by skilled 
workers in every field as they have been 
“since 1857.” 












No. 201. Original pattern No. 242. Klein Oblique Cut- 
husky Klein Side Cutting Plier. ting Plier (heavy-duty pattern). 
Square nose. Made in four A very useful tool that cuts 


sizes—6, 7, 8, and 9 inches. clese. Length, 6 inches. 









No. 203. Klein Long Nose 


No. 201 NE. The famous ' Plier. Long reach of jaws per- 
“streamlined” Klein Side Cut- mits getting into difficult places. | 
ting Plier. Made in four sizes Made in 6 and 7-inch sizes. 


—6, 7, 8, and 9 inches. 


. Poe 
The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. 














Established 1857 
& Sons 


KLEIN com 


AVE On: Om. ene) 1 
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B. FINNEY: 


in the range of 220-225 on the maga- 
zine’s index. ‘This sensitive index, 
based on manhours worked (with 1939 
equaling 100), is the only existing 
barometer of metalworking activities. 

Mr. Finney lists six reasons why met- 
alworking prosperity will continue. 
They are: 

1. Capital outlays for new plant 
and equipment are still at a record 
level, with no indication of a serious 
dip in the near future. 

Expansion in °49 

2. Completion of postwar expan- 
sion programs has been delayed and 
therefore will be carried over in 49. 

3. Demand in many consumer and 
“consumer durable” products is far 
from satisfied. 

4. Backlogs of orders for durable 
goods still are unusually big. That is 
true of many lines of industrial ma- 
chinery, turbines and much heavy mill 
equipment. 

5. European recovery program will 
begin to be felt in an influential way 
during the fourth quarter of this year 
and the first quarter of 1949. Capital 
goods business from that source is 
estimated at $750-million to $1-billion 
during that six-months’ period. 

The defense program, mostly for 
the Air Force, will have a stimulating 
cffect not only upon a limited number 
of prime contractors, but also upon 
hundreds of subcontractors and other 
suppliers. 


New Designs Anticipated 


“As the pipeline of metal products 
fills up and competition for existing 
business becomes keener, manufactur- 
ers will turn to new designs to whet 
the interest of prospective users,” Mr. 
Finney says. “Manufacture of new 
designs will necessitate retooling of 
factories. A substantial amount of 
such retooling looms in the next six 
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ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS 











Tel-Aviv, Bombay, Liverpool, Beno- 
ni, Havana, Manila — the postmarks 
read...others, too numerous to 
mention, cities and towns of Europe, 
Asia, Africa, North America, and 
South America. 


From east, west, north, south — from 
halfway around the globe — inquir- 
ies come for Ferry Cap Products. 
That these products enjoy world- 


2153 SCRANTON ROAD > 








From All Over the World 


Inquiries Come for Ferry Cap Products 
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wide recognition—that they are 
purchased for use throughout the 
two hemispheres, in ever increasing 
volume, is convincing evidence of 
outstanding quality. 


We appreciate this tribute to Ferry 
Cap Products. It is a challenge, too 
—a challenge not only to maintain 
quality but constantly to improve 
products and service. 


The FERRY CAP & SET SCREW Co. 


* CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS ¢ SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS ¢ SPECIAL 
© AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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ELECTRIC 


i 


POWERFUL STEEL FINGERS form wire into links. 
Then contact with electric power makes a strong, | 
permanent weld—and the link is joined into another 
good AMERICAN CHAIN. ¢ Most types of chain are 
made on automatic or semi-automatic machines. 
But the high quality of AMERICAN CHAIN is main- 
tained by systematic inspections and tests made by 
men of long experience. Even though machines 
have taken the place of muscles, chain-making is 
still a highly specialized craft. And AMERICAN 
chainmakers are proud of their craftsmanship. 


SELL AMERICAN 
—the COMPLETE Chain Line 


% 





er, Detroit, Los Angeles, New York, 


Hiand, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 



















months—in the automotive field, in 
electrical goods, for example.” 

‘Thanks to defense and ECA orders, 
Mr. Finney predicts that the industry 
will be doing better by the year-end 
than now. He adds, however, that the 
feeling is growing that sales to both 
of these sources probably will not be 
as large as the industry anticipates. 


Retooling Orders 


“The places where machine tool 
builders will be getting orders are in 
rctooling programs, in replacement-of- 
old-cquipment programs, and in the 
terrific urge to cut costs because of 
high wage rates. Looking at metal- 
working as a whole,” Mr. Finney con- 
cludes, ‘“‘one cannot be other than 
optimistic about its performance dur- 
ing the next six months. Operations 
should roar along at a rate never known 
in the prewar days.” 





W. G. BOWMAN: 
Engineering Construction 
Heads for Big Year 


‘The enginecring construction indus- 
try is headed for a $7 billion year, the 


| highest peace vear in history. 


In an article by Elsie Eaves, man- 
ager of the Business News department 
and Waldo G. Bowman, cditor of 
I-NGINEERING Nrews-ReEcorp and Con- 
STRUCTION MeEvtHops, business for the 
industry this year is forecast as second 
only to the record $8 billion war year, 
1942. Such engineering construction 
as this accounts for one-half or more 
of total construction which this year 
will approach $15 billion. 

Public and private construction cach 


| account for half of the $4 billions of 
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contract awards for cnginccring con- 
struction recorded through July, the 
article states. Public work is 47 percent 
higher than in 1947 and private con- 
struction only 10 percent ahead of 
last year. 

(Continued on page 204) 
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Lookin 


NEW MANUAL 
MAKES PICKING 
THE RIGHT DRIVE 
AS SIMPLE AS Sheer "aed condrocon 


TEXROPE V-BELTS 


Available for quick delivery in all standard sizes and lengths, 
: Fl N DI N G N U M B FR These belts have a ‘reputation for smooth, long lasting per- 
formance. Cords float on a cool-running cushion that ab- 
sorbs shock, Duplex sealed cover protects pulling cords 


IN PH 0 NE B 00 K I against dirt, grit and moisture. Super 7 V-belts furnished 
- * in laminated and twin cable construction, FHP belts made 








D and E belts made in 
twin cable construction 





in cable cord construction, for easy flexing over small di- 
ameter sheaves. 


Then take one more step! Choose 
a Texrope drive, the line that 
gives you the world’s widest se- 
lection of V-belt drive equipment. 
Texrope, Super 7, Texiron, Texsteel, 
Texdrive, Magic-Grip, Vari-Pitch, 
Electrifugal are Allis-Chalmers trade- 
at marks. 





Totally-Enclosed 
Fan-Cooled 





Totally Enclosed 


MOTORS— '/2 TO 200hp AND UP 


_ Shown are a few of many motor types available to designers 
a from Allis-Chalmers broad motor line, For tough operating 
: conditions, use totally-enclosed, fan-cooled induction motors, 

Dust, dirt, acid fumes or moisture in the cooling air passes 

around the stator structure without coming in contact with 

the windings, 


Gear Motor 


Y 
X 
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One of the Big 3 in Electric Power Equipment 
Biggest of All in Range of Industrial Products 
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Standard 
Sheave 





Qc 


Texsteel and 
Texdrive 
Sheaves 





Magic-Grip 


Sheaves Special Sheaves 


CONSTANT SPEED DRIVES 


Good balance, smooth operation, neat, durable finish, fea- 
ture the 4 types of Constant Speed Texrope drives, 


SSR SS . Par * q es * 
; = : : 
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V:Belt Drives? 





Adjustable Sheaves 








Wide Range 
Vari-Pitch 
Sheave 











Vari-Pitch 
Sheave 


Vari-Pitch 
Speed Changer 


ADJUSTABLE SPEED DRIVES 


You can adjust the speed of the driven machine to oper- 
ating conditions . . . Synchronize machines, increase pro- 
duction with these variable speed drives. 








Belt Number 
Type Sheave Sizes Hp Grooves 
» Texiron, Texsteel, Texdrive A,B VW4-25 1-6 
Magic-Grip B,C,D 5-150 2-12 
Standard Cast Iron A, B,C, D,E 2-250 1-14 
Special Cast Iron or Steel A, B,C, D, E 1-1000 | Any No. 























Speed Belt 

Type Sheave Range Hp | Grooves Sizes 
Vari-Pitch to 25% | 1-300 2-12 | A,B,C,D,E 

Wide Range Vari-Pitch to 100% | 2-30 1-4 Q,R 


Vari-Pitch Speed Changer | to 375% 1112-75] 1-5 Q,R,S,T 






























Motor Starters 





Rotary Control and 
Push Button 


CONTROL—ANY TYPE OR SIZE 


Across-the-line starters for a-c motors range from size 0 to 7, 
These, together with manual or magnetic, full or reduced 
voltage starters for industrial applications, serve any size of 
motor, A variety of enclosures is available. Control devices 
include standard and heavy duty pushbutton stations, rotary 
switches, voltage regulators, contactors and felays, 



















CHALMERS 
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Electrifugal 


vme Coolant and Circulating Pump 


PUMPS—10 TO 10,000 gpm 


Permanent alignment of pump and motor on general pur- 
pose Electrifugal pumps is assured because both the bracket 
and flange supporting the pumps are cast integral with the 
motor frame, Sizes and capacities: 15 to 1600 gpm; heads 
to 180 ft.; motors 34 to 25 hp. Coolant and circulating 
pumps for general or machine tool use are available on 
quick delivery. 


fe aeeceseseeneeesensasenaaneassasy 























State. 





us ALLIS-CHALMERS, 1080A SO. 70 ST, A242 4 
‘ MILWAUKEE, WIS. : 
I Please send me the literature checked below: a 
° Pre-Engineered Texrope Drives Oo : 
&@ Variable Voltage Planer Drive data sheet...........scsccsscceeceee Oo : 
Handy Guide for Quick Selection of Electric Motors i 

Rr U IO acccinteis caeccsadscnnsaseaccacacs a 
Handy Guide to Selection of Centrifugal Pumps : 
(53B6059D)...... O 3s 
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A Multi-Fluted Tap specifically designed 
to tap in all PLASTIC materials successfully 





HERE’S HOW HY-PRO DID IT 


PART: Molded Plastic Electronic Control Base. 


PROBLEM: Develop a tap, for tapping special plastic electronic con- 
trol base, that will hold thread size and have an average life 
of better than 500 pieces per sharpening. 


NY-PRO SOLUTION: Hy-Pro Tap Engineers tested the material, then 
designed a NEW multi-fluted tap to meet specifically the 
job requirements. Comparative tests with available com- 
petitive taps produced these results: 135 pieces per best 
available tap to 3200 pieces per Hy-Pro Plastics Tap. 


Continued experience with leading makers of plastic parts 
has proved that this design will produce better results than 
any other tap, in any plastic. 


Above is a typical example of how the Hy-Pro Sales Engineer can 
help increase threaded-hole production. His expert engineering counsel 
backed by the most up-to-date tap production methods combine to 
solve tapping problems rapidly and profitably. 


All Hy-Pro Taps are ground from tough uniform quality high- 
speed steel and given one of the Hy-Pro exclusive 
surface treatments. 















Each tap is completely inspected by the lat- 
est electronic quality control equipment, your 
assurance that there will be no dimensional vari- 
ance in Hy-Pro Taps of a stated size. 


These precision manufacturing methods 
plus the ability of the Hy-Pro Sales Engineer to 
prescribe the correct tap for your particular job 
means sustained accuracy on your production line 
resulting in higher productivity from your tap- 
ping machines. 


Let Hy-Pro solve your tapping problem—call 
a Hy-Pro Sales Engineer today. 


Order from your distributor. 


NEW BEDFORD, MASSACHUSETTS 


A SUBSIDIARY OF CONTINENTAL SCREW COMPANY 
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(Continued from page 200) 
Industrial Building Up 21% 


Industrial buildings, paced by pub- 
lic utilities and refineries, is 21 per- 
cent above last year; commercial build- 
ings, including mass housing is 10 
percent above; while unclassified pri- 
vate construction is running 7 percent 
behind. Public unclassified construc- 
tion is 23 percent below last vear for 
seven months, but all other classes 
show gains: buildings 94 percent, 
waterworks and bridges cach 69 per- 
cent, sewerage 67 percent, earthwork 
and waterways 57 percent, streets and 
roads 25 percent. 

The article states that more new 
capital, by 106 percent, is available for 
financing new engineering construc- 
tion. State and municipal bond sales 
through July were 55 percent higher 
than in 1947, corporate securities sales 
were 223 percent above 1947. Federal 
appropriations for the 1949 fiscal year 
are 90 percent above those for 1948. 

“This investment in construction 
securities is headed for an all time 
record unless the security market de- 
teriorates seriously in the last quar- 
ter,” the writers said. “And, of course, 
the availability of this money assures 
a continuing high rate of awarding 
construction contracts for industrial 
and public construction.” 


Costs Important Factor 


As in other industries, construc- 
tion’s sixty-four-dollar question is 
“costs.” From December, 1947 
through April, 1948 the cost curves 
flattened off and hopes rose that the 
worst was over. However in May and 
June the third round of wage rates 
started coming through, and in July 
cement and steel went off the basing 
point system of pricing with concur- 
rent price rises. As a result, by 
August the ENcIngertInc News- 
Recorp construction and_ building 
cost indexes were 7 percent above 
their December-April ledge. 

“In the immediate picture,” the 
article concludes, ‘the construction 
shortages are so great in essential 
public works, utilities, refineries and 
housing, that a high volume of ac- 
tivity is indicated for a good many 
months ahead. With contracts cur- 
rently being let at the highest peace 
time rate, and ample new construction 
capital available, a record year is as- 


sured for 1948.” 


Welding Climbs 
to New Heights 


After hitting a low point in 1946, 
welding is again climbing to new 
heights, T. B. Jefferson, editor of 
THe Wetpinc ENGINEER, reports. 














Two-Way 
Lubrication 


















The ‘all-rolls’ design, exclusively Tyson’‘s, 
has important lubrication advantages... 







The oil film in a Tyson keeps constant, 
positive contact with metal surfaces for 
smooth performance and long service life. 
That's because Tyson's close-together rollers 






SEE HOW IT WORKS : pass the oil back and forth as they rotate. 
Each Tyson roller moves oil DOWN to For extra service at no extra cost, specify 
the lubeline between a pair of rollers TYSON Tapered Roller Bearings. 
while adjacent roller brings oil UP to the Industrial Distributors . . . here is the 
same lubeline. There the oil flow splits. Two-Way Lubricated Bearing that will cut 
Part of the lubricant goes through the maintenance and replacement costs. Write 
lubeline to hold rolls apart. The rest of for full information and your copy of "The 
the oil clings to the neighboring roller, Story of the Better Tapered Roller Bearing.” 
moves along in one direction at (A), the 3-1D 


opposite direction at (B). 


= 








TYSON GIVES YOU 
THESE EXTRA VALUES ~ 








pe” 


Sicen Senered * # Rolls Bearings Made Only GREATER TWO WAY 
. : - yey wed CAPACITY LUBRICATION 
he TYSON BEARING CORPORATION + MASSILLON, OHIO _ . 
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This 


“metal-hog 


laughs 


at heat / 





cuts 






GET A 
FREE 
TEST 


See the new 
Resinall Metal- 
ite belt do its 
stuff in your 
own shop on 
your own work. 
Just mail the 
coupon. 
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Why the new... 
RESINALL METALITE® BELT 


faster, longer 


IN HOGGING OFF BIG CHIPS with a dry grinding 
backstand belt — or anything else — the tough factor is 
heat. Here's the belt to beat it— the new RESINALL 
METALITE belt, with its heat-defying thermosetting resin 
bond, plus Behr-Manning Durabonding. This combination 
double-locks every chip-gouging grain rigidly in place 
with its enduring cutting edge at the true cutting angle, 
and holds it there in spite of the incandescent heat of 
heavy stock removal. 

You get higher production three ways — sustained 
sharp cutting because the grains stand up to their 
work . 
non-softening bond will not get stuck with the chips . . . 
and far less downtime for belt changes, because this 
new belt gives you 2 fo 4 times greater belt mileage. 
Check on all this in your own shop — mail the coupon. 


. freedom. from undue loading because the 


BEHR-MANNING ° TROY, N. Y. A\ 


(DIVISION OF NORTON COMPANY) 


a CE SR Sr EE RES |RSS 
| BEHR-MANNING, TROY, N. Y. 
We'd like to see what your new RESINALL METALITE belt 


can do on our work. 

NAME ; CITY 
COMPANY STATE 
ADDRESS 














T. B. JEFFERSON: 


From a dollar standpoint, 1947 weld- 
ing industry sales amounting to $306,- 
974,378 were on a par with those of 
1942 and were two-and-a-half times 
as great as those of 1940, he says. 
“From all indications,” Mr. Jeffer- 


| son states, “even a greater amount 
_of money will be spent on welding 


equipment by those same organiZza- 


| tions in 1948 as welding continues its 








| 
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upward trend.” 

Mr. Jefferson explains that the 
slowness of reconversion because of 
strikes and production delays cur- 


_ tailed the need for the production of 


welding equipment in 1947. He added 
that never in history has there been 
such a demand for consumer goods 
nor so little desire on the part of the 
worker to produce them. 


Production Curtailed 

“Strikes in the coal industry ma- 
terially reduced the steel production 
which reflected itself in the curtail- 
ment in the production of welding 
equipment and its use in industry,” 
he reports. “The effects of these 
strikes and curtailed production were 
such as to prevent welding from reach- 
ing the height that it might have at- 
tained had industry been working at 
its fullest capacity.” 

Welding electrode production for 
the first seven months of 1948 indi- 
cates that the industry is approaching 
an annual rate of 400,000,000 Ib. per 
year, Mr. Jefferson observes. At this 
figure clectrode production is slightly 
greater than that of 1941 and nearly 
twice that of 1940. Such a total 
would indicate a 10 percent growth 
over 1947 production of slightly over 
360,000,000 Ib. or a nearly 20 per- 
cent increase of 1946 electrode pro- 
duction. 

“With a favorable gain in electrode 
production,” he continues, “it is evi- 
dent that industry is beginning to 
work its way out of the shortages that 
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. . . and boilers require more- 
than-usual attention, remember 
CONSOLIDATED as your most 
reliable source for boiler trimmings. 
Don't get caught with your parts 
down! We've been taking good 


care of boiler needs since 1901. 





Rough Body Angle 
Type Water Gauge 


For use on concealed, jacketed 
type boilers. Furnished with 
either right or left hand wheel. 











CONSOLIDATED produces boiler 
trimmings in a wide variety of styles, 
types, and sizes for all kinds of steam 
generating units. Gauges are also 
supplied in rough finishes, polished 
Nickel or Chrome, with compression 
gauge cocks to match. Packaged to 


meet your specifications. 
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Polished Brass Self Heavy Pattern 


Cleaning Water Gauge Tested for 150 Ibs. pres- 


House heating or heavy pat- sure. Wood wheel shown— 

tern types. iron, steel or composition 
wheels optional on all 
gauges. 


Dont Forget 
“Pop: Valves 






Made To 
A. S. M. E. 
Specifications 





POP SAFETY VALVE FOP SAFETY VALVE 
Up Discharg2 





Side Discharge 





THINK 
ty ore, 





The Caster That Went Astray 


Good men tried to steer it straight—nudging, urging, 





pushing, forcing—cussing. But it was determined to 
go off in its own erratic way ...a path that led it 


quickly to the scrap heap. 








EVERY Bond caster is designed for the 
conditions it meets in actual operation. Free- 
rolling wheels—steel or rubber tread—save 
floor surfaces. Double ball race Bond casters 
take maximum loads . . . take the turns. They 
swivel easily and are easy on truck handlers. 

Get the caster that’s exactly right for each 
operation. Get the free Bond catalog K-38. 
Sent on request. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM © PENNSYLVANIA 








IT’S A 


1536-A 
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have developed in so many vital ma- 
terial lines. Whether this trend will 
continue upward depends to a large 
extent on the effect of the European 
Aid Program and its impact upon the 
metal-working industry.” 

He explains that unless a program 
of material allocation develops as a 
result of our aid, it is unlikely that 
the welding market will be affected 
adversely, adding: “Those who are 
familiar with welding are well aware 
that it offers the most important 
means of conserving material, even un- 
der an allocation program.” 

Noting that it is extremely difh- 
cult to determine the exact value of 
products produced by welding meth- 
ods or just what effect welding has 
had upon America’s production might, 
Mr. Jefferson says, it is practically im- 
possible to estimate the power bill 
which results from the use of welding 
equipment. He adds, however, that 
authorities believe it will exceed $25,- 
000,000 a year. 

“There are likewise bills for the 
operation of gas and diesel engine 
driven welders,” he said. “The pay- 
roll for the more than 300,000 em- 
ployed at welding will exceed $850,- 
000,000. It has been estimated that 
the total value of products produced 
by the use of welding will exceed 
$40,000,000,000.” 

He explains that these products 
embrace a highly diversified field 
ranging from the smallest kitchen 
gadget to a mighty battleship or steel 
framework for a skyscraper. 





W. T. STUART: 


Electrical Construction 
to Advance in ’49 


The electrical construction and 
maintenance industries will set new 
dollar volume records for 1948, and 
nothing in the horizon indicates any 
important change in early 1949, ac- 











YO ALY 











t 
d 
d 


d 
n 


] 















PRODUCTS OF 


RAINBOW V-BELTS 
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UNITED STATES 
RUBBER COMPANY 
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ALLOY STEEL CHAIN 



































STAYS STRONGER ~- LONGER / 


TM Alloy Chain and other Taylor Made Chains meet today’s increasing 
demands for quality. TM Alloy Chain stays stronger — longer. It’s heat- 
treated and never requires annealing. TM Alloy Chain has unusual 
resistance to shock, grain growth, and work-hardness and twice the 
strength of ordinary low-carbon steel or wrought iron chain. These are 
but a few of Taylor’s competitive qualities. 


TM Chains are advertised in leading national trade magazines. In- 
vestigate this fine long established line today. Write the S. G. Taylor 
Chain Company, 72 141st Street, Hammond, Indiana. 


MANUFACTURERS OF BBB, PROOF COIL, HI-TEST, STEEL LOADING CHAIN 
AND CHAIN SPECIALTIES 


—Thytor Mave— 
(hain 
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cording to W. 'T. Stuart, editor of 
ELECTRICAL CONSTRUCTION AND 
Marnrenance. ‘The closing months 
of 1948, through the first quarter of 
1949, are not expected to show other 
than normal seasonal deviations from 
what appears to be a well consoli- 
dated pattern, he believes. 

“Possible dips and readjustments 
in the overall business activity are not 
likely to have much immediate effect 
in this field,’”’ adds Mr. Stuart. “he 
bulk of projects are relatively long- 
term programs which, once initiated, 
are only slightly affected by momen- 
tary variations in the business out- 
look.” 

‘The editor notes that the cost pic- 
ture which showed a tendency to level 
off early in the year has continued up- 
ward. Continuing increases are evi- 
dent in (1) adjustment in steel prices 
affecting conduit, boxes and fittings, 
(2) persistent shortages of skilled 
mechanics, (3) reported difficulty in 
obtaining fixed quotations for anv 
long period. Contrary indications are 
(1) improved labor hour unit costs, 
(2) better materials supply in many 
lines, (3) increase in price competi- 
tion evident in bidding. 

Conduit and conduit products re- 
main the most critical items of sup- 
ply, reflecting the overall steel situa- 
tion, says Mr. Stuart. Practically all 
other items other than major or spe- 
cial apparatus are available on reas- 
onable lead time. 

“Enthusiasts only a short 10 years 
ago were acclaiming electrical con- 
struction and maintenance as poten- 
tially a billion dollar industry,” Mr. 
Stuart observes. “In 1948, it is al- 
ready approaching the 2-billion mark. 
Even if construction volume were lev- 
cled off at current rates, apparent 
utilization growth is likely to carry 
electrical volume beyond the 2-billion 


mark in 1949.” 


Chemical Industries 
Expect Record Year 


With a $30-billion annual output, 
chemical process industries are rolling 
along today at the highest level ever 
reached, according to Editor Sidney 
D. Kirkpatrick of Cremicat En- 
GINEERING. In his semi-annual _re- 
view of the industry, he says: 

“Plant expansion to meet new de- 
mands has made good progress, and 
most of the inflated backlog caused by 
wartime shortages has been elim- 
inated. Continuing confidence in the 
future is also evidenced by the larger 
construction and research programs 
now under way.” 

The editor notes that one of the 
trends that has become an industry 
characteristic since the war has been 
the migration of process plants from 














FOUR PRECISION 
BALL BEARINGS 


Two on spindle, 
two on drive 
sleeve. Pre-lubri- 
cated and sealed 
precision type, no 
oiling required. 


BELT TENSION 


RELEASE 


Flip of lever re- 
moves tension 
from belt for easy 
speed changes. 
Proper belt ten- 
sion maintained, 











FREE-FLOATING 
SPINDLE 


Design prevents 
misalignment, 
side thrust and 
whip. Precision 
splines in spin- 
dle and sleeve. 











ADJUSTABLE QUILL 


RETURN SPRING 


Retracts quill 
instantly upon 
release of feed 
lever. Tension of 
spring adjustable. 





CAPACITIES — SPECIFICATIONS 





CAPACITY 
Maximum drill size 
in iron or steel—%”. 
Drills to center of 
14%” circle. 
CHUCK 
Capacity —0 to 2” 
SPINDLE 

Regular drill chuck 


type supplied. 
ee REET E EL 4 





CHUCK TO BASE 
DISTANCE 


Bench Model—17” 
Floor Model— 46%” 
SPINDLE SPEEDS 
Four—655 to 4530 
r.p.m. 

TABLE SIZE 


10” x 10”. Tilts to 
any angle. 








mst $1930 
met $14,430 


Prices, f.0.b. factory, include drill 
chuck and 1/3 h. p., 115 or 230 v., 
1 ph., 60 cycle motor and switch, 
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DEPTH GAUGE 


Controls feed 


mm depth, length of 


return stroke, or 
locks spindle in 
any position. 
16th graduations. 































BUILT-IN LIGHT 


Provides shield- 
ed, shadowless 
illumination on 
work area. Inde- 
pendent on-otf 


\ switch is built-in. 


) INTERCHANGEABLE 


SPINDLES 


Spindles avail- 
able to take No. 
2 Morse taper 
shank tools, and 
for 1/2” straight 
shank tools, 
router bits, shap- 
er cutters, etc. 


TABLE LOCK 
Double-plug 


binder securely 
locks table to col- 
umn. Eliminates 
misalignment. 
Column bearing 
is NOT split. 


QUILL BEARING 
ADJUSTMENT 
Shoe-type take- 
up provides feath- 
er-touch tension 
and secure lock- 
ing. Quill bear- 
ing is NOT split. 


ONE-PIECE 
HEAD CASTING 


Insures perfect 
alignment. 
Double-plug 
binder locks the 
head to column. 
“Column bearing 


is NOT split. 


SOUTH BEND LATHE WORKS 


BUILDING BETTER TOOLS SINCE 1906 + 555 EAST MADISON ST., SOUTH BEND 22, INDIANA 
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hands you 


Profitable Orders 


Western 
Socket 
Cap and Set 
Screws 





-_ manufacturer bringing out 
new or improved products of metal 
is influenced by the modern stream- 
line trend to use flush-with-surface 
fastenings. That hands you a ready- 
made market for Western Socket 
Screws. There are no more satisfac- 
tory screws for eliminating unsight- 
ly and dangerous protruding bolt 
heads. Their electric heat-treated 
alloy-steel strength and _ holding 
power mean that fewer are needed, 
assembly is faster, time and expense 
saved. It pays you to push Western 
Socket Screws now—write today for 
catalog and prices. 





Western Automatic 


Machine Screw Company 











S. D. KIRKPATRICK: 


the Eastern seaboard to the Southwest 
and Far West. In recent years prac- 
tically all of the larger companies have 
been attracted to these areas by lower 
power and fucl costs, abundant raw 
materials and excellent transportation 
to large and growing markets in these 
areas. 

After a careful study of conditions 
in the various consuming industries, 
Kirkpatrick estimates that 1948 chem- 
ical production will exceed in volume 
the 1947 figures by at least 5 percent 
if normal peacetime conditions con- 
tinue. 

Consuming industries which are 
growing and therefore increasing their 
chemical needs include plastics, rayon, 
fertilizers, paint, varnish and lacquer, 
petroleum, rubber, pulp and _ paper, 
iron and steel industries. 


Demand for Metal 
to Continue into ’49 


The current strong demand for 
non-ferrous metals seems likely to 
continue well into 1949, according to 
Robert H. Ramsey, acting editor of 
ENGINEERING AND MINING JOURNAL. 
Mr. Ramsey states that demands 
which are exerting an upward pres- 
sure on metal prices are from three 
sources, 

First of these is the combined 
needs of domestic fabricators at work 
on civilian and military orders; sec- 
ond is the buying of metals and metal 
products for shipment abroad under 
terms of the Marshall Plan; and third, 

_ government purchases of metals for 
the permanent military stockpile. 

“Part of the strength of the metal 
markets arises out of the needs of re- 
armament programs,’ Mr. Ramsey 
states, “but the bulk of metal pur- 
chases is still going into civilian con- 
sumer goods. Rural electrification, 
building construction, electrical appli- 

| ances, pigments, and durable goods 
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USE THESE ADVANTAGES 
to increase your sales! 

































“Selling” Advantages 


of these EVERLASTING 
Duplex Blow-off Units = 


Sealing valve (left in both units) has: 
UNIMPEDED STRAIGHT-THROUGH BLOW 
SELF-POLISHING, SELF-LAPPING DISC 
CONSTANT DROP-TIGHT SEAL 


NON-WEDGE CONSTRUCTION TO 
PREVENT STICKING OR JAMMING 


Blowing valve (right in both units) has: 


TOUGHNESS TO WITHSTAND 
REPEATED BLOW-OFF SHOCKS 


HIGH RESISTANCE TO EROSION 
AND ABRASION 


NO POCKETS TO TRAP AND HOLD 
SOLIDS 


These valves fully meet the require- 
ments of the A.S.M.E. Code. 





way type 


Fig. 4001/ 6561, EVERLASTING Angle- 
way blow-off unit with lever-oper- 
ated sealing vaive. 









Fig. 4001/4061, EVERLASTING Straight- 
blow-off unit with lever- 


operated sealing valve, 








Today industry must take advan- 
tage of every aid to more efficient 
operation. When you see the im- 
mediate interest shown in the effi- 
ciency and safety advantages of 
these new EVERLASTING Duplex 
Blow-off Units, you'll quickly see 
why it’s to your advantage to 
stock and sell them! 


In each of these units, two fine 
EVERLASTING Valves known for 
their tight seal and long life are 
combined to assure a remarkably 


EVERLASTING VALVE COMPANY 
49 Fisk Street, Jersey City 5, N. J. 


safe and efficient blow-off service. 
Their performance is something to 


be talked about . . . something 
you, the EVERLASTING Distribu- 
tor, can take advantage of in 
your sales story. 


Take advantage, too, of cur pol- 
icy of aiding our EVERLASTING 
Distributors by nation-wide adver- 
tising. Every month full-page ads 
in trade papers throughout the 
country show your prospects the 
advantages of EVERLASTING 


Trade-Mark ‘‘EVERLASTING"’—REG. U. S. PAT. OFF. 


Valves. Each request to us for fur- 
ther information receives a reply 
which includes the name of the 
nearest EVERLASTING Distributor. 


It will be to your advantage 
to get a supply of our illustrated 
literature covering the complete 
EVERLASTING Line. Send for it 
today! 


NOW ADVERTISED 
NATIONALLY 


with full page ads 





EV-320 


EVERLASTING VALVES GiVE “EVERLASTING” SERVICE 
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It’s easy for you to make money with Sheet Lubricator. 
Every plant that pours babbitt is your prospect for this time 


and money saver . . 
every sale. 


. and you can count on repeat orders from 


Sheet Lubricator is a 12’ square of bronze wire screen with 
cones of lubricating graphite attached in staggered formation. 
It's used to make any babbitt bearing into a graphited, self- 
lubricating bearing that runs smoother, many times longer . . . 
may cut oil consumption as much as 90 per cent! 


Ys easy fo use , ye a 


Just trim the bronze screen to bearing 
size... put it in the mold . . . pour 
babbitt as usual. Metal flows around 
Sheet Lubricator. The bronze wire and 
graphite cones become integral parts 
of the bearing. 


The ends of the graphite cones and 
the babbitt contact the shaft. As the 
cones wear with the babbitt, they cover 


Easy fo soll 


Anyone can sell Sheet Lubricator. Its 
use and advantages are so obvious that 
no mechanical knowledge is necessary. 


easy handling, foo 


Sheet Lubricator comes in one sheet size, 
12 sheets to the box. Boxes are plainly 
labeled. It’s easy to identify the cone 
height. 


the entire bearing surface with a film of 
lubricating graphite. When oil is added, 
friction is reduced almost to zero. 


No special skills or equipment are 
needed to use Sheet Lubricator. Cost per 
bearing is increased less than 10 per 
cent, far offset by longer bearing life 
. . « fewer shut-downs . . . reduced oil 
consumption. 


Prospects quickly see what savings they 
get and how easy it is to use Sheet 
Lubricator. 


You line up years of profitable repeat 
orders every time you get a new customer 
for Sheet Lubricator. 


Write for free sample * ¢ © data sheet... and details of how Sheet 


Lubricator can be a mighty sweet deal for you. 


Randall Graphite Bearings, Inc. 


609 W. LAKE ST., Dept. 936 


CHICAGO 6, ILLINOIS 
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industries of all kinds were so starved 
through the war that their present 
capacity for chewing up metal has 
exceeded all expectations. 


Forced Higher Prices 


The net effect of the increased de- 
mand, coupled with wage increases, 
freight rate increases, and higher sup- 
ply costs generally, has forced metal 
producers to adopt higher price levels, 
the editor states. The price of lead 
was raised from 174 cents per pound 
to 194 cents per pound on July 28 in 
response to an increasing volume of 
sales of scrap and foreign lead in do- 
mestic markets at prices as high as 22 
cents per pound. 

As for the future outlook of the 
non-ferrous metal market, he says 
this depends to a large degree upon 
developments in world affairs. He ex- 
plains that if negotiations with Russia 
turn out successfully and some sort of 
intercourse is established between 
Eastern and Western Europe, there 
will almost immediately be a lessen- 
ing of the urgency to buy metals for 
the stockpile and for the ECA 
countrics. 

“On the other hand,” he continues, 
“if Russia’s attitude is unyielding and 
the present openly hostile state of 
affairs is maintained, we have no 
choice but to continue arming our- 
sclves and supporting a dismembered 
Europe. Pressure on metal markets 
in that case could be expected to con- 
tinue indefinitely.” 


Expansion Widespread 


The editor notes that it is impos- 
sible to travel anywhere in the metal 
mining districts of the United States 
without meeting examples of re- 
equipping and expansion of existing 
base-metal mines or the development 
of new ones. 

“The metal mining industry has its 
problems of taxation, manpower, and 
high costs, but the matter of a place 
to dispose of its products is not one 
of them. Nor is it likely to be for 
many months to come.” 


Minnesota Mining 
Promotes Kimball 


Arthur E. Kimball, Chicago zone 
sales manager for related products of 
the Minnesota Mining & Manufactur- 
ing Co., has been promoted to man- 
ager of devclopment and sales for 
heavy grinding products in the com- 
pany’s abrasive division. 

Mr. Kimball, who first joined the 
company in 1923 held his post for 
23 years prior to the promotion. He 
will make his headquarters in Chicago 
because of its central location. 
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Triple Tool 
Sander-Polisher-Drill 


There’s plenty of sales potential in Bradford’s complete line 
(141 models) of precision-made electric tools—backed by 
consistent Bradford advertising. Furthermore, your customers 
will approve Bradford’s design, construction, performance, 
AND price. Do more business with Bradford. Sell the com- 
plete line of superior design. Write today for complete 
information on the Bradford-distributor sales plan. 


Dise Sanders 


To determine the sales poten- 
tial of Bradford Tools in your 
territory, ask for a copy of the 
Bradford Tool Catalog. It’s 
fully illustrated and gives com- 
plete tool construction details 
and specifications. 


THE BRADFORD MACHINE TOOL COMPANY 


655 Evans Street . . «+ « «+ £=Cincinnati 4, Ohio 
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Drills 


Drill Stands 


S 6 
Precision Since 1840 








Discover How te10- Ss. cal. 


HOSE CLAMPS 








More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 






(Ga), WORM 
jas 2 e 
ir 0 DRIVE 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
“the clamp-end engages with the 
worm. No loose parts to drop. 










« UNIFORM 
rw,“ CLAMPING 





t 


True tangential take-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes. 


USE AGAIN 
and AGAIN 


Nine lives is noth- 
ing for Aero-Seals. 
They're ready to go 
back to work after plenty of hose 
changes. Also available in. stainless 
steel for marine use. 





Put an Aero-Seal in a customer’s hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 








NAME 


] FREE SAMPLE: 


Please send free sample by 
return mail without obligation. 








pee COMPANY 








ADDRESS 












BREEZE CORPORATIONS, INC. 


AIRCRAFT STANDARD PARTS CO. DIVISION 


33 South Sixth Street, Newark 7, N. J 
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LEG IN A CAST, Ray Imre, Black & 
Decker representative, tells the ladies 
how, in all innocence, he walked down- 
stairs in a neighbor’s home, tripped, 
and ended up with a broken ankle. 





CLAM CHOWDER SERVICE, in 
person, is extended Arthur Yorke, Han- 
sen & Yorke, New York, by host Gus 
Fischer, New York branch manager of 
Black & Decker. The occasion was the 
annual picnic of the New York and 
Newark branch employees of Black & 
Decker, held at the Fischer home in 
Port Chester, N. Y. 





Baker Names Two 
To District Sales 


W. B. Landers has been appointed 
district sales representative in south- 
cast Texas, and Fred R. Ramsen has 
been named district sales representa- 
tive in southern Illinois and eastern 
Missouri by the Baker Industrial 
Truck Division of The Baker-Raulang 
Co., Cleveland, Ohio. Mr. Landers is 
located at 702 M & M Building, Hous- 
ton 2, Texas; Mr. Ramsen at 2120 
South Seventh Street, St. Louis 4, 
Mo. 

Mr. Landers has been associated 
with the industrial truck industry for 
many years and has a thorough knowl- 
edge of the application of power trucks 
to materials handling problems. Until 


| very recently, Mr. Ramsen handled 
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industrial sales in the St. Louis terri- 
tory for a large manufacturer of crawler 
tractors. 
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P sites Bag Since Nila Pi ME 





Wanted: a one-man crew to harvest grain in 





labor-short areas. Cockshutt Plow Co., Ltd., Brant- 
ford, Ont., built such a harvesting combine. But 
q trouble-free operation had to be assured on such vital 
turning parts as the shaft between transmission and 
differential. Needed: a flexible coupling to absorb 
shock and vibration, increase shaft life, yet withstand 
grit, chaff and moisture. Impossible?... 


Want to reap a harvest in your business 7 


2. 


Cockshutt Plow’s unusual coupling need was 
quickly filled by Morse Morflex Couplings. Shock- 
proof, quiet, compact—they take all the kicks the com- 
bine gives, and compensate for misalignment. Other 
Morse Couplings—Silent and Roller Chain, ‘Junior’ 
and Double Morflex, Radial and Marine Morflex— 
are made to thresh out particular problems in your 
business. Just... 











Look how Morse couplings have been applied to 
























h Morflex DRC Roller 

sy Coupling ; Chain Coupling 
Radial 

DSC Silent eel 





You'll get plenty of bright ideas for coupling 























ed such diversified uses as machine tools, material uses from a set of Morse coupling catalogs. Address: 
h- Hi handling lifts, oil wells, power shovels and conveyors. Dept. 265, Morse Chain Co., 7601 Central Ave., 
1as 3 In your plant or on your consumer product, Morse Detroit 8, Mich. Or, for on-the-spot engineering 
ta- if couplings speed production, eliminate bearing wear, advice and aid, write or wire—trained and experi- 
m ; protect equipment and workers. For that extra attrac- enced Morse Sales Engineers will call on you. Ask 
ial tive addition that makes your consumer products sell, to see and hear more about the entire line of Morse 
ng investigate Morse Couplings, right now. Perhaps... Mechanical Power Transmission products. 
» 1S 
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KESTER 
SOLDER 











— Peak Solder Sales It's Kester 


i d 
Build customer good will by supplying Kester yew ; 
Solder which is the only solder instantly recogn 


and accepted as outstanding for industrial use. . 
The unprecedented demand for Kester — ed 
industry has been built by the recognized superi 4 
of Kester Solder backed by a half century 


experience. 


to 
Any soldering problems? Refer your customers 
our Technical Department. No obligation. 


Standard For Industry Since 1899 
KESTER 


SOLDER COMPANY 


4214 Wrightwood Ave., Chicago 39, Wil. 


Factories Also At 
Newark, New Jersey ® Brantford, Canada 








THE MANAGEMENT of Industrial 
Supplicrs, Inc. is in the capable hands 
of M. H. Burnell, purchasing man- 
ager; E. W. Hale; A. J. ‘Theriot, gen- 
eral manager; J. Burghard, sales pro- 
motion manager; $. C. Holmes and 
C. Fencca, operations manager. 


Industrial Suppliers, Inc. 
Celebrates First Year 


The Industrial Suppliers, Inc., lo- 
cated in a new, modern building on 
Highway 80 West, Jackson, Miss., 
currently is celebrating its First Anni- 
versary. Organized in tl.c closing 
months of the last World War, the 
firm’s executives and personnel sur- 
mounted many obstacles to obtain 
and maintain efficient business opera- 
| tions. 

M. H. Burnell is purchasing man- 
ager for the company; A. J. Theriot is 
general manager, J. Burghard, sales 
promotion manager and C, leneca is 
operations manager. 

The company also operates one of 
Jackson’s leading electric motor repair 
shops at 719 West Monument Strect. 

At the present time, the firm is pro- 
jecting plans for a sizeable sales ex- 
pansion program, based on customer 
service and quality merchandise. 











NEW AND HANDSOME is the mod- 
crn building of Industrial Suppliers, 
Inc., distributors located on Highway 
80, West, in the fast-growing city of 
Jackson, Miss. 





Atlas Appoints Schmidt 
District Sales Manager 


O. W. Schmidt has been named 
Central States district sales manager 
for the Atlas Chain & Mfg. Co., 
Philadelphia. 
| Mr. Schmidt, formerly, was sales 
| manager for the Shafer Bearing Co. of 
| Downers Grove, Ill. He will maintain 
| offices in Chicago, II. 
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DROP FORGED STEEL é 


VALVES, FITTINGS & FLANGES 
— eT 


FO hk 








] 


SAFE and SURE control of vapors and 
liquids at high pressures and high tempera- 
tures in modern steam generating plants is 
dependent on piping materials having an in- 
herent “plus” of strength and toughness. Drop 
forged steel Valves, Fittings, and Flanges 
made by Vogt play a vital part in the smooth, 
efficient operations of leading power plants. 


Catalog F-8 is the drop forged 
steel Valves and Fittings Blue Book. 
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Watch this 
Electric Hoist 
cut handling costs 


EE the speedy Meteor in action and you'll agree 

that materials handling costs are down for the full 
count. This heavy duty electric hoist is an outstanding 
performer ...a time and money saver. Helical gears, 
airplane type cooling, low headroom, thermal pro- 
tection, only 110 volts at push button station...and 
speed...are but a few of the Meteor’s notable fea- 
tures. Bulletin 142 will tell you about all of them. 
Better still, the Meteor itself will bring you all of them. 


CHISHOLM-M0 





Capacities from 
4, ton and UP- 
Lifting speeds 


from 18 fo 
feet per mi 


ORE 


HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corporation) 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York + Chicago * Cleveland + San Francisco » Los Angeles 





See us at Booths 826-827 Materials Handling Exposition, Philadelphia, January 10-14 
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American Steel & Wire 
Announces Appointments 


Walter E. Mackley has been ap- 
pointed manager of the New York 
district sales office of American Steel 
& Wire Co., United States Steel sub- 
sidiary. 

I’, L. Nonenmacher has been named 
manager of manufacturers’ products 
sales to succeed Mr. Mackley, while 
Harold Christopher has been _pro- 
moted to the position of assistant 
manager of that department. 

Mr. Mackley succeeds B. W. Ben- 
nett, who has been named assistant to 
the vice-president of sales of the Ameri- 
can Steel & Wire Co. In his new 
capacity, Mr. Bennett will continue to 
maintain his office in New York and 
will handle special assignments. 

James McCulloch, veteran of 33 
years service with the company, has 
been named superintendent of con- 
struction of the American Steel & 
Wire Co. and Frederick C. Keiser, 
for five years section-head draftsman 
in the engineering department has 
been appointed merchant products 
engineer. 

In his new capacity, Mr. McCulloch 
will have responsibility in the field for 
directing new construction and_ re- 
placement of manufacturing facilities 
at the company’s various plants. Mr. 
Keiser will be identified with the mer- 
chant products section of the com- 
pany’s engineering department which 
handles nails, fence, barbed wire, 
staples and baling wire. 


New York Belting 
Names Castanette To Sales 


Frank W. Castanctte has been ap- 
pointed sales representative of New 
York Belting and Packing Co., for the 
Northwest section of the United 
States. He will make his headquarters 
in Portland, Ore. and his territory will 
include the states of Washington and 
Oregon. 








THE MACHINERY WAREHOUSE 
of Morgan, Inc., Savannah, Ga. dis- 
tributors is as familiar as his own home 
to T. B. Keller, left, sales manager and 
buyer of industrial supplies, on tour 
with Sam Morgan. 
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This low-cost DURO Router-Shaper- 
Carver can be converted from one 
use to another in a few seconds 


An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. Is extremely 
flexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4”, 5/16” and 
3/8” bits for routing—5/16" and 1/2” bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog — giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Saws, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


DURO VOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO. 2683 N. KILDARE AVE., CHICAGO 39, ILL, 


ALSO MAKERS OF DURO HAND TOOLS 
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For piston rods and valve Hot Oil Asbestos Packing for 
stems running in oil, gaso- rods and plungers. Construc- 
line, benzol, naphtha, kero- tion minimizes capillary 
sene and similar solvents. attraction and saturation. 

















THERE’S A BELMONT PACKING FOR EVERY SERVICE 


Steam, Water, Oil, Gas, Air, Acids, Alkalies, 
Ammonia. Forms include: Rings, . Spirals, 


Coils, Reels, Spools, Sheets, Gaskets. 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER & SEPVIVA STREETS e¢ PHILADELPHIA 37, PA. 
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A NEW DRILL PRESS, placed on 
the display floor in the newly expanded 
facilities of Georgia Supply has interest 
for C. E. Lindermann and Harold Mul- 
herin, Jr., son of secretary-treasures 
J. H. Mulherin. 





Georgia Supply Co. { 
Undergoes Renovation 


The Georgia Supply Co. has com- 
pletely renovated its Savannah, Ga., 


| offices and warehouses to provide addi- 


tional facilities and service. The com- 
pany has expanded into the adjoining 
building as a warehouse and receiving 
and shipping department. 

A city sales display room has been 
established where machinery has been 
installed for customer demonstration. 
The general, clerical and executive 
offices have been redecorated and air- 
conditioning equipment and fluores- 

| cent lighting have been installed. New 
furniture and equipment have added 
to the attractiveness of the offices. 

With the expansion in number of 
items and stock, inventory increased 
to the point where additional ware- 
house space became necessary. A space- 
saver was effected by constructing bins 
from floor to ceiling, with less fre- 
quent items stored at the top. Installa- 
tion of a mono-rail ladder, similar to 
the kind used in shoe stores, gives 
quick and easy access to bins. 


Wiss Co. Celebrates 
100 Years in Business 


In commemoration of the founding 
of the business, 100 years ago, J. Wiss 
& Sons Co., of Newark, N. J. has 
just published what is probably the 
first book in the English language on 
the history and development of shears 
and scissors. 

Titled, “A Story of Scissors and 
Shears”, the book represents consid- 
erable research and information of in- 
terest and contains some +40 illustra- 
tions of two-bladed cutting imple- 
ments dating from the Third Century 

| B. C.. to the present. 

Into this “history”, devoted to the 
evolution of shears and scissors in 

| America during the past century, the 
Wiss company has tellingly woven its 
own story. 
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' REPUBLIC 


BRIGHT CAP SCREWS 
‘late Hold Fart..Taru up Tight 


From wrench-hugging heads to smooth-turning threads, Republic Upson 
quality bright cap screws offer unfailing accuracy and uniformity. Quick, tight 
assembly is a 94-year Upson tradition — maintained today throughout 20,000 
shapes and sizes in the full line of Upson headed and threaded products. 















REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION e CLEVELAND 13, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 
day and night. Whenever your customers are 1, 244 \ / 
reading their trade magazines, they're reading 
the story of Upson quality. This and similar 
advertisements appear regularly in Hardware 


Age, Iron Age, Steel, Railway Purchases and 
Stores, and Southern Hardware. 







“p 
Other Republic Products include Pipe, Sheets; Tubing, Hot Rolled and Cold Drawn Bars— Carbon, Alloy and Enduro Stainless Steels 
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CONSUMER 
















For over thirty years, machinists have relied on De-Sta-Co long-life steel 
Spacers and Shims for milling, slitting and gang-saw set-ups and for 
shimming gears and bearings. Dealers are capitalizing on the value of 
this name synonymous with quality. They know that plenty of satis- 
faction goes along in every De-Sta-Co Precision Package. 


De-Sta-Co Spacers are packaged in standard sizes from s" to 4” hole 
diameters, up to 5%" O.D., thicknesses from .001” to .125”, all with key- 
way. Shims are stamped and coined to commercial tolerances in the same 
sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- 
uated decimal thicknesses; they’re safe to stock, preferred in the shop. 





Special spacers—thicknesses greater than 
-125°—available in popular sizes, machined 
bar stock, hardened and ground, with stand- 
ard keyways and thickness identification. 

Write for catalog and price list. 


There’s the same preference for De- 
Sta-Co Shim Stock and Feeler Stock. 
They’re Precision Packages, too. 
Don’t Delay. Write Today. 















DETROIT STAMPING COMPANY 


332 Midland Ave. Detroit 3, Mich. 





Gusweld Equipment conforms fully 
with standards of Underwriters’ 
Laboratories. 


@ Nationally-Used 
© Industry - Proved 
®@ A Complete Line 










Your men will find ready acceptance for the 
Gasweld Line. There’s a Gasweld Torch for 
every use—from featherweights to heavy duty 
types —the right torch for every job. 

Gasweld’s free-flow jet mixer assures superior 
welding and cutting for all operations. Extra 
rugged construction assures longer service with 
minimum maintenance. 

A-sound plan of sales co-operation assures 

maximum results and profits for distributors. 
Profit by the ever-widening market for this fast-selling 


equipment. 
Wall Chemicals Divisio 


THE figquid CARBONIC CORPORATION 


3110 South Kedzie Avenue 
224 


Get the Pacts! 
Write today for a copy of the Gasweld 


Catalog and full information on prices 
and discounts. 


Chicago 23, Illinois 











Handle heavy reels easily and 
safely; remove wire or cable from 
top or bottom, front or back of 
reel with 


ROLL-A-REEL 


Style A: = 
2,000 Ibs. cap. 
37.50 


Style B: 
4,000 Ibs. cap. 
75.00 


F.0.B. Cincinnati 


Low slanted front and 
positive front lock 
insure quick loading 
or unloading. 





Eliminate jacks, cum- 
bersome handling. 


Carried easily 
to reels, job 
or storage. 

Sold through 
wholesalers only. 





WRITE TODAY FOR DETAILS 























Avatietite ew 
and 
Better Than Ever! 


> SWIVEL 
wy JAW 






Seymour $mitx 


Snap Jock 


PLIER-WRENCH 






CAPACITY 
INDICATOR 













1. Swivel Jaw 
holds odd- 
shaped pieces. 

2. Capacity Indicator 
pre-sets jaw spread. 

3. Release unlocks jaws in- 
stantly by a touch of the 
finger. 

Tremendous grip. Use as a plier 

or, when locked closed, for holding § 

articles to be drilled, welded, ground, 
etc. 1000's of uses around 
home, farm, garage, shop. ™ 


No. 2607, 7, S176; Me. ~ INSTANT 
2610, 10”, $2.25. LOCK 
At your jobber, or write us RELEASE 


giving his name. 
SEYMOUR SMITH & SON, INC. 


\ 900 B Main St., Oakville, Conn. i 
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TIPS for ROPE 
PURCHASERS 


You can’t tell a book by its cover— 
nor can you judge good rope by its ex- 
terior appearance. That’s why the repu- 
tation of a Manufacturing Company is of 
paramount importance. 

For 144 years, Fitler has produced the 
highest quality rope manufactured from 
the finest fibers obtainable. 

Look for the registered Blue & Yellow 
Colored Yarn Trademark in all Fitler 
Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


Manufacturers of Quality Rope since 1804 


NEW YORK @ CHICAGO e@ LOS ANGELES @ SAN FRANCISCO 
NEW ORLEANS @ HOUSTON @ PORTLAND 

















Originators 
of the 
packaged vise 





YOUR COLUMBIAN 
| DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIVMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. > Cleveland 4, Ohio 


the Worlds Largest Makers of Vises 


STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 
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Important to repeat business is the kind 
of service you give your customer. A 
big part of this service is to be able to 
fill orders whenever received. And 
there’s where Whittaker can be of good 
service to you by supplying a complete 
line of soapstone metalworking cray- 
ons—and keeping you supplied. 


CLOVER Soapstone, available in a 
large variety of grades and sizes, will 
meet any requirement in the metal- 
working field. These grit-free crayons 
give smooth, legible lines that won’t 
come off on hot or cold, clean or dirty 
metals. There’s a heavy demand for 
direct mine shipments of these crayons. 
Take advantage of it—write today for 
free samples and dealer price lists. 


INCREASE YOUR PROFITS 
BUY BY BULK 


Whittaker Care & D cries INC, 


260 WEST BROADWAY, NEW YORK 13, N. Y. 
Plant: South Kearny, New Jersey 














and industrial plants. 








FOR PRESSURES TO 60 LBS. P.S.I. 
CAPACITIES FROM 40 TO 200 G.P.M. 





FOR PRESSURES TO 150 LBS. P.S.I. 
CAPACITIES IN 30, 40, 50 G.P.M. SIZES 


FOR PRESSURES TO 300 LBS. P.S.I. 
CAPACITIES FROM 1 TO 300 G.P.M. 


Complete Line 


Illustrating and describing pumps built 
to handle pressures up to 1000 Ibs. p.s.i., 
capacities 34 to 300 g.p.m., at speeds 
up to 1800 r.p.m. 








GEO. D. ROPER CORP., 









PUMPS ENGINEERED TO FIT YOUR NEEDS 


Roper manufactures an extensive line of precision-built pumps to serve a 
multitude of applications in bulk stations, tank trucks, tanker terminals, refineries, 
Illustrated are three examples of pumps in Roper series 
3600, K, and F — each representative of varying pressure and capacity ranges. 


FIG. 3600 MARV—A sgen- 
eral purpose motor driven unit 
designed to handle thin or 
heavy viscous liquids at slow 
speeds. Has built-in relief 
valve, oil enclosed gear guard, 
bdabbitted bearing support bed 
plate and coupling; fitted for 
standard motor frames. Other 
models rated also from 40 to 
200 ¢.p.m. 


FIG. 1K with Packed Box — 
Supplied in 30, 40, and 50 
9.p.m. sizes with companion 
flanges. Especially suited for 
fuel supply or transfer work, 
New Roper venturi suction and 
discharge principle minimizes 
energy loss caused by cavita- 
tion, turbolence, or friction. 
Other models available in 4%, 
to 50 g.p.m. sizes. 


FIG. 1F — Features four-port 
design offering eight optional 
piping arrangements. Hy- 
draulic self-lubricating prin- 
ciple prolongs pump life; can 
be direct connected or belt 
driven; ideal for pumping 
clean liquids of all kinds. 
Other models — including re- 
lief valve models — available 
in 1 to 300 g.p.m. sizes. 


341 Blackhawk Park Ave., Rockford, Ill. 





| 
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R. J. McCallian 


All-State Names McCallian 
Regional Sales Manager 


R. J. McCallian has been appointed 
regional sales manager of the line of 
low-temperature welding and brazing 
alloys and fluxes manufactured by All- 
State sang. 3 Alloys Co., Inc., 
White Plains, N. Y. Mr. McCallian 
will operate in yt Pennsylvania, 
southern New Jersey, the entire states 
of Delaware, Maryland, Virginia and 
West Virginia and the District of 
Columbia. 

Mr. McCallian moves into his new 
position by way of welding apparatus 
sales. Previously, for 10° years, he 
worked as a metallurgist with the 
Carnegie Illinois Steel Corp. of Gary, 
Ind. He is a graduate chemical engi- 
neer and has had post-graduate w ork 
at Purdue and Indiana Universities. 
He is, moreover, a member of the 
New York Chapters of American 
Welding Society and Amcrican So- 
ciety of Metals. 


| oa | 


Jack Wes 
PURCHASING 
































“Okay, okay! So you don’t want any- 


thing—Can I have my foot back?” 
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TOLEDO THREADERS 


Thousands of better mechanics today prefer TOLEDO 

Pipe Tools and Power Pipe Machines—to do best work.. 

in /ess time... with lower cost! 

These mechanics know from long experience that TOLEDO builds 
the finest pipe tools you can buy at any price. You will like their 
simple, sturdy construction ... compactness and light weight 

for ease of handling ...and the smooth, clean-cut, 

leak-proof threads produced by TOLEDOS. 

You can’t beat genuine TOLEDO equip- 

ment—hand tools or power—for trouble- 

free jobs and all-around satisfac- 

tion! The Toledo Pipe Threading 

Machine Company, Toledo, Ohio. ) j 
New York Office, No. 2 

Rector Street Building. 


RELY ON p LEADER 


Toledo SIMPACT— 
self-contained, adjusta- 
ble threader for 1” to 
2” pipe. 
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Toledo Power Pipe 
Machine for high pro- 
duction, 4%" to 2” pipe. 


y Toledo Small Ratchet 
Threaders made in 
three models, %” to 2” 
pipe. 








Sell results ... 


It’s what a product will do for the 
purchaser that makes a sale! Take a 
heavy-duty ‘Load Lifter’ Electric Hoist 
and tell any manufacturer or plant 
owner how this sturdily constructed 
hoist will lift capacity loads many 
times an hour—every hour in the 
day with the minimum amount of 


attention. 


Explain what one-point lubrication 
means — just one place to oil about 
every six months. He'll see the con- 
venience and efficiency of this special 
feature, appreciate the time it saves 
him. How the ball-bearing, totally 
enclosed, self-contained motor runs as 
sweetly after months of hard work 
as it did its first day — dust, oil, grit 
can't enter it to interfere with its 
functions. Explain to him the ad- 
vantages of a ‘Load Lifter’s’ fool- 
proof upper stop and safety lower 
blocks. Emphasize the fact that all 
these features give him the lowest- 
lifting and minimum upkeep costs 
he'll ever get on the toughest lifting 


jobs he'll ever do. 


Every manufacturer or plant owner 
appreciates low-cost lifting in these 


days of high production costs. 


Need more copies of Catalog 


No. 215, Write us for a supply. 


mm: LOAD LIFTER 


__TeaDt wan") lj rf 01S ts 
MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments, 
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ow’! a Great Vise 
Made Even Better 


For 80 years Prentiss have 
proven to be high quality 
vises that have stayed sold. 





Now made with New Pat- 
terns, Jigs, Machinery, etc., 
they are bringing profitable 


aemeans repeat orders to Distributors. 
u os” 
All parts interchangeable. 


Vho Comsiote tine All vises individually packed. 


Machinists @ Top Swivel Jaw 


Combination Pipe @ Hinge Pipe IN A FEW SECTIONS 
Woodworkers @ Utility : TERRITORIES ARE OPEN 


PRENTISS 


PRENTISS VISE DIVISION, MERIDEN, CONN., U. S. A. 
OF THE CHARLES PARKER CO. 





NEW 4-SPEED Strandflex 


FLEXIBLE SHAFT MACHINES 


oe 


provide the newest and only outstanding improvement in 
Flexible Shaft Machinery in 25 years. It’s another Strand 
step forward in quality precision tools for faster, easier and 
more economical production work. The Strandflex 4-Speed 
gear drive employs a patented, new type of quick change 
gear drive utilizing 4 POSITIVE speeds by a unique and 
easy method of instantly changing from one speed to another. 
Powered with totally enclosed ball-bearing motors (having 
speeds from 850 to 9000 R.P.M., depending on motor) 
means years of smooth, trouble-free service. Send for Bulletin 
No. 43-A for full details. 


Standard 3 speed counter shaft type Strand machines also 
available for portable rotary power at constant speeds for 
grinding, buffing, drilling, wire brushing and rotary filing, in 
all types and models from 4% to 3 H.P.—for every specific 
requirement. Send for Catalog No. 30. 


Distributors in all principal cities 


j N. A. STRAND & €CO.~ 
Stran 5001 NO. WOLCOTT AVE. 
CHICAGO 40, ILL. 
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PIPE SIZES 
19 in.to Zin. 


Bd 
The famous Type "E".,.so popular in the }", 3" and 
1" pipe sizes, is now complete with 1}, 13" and 2" 
pipe sizes. Its ALL-BRONZE CONSTRUCTION and 
screwed-in seats, as well as Hycar seat washers and 
Neoprene diaphragm, mean a LONG LIFE of TROUBLE- 
FREE service on those big jobs you put in. 


Sold ONLY through plumbing Wik vr your free copy of our new 


d heating wholesalers. S 
ry es ae a. i ili 1948 Catalog for complete details on 


CASH-ACME Products, 


CASUACME Automatic Valves. 


A.W.CASH VALVE MANUFACTURING CORPORATION 
6614 EAST WABASH AVENUE DECATUR, ILLINOIS, U. S. A. 
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GRINDING WHEEL DRESSERS AND CUTTERS 
% MAUR 


Recommend their regular = MULTIPLE- PURPOSE 
for complete grinding wheel INTERCHANGEABLE 


efficiency BUSHING 


Give your customers this piece of Offers These Many Features 
good advice ...to dress grinding wheels REGULARLY to & Simplified Stock Greater Combina- 
remove impregnated metals and to true them REGULARLY Keeping tion of Bore Sizes 
to square off face and remove nicks. Then sell them the al eg” > hee % Ges Bushing — One 
proper equipment to do a first rate job—COLLMER Grinding * V Pulle Soni — + Elicnin Ms ot 

eel Dressers and Cutters. We have already sold millions ings | ss dividually bob vcobl 7 Sisco 
all over the country and there is always a steady demand— Packed and Labeled Bushing Stocks 
send for booklet which gives types, sizes, and all important 


? § % Faster Turnover Than Any Other Interchange- 
facts. We can make prompt deliveries. able Hub or Bushing Line 


RUSH YOUR ORDER NOW 
\ MANUFACTURING CORP. 
2909 S. Wabash Ave., 
wm» CHICAGO 
© | : 


\NG 
cur ° 
Collmer Ultra-Thin ¢ ANUEA seunee 
Pipe Cutter Wheel MAUREY past § 

2909 - se weet hinds 
Please ing aoe and men 

iy 


COLLMER BROS. sour sew 4, now | B\e;—— 
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IN Your HANDS When You Need “Them 





<< 


More Than 800 
Standard Types and Sizes 





Putnam End Mills can always be on your 
stock shelves for quick service on any cus- 
tomer requirement. Putnam still offers the 
country’s largest and most complete selection 
of standard end mills . . . end mills with 
faster, easier cutting and longer life . . . 
all ready for immediate delivery. 


The Putnam line is recognized for its quality, completeness and avail- 
ability. Aggressive, industry-wide advertising continually reminds purchasers 
of these Putnam advantages. From experience, too, end mill users know they 
don’t have to wait for dependable end mills when they specify Putnam. As a 
result, the Putnam line is rapid moving and profitable selling . . . the line 
of end mills that creates satisfied customers and repeat sales for you, the 
distributor. 


That's why it pays to push Putnam End Mills. 








2981 CHARLEVOIX AVENUE ° DETROIT 7, MICHIGAN 
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RELAXING for a few minutes after 
lunch by playing cards are these R. C. 
Neal Co. men. The Buffalo firm has 
a recreation room for employees. The 
players, left to right, are Bill Kaiscr, 
telephone sales; A. I. Chipman, pur- 
chasing; H. G. Putnam, manager, in- 
dustrial supplies; and Glen Harris, 
accounting. John Brown, receiving de- 
partment, also was in the game but is 
not shown in the picture. 





ON A VISIT to the east, recently, 
Charles T. Bush (right), president of 
The Chas. S. Strelinger Co., Detroit, 
stopped: off in Buffalo for a chat with 
Ray Neal, head of R. C. Neal Co. 





Industry Maps 
Safety Plans 


A permanent organization and pro- 
gram for attacking industrial accidents 
will be recommended to the next presi- 
dent of the United States—Truman or 
Dewey—next spring. It will come from 
a National Conference on Industrial 
Safety next March 23-25, attended by 
some 700 representatives of industry, 
labor, government, safety organizations 
and others with a close interest in 


| plant safety. 


Groundwork for the conference, 
called by President ‘Truman, was laid 
at an organization meeting of +400 
members under the direction of Vin- 
cent P. Ahearn, executive secretary in 
Washington of the National Sand 
and Gravel Association. 

As executive director of the confer- 
ence, Mr. Ahearn will work closely 
with the seven committees set up to 
make recommendations on_ specific 
phases of the problem of industrial 
accidents, which last year caused 17,- 
000 deaths, 91,000 permanent disabili- 
ties, and 2 million injuries. Final com- 
mittee recommendations will be 
acted on by the general conference 
next March. The conclusions will be 
referred to the President. 
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30-month figures prove 


J&L wire rope 





Superior performance of & 
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For two and one half years, Central 
Ohio Coal Company of Zanesville, 
Ohio, has kept detailed records on 
the performance of wire-rope hoist- 
ing lines, draglines and dump cables 
used in their strip-mining operations. 
These records prove that, among 
the several different brands used, 
J&L Wire Ropes gave more days of 
service and moved more cubic yards 
of overburden. 


Here are the average performance 
figures: 


Dragline—50% longer service life than 
competing wire ropes. (J&L Precision- 
bilt 24%,” dia. Type ‘‘U’’ Lang Lay) 


Hoisting Line—30% longer service life 
than competing wire ropes. (J&L Pre- 
cisionbilt 134” dia. 6 x 37 Lang Lay) 


Dump Cable—More than twice the service 
life of competing wire ropes of 4%” larger 
diameter. (J&L CenterFit 14%” dia.) 


Central Ohio Coal Company” 
gets L-O-N-G-E-R service 


from Jal. (Akoccaconbcle WIRE ROPE 
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But it is what’s behind these records 
that counts! Both J&L and Central 
Ohio “know their ropes.” J&L 
knows how to build wire ropes and 
what type to recommend for every 
job. Central Ohio knows how to 
operate them for the longest and 
most profitable service. This means 
not only correct application, but 
also proper, engineered care. 


—And what is “proper, engineered 
care?’ Why not let a J&L Wire 
Rope service engineer tell you? He’s 
a specialist in wire rope application. 
He knows how to get the most out 
of every inch of hoisting line, drag- 
line, logging rope, marine cable, 
oil-country line—or wire rope in any 
other application. 


If you would like to have a J&L 
engineer call on you, write us. The 
coupon is for your convenience. 


*Affiliated with Ohio Power Company in the American Gas and Electric System. 


JONES & LAUGHLIN STEEL CorRPORATION 
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Above—Page, Model 627 S, Walking Drag- 
line, with 12-1/2 yd. bucket. J@L Wire Rope 
for hoisting line, dragline and dump cable. 





Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 30, Penna. 


Gentlemen: 

We are interested in learning how to 
get more service from our wire ropes. 
Please have a J&L engineer call on us. 













sizes for 


CHICAGO 





“Hallowell” Solid Steel Collars, functionally 
throughout, are precision-machined so faces run perfectly 
true... . are also highly polished all over . . . yet they 


cost less than common cast iron collars; 3” bore and smaller 
are made from Solid Bar Stock and fitted with the wow 
“Unbrako” Knurled Point Self-Locking Socket Set Screw... 

set screw that, once tightened, holds and stays tight to make 
sure the collar won't shift on the shaft. 
“buy word” 


Ask for the name and address of your nearest 


STANDARD PRESSED STEEL CO. 





DETROIT 


AO Collars 


Pot'd. & 
Pots. Pend. 








proportioned 


“Hallowell” . . 


in shaft collars . . . available in a full range of 


IMMEDIATE DELIVERY 


“Hallowell” Distributors 


OVER 45 YEARS IN BUSINESS 


JENKINTOWN, PA. BOX 519 
INDIANAPOLIS ST. LOUIS 





SAN FRANCISCO 
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WILLEY'S 


SOLID 
CARBIDE 
DRILLS 


Performance such as you never 
had before! Ground from solid 
Willey’s Metal with highly pol- 
ished flutes, they are faster, 
require jess grinding and hold 
their size better than any drills 
you ever used. 

They are extremely tough, and 
can be operated from 50 to 60 
percent faster than regular 


nena reson 


peer ee © 


| Seeeeeae were 





| 0595"). 


WRITE FOR FOLDER 


Lists all sizes and prices. Jobbers Lengths, 
1/16” to Ya" diameters. 
Sizes, from No. 22 to No. 53 (.1570” to 


drills.’ They provide more pro- 

duction—and better production 

—in drilling alloy steel, cast 

iron, brass, bronze, aluminum, 

magnesium alloys, plastics and 
| other non-metallic materials. 


Standard Wire 





WILLEY’S CARBIDE TOOL Co. 


1342 W. Vernor MN 





Wy bTedobtoroee! 


Detroit i; 
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BELT WAX 








REGULAR USE 
Saves Operating 
Money for Users . . 


These are the important things to the man 
who must watch operating costs . . 
saving belts . . . increasing power... 
making money. Convince your customers 
who use flat belt drives that CANTOL 
Belt Wax will give them better traction 
and consequently longer belt life and you 
have life-time customers. Plant men who 
have been using CANTOL for more than 
45 years still say it’s the best! Let us send 
details. 


@ We urge users to buy through 
their local distributors. 


CANTOL WAX PRODUCTS CO. 


‘BLOOMINGTON INDIANA 
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Celebrating Our 25th Anniversary 


in Our New Home 


BOLTS ¢ NUTS 
SCREWS e RIVETS 
THREADED PRODUCTS 
SCREW MACHINE PARTS 


All Types and Sizes 
Made in All Materials 


Send Us Your Samples and Blue Prints 














IMMEDIATE DELIVERY 
ON EMERGENCY ORDERS 







Catalog on request 


125 Church St., Now York 7, N.Y. 
WO 4-4600 
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wit by any standard ... . SNAP- 
TITE has no equal. Snaps on! Snaps 
off! Saves liquid, air, steam and time. 


SNAP-TITE is a swivel connection for 
air, water, oil, grease and steam. Avail- 
able with automatic shut-off valve in 
coupler and nipple, eliminating turning 
on and off the main supply valve. Re- 
placeable ‘ 


) pS a -type ney assures posi- 
tive seal. 


Sizes 4%” to 1” 


If you use hose, you need a SNAP-TITE 
Coupler. Write TODAY for catalogue. 


1770 
French 
2. 
Erie, 
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AUTOMATIC L-210 
FLOAT SWITCH 


@Two-pole, light snap action 
@ Molded phenolic case 
@Rated 1 H. P., 220 volts 
@Silver-to-silver contacts 


@Protects motor from short circuit, by 
opening both sides of line 


Write for Bulletin 2100, prices and discounts 








SELLER! 


Replacement Switch 
for Small Sump Pumps 


and Cellar Drainers 


AUTOMATIC L-210 Float Switch is a 
rugged, trouble-free utility switch for gen- 
eral light duty. Your customers will like it 
because it is built to outlast average pumps. 


It is ideal for small sump pumps and cellar | 


drainers where a small switch of high ca- 
pacity is desired in place of a starter. 
You can safely recommend L-210 for any 
use within its capacity—it will not let you 
down. With 2 poles, it cannot short circuit 


motor and burn it up. Attractive discounts | 


for quantity users. 


. va ones! 


.@ are used by all leading ) 
| manufacturers. . . When 
selling new pumps, sell % 





the Marsh line 
will include 
Witt OXYGEN and 
WELDING Gauges 


On September 30, the Witt 
Gauge Division of National 
Pressure Cooker Company was 
acquired by Jas. P. Marsh Corpo- 
ration. As a result, the broad line 
of Marsh instruments will be still 
further broadened to include oxy- 
gen and welding gauges. 


The Witt oxygen and welding 
gauges will be manufactured in 
the main Marsh plant by the 
“Witt Gauge Division of Jas. P. 
Marsh Corporation.” 


This opens up a new field for 
distributors of Marsh gauges — 
the excellent Witt line of oxygen 
and welding gauges made still 
better by Marsh experience and 
facilities. Ask for facts. 


WITT GAUGE DIVISION OF 








‘MARSH 


DEPT. C, 


| AUTOMATIC CONTROLS [) 
>) with them. x 





SKOKIE, ILLINOIS 
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They're rolling 
off the line 


“1” BAR AND CARRIAGE CLAMPS 


© 
HARGRAVE 


Our production planning is paying off. We're producing No. 
640 I-Bar Clamps and our new #530 Carriage Clamps in quan- 
tities greater than ever . . . Now, you can reach for your 
phone and get immediate delivery from stock. 

The #530 Carriage Clamp frame is made of a powerful new 
metal far stronger than malleable . . . proved under INDI- 
VIDUAL POWER TESTS. Openings in all popular sizes. 

The Hargrave “I” Bar Clamp is rapid and powerful. Notches 
in web permit quick action, no slipping. Screw is steel, heat 
treated to prevent bending and battered threads. Openings 
from 2 ft. to 10 ft. 


Write for Catalog of complete line. 


SEE YOUR NEARBY INDUSTRIAL DISTRIBUTOR 

4032 Montgomery Rd. 

HARGRAVE Cincinnati 12, Ohio 
The \GPRIET TTT 











* THREADED CHUCKS 


These chucks are threaded for direct mounting on 
spindles of Atlas 10”, Clausing, Logan, South Bend 9” and 
other lathes with 114”-8 thread spindles. No adapter is 
needed. Accurate, sturdy construction insures customer 
satisfaction. 

3-Jaw Universal Chucks are available in 5” and 6” sizes. 
4-Jaw Independent Chucks are made in 6” and 8” sizes. All 
sizes in stock subject to prior sale. 


The Chuck With the Red Name Plate 
~, SEND FOR CATALOG 701 


WESTCOTT 
CHUCK COMPANY 


600 E. Walnut St., ONEIDA, N.Y. 
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your profits ax 
on abrasives 





CLOVER COATED ABRASIVES — in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 


"ROVER COMPOUND. 
WPPNS - GaINdinG - POLISHNE 
ats 5 





CLOVER LAPPING AND GRINDING 
COMPOUNDS — in twelve grades from 


microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives...you buy at lowest prices 
and sell at maximum profit. sion 


Selling abrasives is stable business. nes 
Sales are obtainable throughout in- 

dustry. Repeat business is enormous. 

Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 


CLOVER MFG. co., Norwalk, Conn. 


Vb tiite- 





REMINISCING on developments in 
the industry are John C. Gray, vice 
president and manager of industrial 
supplies and T. J. Kenny, president, 
S. B. Hubbard Co., Jacksonville, Fla. 
Mr. Gray joined the company in 1912. 





Hardware Consultants 
Elect Merrill President 


At the joint convention of The 
National Contract Hardware Associa- 
tion and The American Society of 
Architectural Hardware Consultants, 
Palmer House, Chicago, Mr. G. P. 
Merrill, General Sales Manager of the 
Hardware Division of The Stanley 
Works, was elected President of The 
American Society of Architectural 
Hardware Consultants, in which or- 
ganization he has been extremely ac- 
tive. 

He was a Contract Builders’ Hard- 
ware man in California for seventeen 
vears before going with The Stanley 
Works in 1936. 

He was Manager of The Stanley 
Works Los Angeles office until Janu- 
ary, 1945, at which time he was made 
Pacific Coast Manager in charge of 
the three Pacific Coast offices. In 
April, 1946, he was made General 
Sales Manager of the Hardware Divi- 
sion of The Stanley Works. 





EVERYTHING SHIPSHAPE te. 
ports Miss May Belle Manning to D. D. 
Whitehead, manager of the supply 
department, Taylor-Parker Co., Nor- 
folk, Va. 


SILENCE 


The only message you ever get trom 
CJB Ahlberg Bearings is SILENCE ...a 
silence that tells eloquently of smooth effic- 
iency, of ‘troubles that do not happen.” 


The name AHLBERG stands for a com- 
plete all inclusive service on bearings, ball 
and roller— 


For prompt, competent help on bearing 
problems, talk to an Ahlberg jobber. 


HLBER 


3026 WEST 47TH STREET 
CHICAGO 32, ILLINOIS 
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} balanced : . % ’ A BRAND 
SHEAVES | Be ke ACID CORE SOLDER 


and V-Belt 
Drives 


CALL ON 














for Cast Iron 


PULLEYS 


QBS C0rrer 





A free flowing and easy-to-use 
ACID CORE SOLDER for auto- 


Pyott can meet your cast iron pulley requirements promptly. | motive and general work. You 
Available types include split and solid hub, single and multy- | don’t have to add any flux... 

| 

| 

| 





| bj _ 9 3" 10 102” DIAMETERS 


ple arm, wide and narrow face, flanged, tapered and step a ak 
cone as well as tight and ball bearing loose illiars: All are the flux is in the solder. 
perfectly balanced and may be operated at running speeds Comes in all commercial sizes 
up to 6000 FPM, depending on diameter and type of pulley. and quantities. 

Pyott Cast Iron Pulleys are machine molded up to 72” diam 


eter and 24” face width. Larger sizes or unusual designs floor 
molded, requiring no patterns from pulley user. With you~ 
inquiry, send a dimensional sketch and indicate your delivery 


requirements. METALS DIVISION 


Catalog available on request 
AMERICAN SMELTING 


PYOTT FOUNDRY & MACHINE CO. AND 
Established 1896 e 328 N. Sangamon St., Chicago 7, Illinois REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 














YOU CAN 
SELL 
MORE 
SHOPS 


with the ‘EMMERT' 
Universal VISE 


Every kind of 

shop - metal- 

working, plas- 

tic moulding, 

mainte - 

nance, rail - 

road or wood- 

working is a 

prospect for this univer- 

sally adjustable, conveni- 

ent, tight-holding vise. 

Work can be swung into almost any con- 
ceivable position without loosening the 
jaws, thereby speeding the job and reliev- 
ing the mechanic of having to work in 
strained positions. 

Made in three sizes: No. 1 with 7x18” 
jaws opening 15”; No. 2 with 5x14” jaw 
opening 12”; No. 3 with 312"x9" jaws 
opening 312". Minimum stock covers all 
requirements. 


IMMEDIATE DELIVERY 


EMMERT MANUFACTURING CO. 


Waynesboro, Penn. 
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14 Reasons Why 
MOTO-T00L SELLS FASTER 





“Pocket-Size Machine Shop” Produces Profits 


Dremel’s 
that does big jobs 





famous Moto-Tool . . 


Wherever bench work is done in 
removing — polishing or hates by hand, there is a 
Dremel Moto-Tool . 


demand fer Dremel accessories. 


LOOK AT THESE 14 MOTO-TOOL FEATURES 


@ Patented automatic 
chuck lock pin. 

@ Instant- action, 
wrenchless chuck. 

@ Oil-less, sealed, 
trouble-proof bearings 
@ Oversize armature 
shaft, hardened, 
ground and polished. 
@ 110-volt, universal 
type motor. 


@ Easily replaced 
commutator brushes. 
@ Dust-filtered air: 


0) 
. Cuts cleaner 
+ Saves cutters. 
© Sturdy, shockproof 
bakelite housing 
@ Housing has * *pen- 
cil type’’ finger grip. 


- the little electric grinder 
+ proved itself during the war by help- 
ing to set production records at General Electric, Westing- 
house, Remington Arms, Ford and other plants . 
by the Armed Forces. 


- also used 


+» and a continuous 


+. Gndine snap 
type switch. 

° Handy hanger 
hook; cord protector, 
@ Weighs only 13 oz. 
ax Shaped to fit the 


and. 

@ Dynamically bal- 
anced for vibration- 
less operation. 


APPROX. 
27,000 


GOOD 
RY ISA 7A) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . .. safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 





Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil \ 
fields for moving 


R. P. M. 


cutters, abl ‘wheels, weuhiee accessories) and 
heavy-duty professional Model 2 Moto-Tool in natural 
finish, hardwood case .. . list price $23.50. Moto-Tool 
No. 2, with one emery point .. . list price $16.50. Moto- 
Tool Kit No. 1 is again available . - has Model 1 
Moto-Tool and 34 accessories .. . list price $17.50. Model 
1 Moto-Tool with one wheel point . . . list price $9.85. 





3 ton(5 ton with eee block), 15 ft. load 
chain, 314 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 


Write Today for Catalog and Distributor Prices | 


Dept. T-438-L 





DREMEL MFG CO., ° 


Racine, Wis. | 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 

Anchor Rerailers) 

Highly efficient 

for getting cars 

and locomotives 

back on the track. 

Railroads and in- 

dustries are big 

users. 


NOLAN TRACK BRACES 


(formerly Anchor Track Braces) 
Holds railway tracks — 


to desired gauge _ ee 
where service is 

severe. Can Cc 

be used f..) f 

again and 
againfor | 
quick, 
easy, low 
cost repairs. 





PR 
1488103 








TOOLS YOU CAN’T BEAT 


For years the choice of good craftsmen... made of the finest steel 
obtainable... electrically tempered and diamond point tested for 
hardness. DASCO Tools are beautifully finished and individually 
numbered for identification. 


SOLD BY LEADING JOBBERS 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
8 PENNSYLVANIA STREET ¢ BOWERSTON, OHIO 








DAMASCUS STEEL PRODUCTS CORP. * ROCKFORD, ILLINOIS 








= 
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IT PAYS TO 


Sel/ 


BUY QUALITY 

















HEAVY-DUTY 
INDUSTRIAL 
SHEARS 


@ These heavy trimmers prove 
their mettle in lasting service. 6" 
to 12” long for varied industrial 
uses. Hardened and tempered, 
nickel plated or polished steel 
blades, straight or bent handles 
...manufactured in both hot 
drop forged solid steel and in- 
laid blade patterns. 


Ask also about our solid steel 
and inlaid blade tinners’ snips. 


THE HENKEL-CLAUSS CO. 
FREMONT, OHIO 
New York Offices: 1107 Broadway « WAtkins 9-6797 


Ltttibss 


SHEAR QUALITY 
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CUT ASSEMBLY TIME WITH A 
POWRARM POSITIONER 


Positions work 180° on a vertical plane 
and 360° on any coaxial plane. 






Your salesmen invariably will walk out with an order when they 
show how the Wilton Powrarm Positioner reduces waste motion and 
provides greater worker convenience on small assembly work. One 
prominent manufacturer reports time savings up to 36%. Ideal also 
for maintenance and repair. Furnished with a Wilton 2” or 21/2” Vise 
or with a number of special holding fixtures. 


MECHANICAL MODEL HOLDS UP TO 70 LBS. 
HYDRAULIC MODEL HOLDS UP TO 150 LBS. 











A 





TORCO 
Utility 
Vise WILTON 
Sizes 34” & 4” Precision 
Built Vise 


A stand out in the low priced 
field. No wobble or dead motion. 
With or without pipe jaws or 
swivel base. 


Sizes 2” to 6” 
Enclosed design keeps 
out chips and dirt. Grease packed spindle 


Write for catalog and and unbreakable nut—broached keyway—no 
discount information wobble. 


Wilton Tool Mfg. Co. 


936-D Wrightwood Ave. ¢ Chicagol4, Ill. 
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A Dresser Size for Every Job 
SOLD ONLY THRU DISTRIBUTORS 


® Tool Steel Cutters 


e Dresser has Right and Left 
hardened Threaded Bushings 


e Extra Dresser Weight 
Easy to Sell... 
Everyone Likes Them 


Also a Fine Line of Guaranteed 
Diamond Dressing Tools 


CALDER MANUFACTURING COMPANY 


LANCASTER, PA. 
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S. R. Zimmerman, Jr. 


Raybestos-Manhattan, Ine. 
Names S. R. Zimmerman, Jr. 


S. R. Zimmerman, Jr., has been 
appointed director of friction mate- 
rial research and development for 
Raybestos-Manhattan, Inc. of Passaic, 
New Jersey. In his new capacity, he 
will direct the corporation’s research 
and development activities on its fric- 
tion materials at its plants in Strat- 
ford, Conn.; Manheim, Pa.; Passaic, 
N. J. and North Charleston, S. C. 

Prior to 1940, Mr. Zimmerman 
served at the United States asbestos 
division as an industrial engineer, in 
the laboratory and engineering depart- 
ment, and as assistant sales manager. 
He has been with United States as- 
bestos division at Manheim, Pa. for 16 
years, where he will continue to make 
his office. 


S. S. Deputy 
Named Sales Manager 


Sherrill S$. Deputy, assistant sales 
manager of American Wheelabrator 
& Equipment Corp., Mishawaka, Ind. 
since 1946, has recently been ap- 
pointed sales manager of the com- 
pany. 

Prior to his association with the 
company, Mr. Deputy spent 18 years 
with International Business Machines, 


Inc. in various sales and administra- | 


tive positions. 


N. Y. Belting & Packing 
Appoints Schnake To Sales 


Emil C. Schnake has been named 
sales representative for the New York 
Belting & Packing Co. in the South- 
west section of the United States. Mr. 
Schnake will make his headquarters at 
Fort Worth, Texas. His territory will 
include the oil fields of Texas, Arkan- 
sas and northwest Louisiana. 
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Socket Stripper Bolts—for die 
strippers, cam motions, link 
attachments. Can be tight- 
ened more securely, no strip- 
ping of slotted heads. 







































Socket Cap Screws—internal 
wrenching saves space. 
Easy to use, no battered 
“heads or stripped slots. 
Hexagon keys give extra lev- 
erage for secure tightening. 
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Socket Pipe Plugs — safer, 
stronger pipe plugs of heat 
treated alloy steel. No pro- 
truding heads as with common | 
maleable iron plugs—better | 
seal, easier wrenching. 











Flat Head Socket 
Cap Screws — new 
flush type screw 
with hex socket 





Socket Screw Keys—for allstand- 
ard sizes of hexagon sockets. 


od gyre Also cadmium plated keys in 
poo Beinn kits for individual worker’s 


needs. 








Socket Set Screws—recessed set 
screws for safety. Can be 
tightened easier from any of 
six angles. In cup, oval, cone, | 
flat and half dog points. 














SAFETY SOCKET SCREW COMPANY 


4439 N. KNOX AVENUE ¢ CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 
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with the New 


DI-ACRO 
BRAKE 





@ ROK-LOK—new sensitive material clamp increases accuracy 
® DOUBLE-EDGED FORMING BLADE allows close reverse bends 
@ NEW PRECISION STOPS accurately control angularity of bends 





This versatile metal forming machine was developed 

for use in model shops, experimental laboratories and production depart- 
ments where it often replaces dies for all types of precision forming opera- 
tions. Di-Acro Brakes will form a great variety of materials including 
bronze, stainless steel, aluminum and bi-metals. 

WRITE FOR CATALOG. New edition of 40-page Di-Acro Catalog con- _ 
tains detailed information on all Di-Acro 
Brakes, Shears, and Benders and illustrates how 
these precision machines can be used individu- 
ally or cooperatively for “DIE-LESS DUPLI- 
CATING”. 

















€ DI-ACRO is Pronounced "Die-Ack-Ro” 






PRECISION MACHINES 9 
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Ww BMC products. Write today to— 


PRODUCTION 
PRODUCERS 









Fast, versatile 
set-up, repairs, and 
maintenance operations 
mean better production at 
lower costs. Here are two tools that 
will save you time and money. 


BNC PRESSURE LOCK WRENCH — 
Grips any shaped piece and locks with 


a ton pressure. Simple one-handed op- 
eration to adjust jaws, close, and release. 


is Jaws always parallel. Use as a pipe 


wrench, pliers, locking clamp, gripping 
tool, monkey wrench, and hand vise. 

No. 7 — %” jaw, $2.29 Retail 

No. 9 — 1” jaw, $2.59 Retail 

No. 11 — 12” jaw, $4.89 Retail 

BMC OFFSET SCREW DRIVER — Ideal 

for hard-to-get-at screws and slot-head 
bolts. Adaptable to both finger and 
lever turning. Set of three sizes, regular 
bit $1.50; Phillips head $1.75, Retail. 
Join in the profitable sales of these 





~~ MANUFACTURING CORP. 


BINGHAMTON, N. Y 
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“PRECISION BRAND “over-the-counter-goods”’ 


MUSIC WIRE 








in the dispenser carton — 


Packaged in PRACTICAL easy-to-use !4#, !2: 
1 lb. dispenser cartons. Simply pull wire from 
package as you need it. All standard gauges, 
precision-drawn. Also available 
catchweight coils. Order now for immediate ship- 


ment from stock. 


SOLD.THRU 
DISTRIBUTORS 
4417 W. KINZIE STREET 





PACKAGE GOODS DIVISION 
PRECISION STEEL WAREHOUSE, 
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Easy rolling tires with resili- 
ent treads that prevent floor 
damage. Molded-on type with 
guaranteed adhesion of rub- 
ber to core. Strong one-piece 
wheel casting, Hyatt bearings, 
grease gun fittings, grease re- 
taining dirt - proof thrust 
washers. Only a few of many 
sizes listed. We serve resale 











dealers and original i t facturers. 
SPECIFICATIONS 
Wheel Tire Hub Axle Load 

No. Size Length Dia. Capacity 

RC 4 4x1 134 % 140 lbs. 

RE 5 5x2 2% &% 250 

RC 6 6x1 2% 4 200 

RE 6 6x2 2% 34 310 

RF 6 6x24 2% 84 360 

RE 7 7x2 244 34 350 

RE 8 8x2 2% 54 390 

RG 8 8x24 2% 1 530 

RE 9 9x2 2% % 420 

RG 9 9x24 2% 1 570 

RG10 10x2% 234 1 600 

RJ 10 10x 3 3% Tee 760 

RG 11 11x24 234 1 630 

RJ 12 12x3 3% 1 830 

RL 12 .12x3% 44 1% 1020 

RN 12 12x4 4% 1% 1240 

RJ 14 14x3 3% 1 890 

RJ 16 16x 3 3% 1% 950 

RG 18 18x 24 3% 1 800 

RJ 18 18x3 3% 14 000 

RL 18 18x 3% 4% 1% 1240 

RJ 20 20 x3 34 1% 1050 


CASTER 
& WHEEL CORP. 


187 Breckenridge St., Buffalo, N. Y. 
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WITH CEMENTED CARBIDE TIP 








A. C. E. MACHINE BOLT EXPANSION SHIELD 


PPP A (Sen 4 ip oti 
ttt iy a 
©-E MACHINE BOLT EXPANSION SHIELD - 





MAL-LEAD BOLT ANCHORS LITTLE MAJOR TURNBUCKLES 


ARRO EXPANSION BOLT COMPANY 
30 Boone Ave. SEE YOUR DISTRIBUTOR Marion, Ohio 
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1 Swift Glass Body Oil Cups are a high 
quality product in polished brass finish. 
The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
to straining. The glass bowls are all es- 


tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 
ings and other points where there is no 
back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust and dirt from the bowl. Capacities 
from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 
made for gravity feeding of oil against 
pressure as on gas engines, blowers, 
vacuum pumps and low-pressure air 
pumps. Capacities from 1 oz. to 18 oz. 


WRITE FOR LATEST BULLETIN 


SWIFT LUBRICATOR CO., INC., 
ELMIRA, N.Y. 





PRODUCTS NEEDED BY EVERY 
FACTORY YOU SERVE 


Red Rocke 


—for easy one-man 
tilting and draining of 
heavy drums and bar- 
rels. Made in three 


—balanced for easy 
handling of heavy 
loads, 6” diameter 
metal or rubber 
wheels. Streamlined 
tubular 
frame, 
welded 
construc- 

tion for 
maximum 
streagth. 

Every plant 

can use 
Economy 
Shovel 

Trucks. 


sizes, 14”-18"- 
24” above 
floor — avail- 
able with 
or without 
wheels. A 
very popular 
piece of 
equipment, 
thousands 
now in use. 


CARBOY 
TILTERS 


’ | —simple and safe 


for one man to 
operate. Lifts car- 
boy from floor 
with easy rocking 
action, pours by 
tilting on center 
pivot. Equipped 
with wheels for 
moving about. 


Write for selling prices and 
distributor discounts 


4519 W. Rake St. 
Chicago 24, Ill. 


Established 1907 
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CAPITAL 


INDUSTRIAL 


BRUSHES ano BROOMS 





“RED CAP” METAL —_ 
CASE BROOM 






PUSH BROOMS 


Beef Washing Brooms 
Hide Brooms 
General Industrial 
Fibre Brooms 

Whisk Brooms 
Textile Brooms 
Warehouse Brooms 
Coach Brooms 
Janitor Brooms 
Parlor Brooms 


INDIANAPOLIS 
BRUSH AND BROOM 
MFG. CO, 


Corner Brush and Broom Streets 
INDIANAPOLIS, INDIANA 
Est. 1890 


There's always a right "TOOL" 
for a given job............ 


Help your customers to big savings in the expensive work of mainte- 
nance and cleaning. The best kinds of equipment must wear out BUT 
CAPITAL Brushes and Brooms will give more for every dollar invested. 
There is the right “TOOL” for a job in the complete CAPITAL line. 
Good profits can be made selling this very necessary equipment and 
we suggest to our users that they buy thru their local distributor. 


FLOOR BRUSH 





Push Brooms 

Street Sweeping Brooms 

Wire Brushes 

Floor Brushes 

Window and Car 
Washer Brushes 

Counter Brushes 

Scrub Brushes 

Special Brushes 

Street Rolls 












It's NEW, smaller, handier 




























New shops with smaller, lighter cutting 
needs can get all the benefits of fast, 
continuous band saw cutting. The new 
Johnson Model “B” brings these advan- 
tages at low cost in a handy, smaller 
machine with capacity for 5” rounds and 
‘10” flats. Weighing only 235 pounds, 
uncreted; this saw can be easily moved 
from job to job, anywhere. It’s right for 





a variety of metal cutting jobs or for 
fast, mass production work . . . Struc- 
tural features include a three point base 
to assure rigidity and stability regardless 
of uneven floors, and three blade speeds 
of 45, 90 and 150 feet per minute. And 
changing blades is quick and easy in this 
new versatile Johnson. Ask your dealer 
to demonstrate this saw now. 


eo coe 


MANUFACTURING CORP. 
618 CHRYSLER 
NEW FOSK 17, eV: 
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Here’s a big, profitable 


market for you! 





Stainless Steel 


MACHINE SCREWS 
and Hexagon Nuts 



















Manufacturing facilities on 
premises assure you of 


prompt delivery ... 


In scores of industries, old and 
new, the demand for stainless 
steel fasteners is increasing 
every day. Profit from this large 
and growing market by selling 
the Allmetal line. We carry the 
largest stock in the country of 
stainless fasteners and can as- 
sure you of prompt delivery. 
To make your selling job 
easier, Allmetal stainless fast- 
eners are nationally advertised 
in leading industrial publica- 
tions and directories. Write to- 
day for our free 83-page catalog. 


Nationally Advertised! 


Purchasing 
Electronics 
Electrical Manufacturing 
Product Engineering 
Chemical Engineering 
Industrial Equip. News 
New Equip. Digest 


Largest, most complete stock 
in the nation... 
SEND FOR FREE CATALOG 


ALLMETAL 


SCREW PRODUCTS CO., INC. 


33 Greene St., New York 13 


“Spe cialists in Stainless” 
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Sian rat seal 
























Look Inside 


for Deming Pump Values! 









Heavy Spring, keeping DeepGrooveBallBearing, Semi-enclosed Impeller, 
ball bearing always carrying radial and also dynamically and static. 
in tight contact with — thrust load. ally balanced. 
adjusting nut. 
























Adjusting Nut, con- 
trolling running clear- 
ance between the 
open side of impeller 
and casing. 










~ 
IN THE BUSINESS of industrial sup- 
plies distribution for 12 years, Richard 


Brown has just joined Knoxville Belting 
& Supply Co., Knoxville, Tenn. 




















Deep Groove Ball Bearing, 
free to move endwise. 





Ducommun Led 
In Blood Donations 





Pat Vinita eae 


A total of 44 employees of Ducom- 























| ‘ 
« mun Metals & Supply Co., checked 
oe : ~ 7 
- in at the Red Cross Blood Bank re- | 
i cently on its first visit to the Los ogee ar 
4 . . , a arge ciameter 
Angeles industrial area. Each of the senabine sarin 
‘i 44 donated a pint of blood to the 
‘ bank. 
1 Employees of Ducommun, Ameii- 
can Can, Bohemian Distributing Co. ne 4 mor c 
* . iso nusuva r 2 
' and the Acme Brewing Co. were Guitan dad ts teanat Gos bas eae The Bolted Type Stuffing Box 
a k 1 ] at d t tal f 100 psa t ti This i facilitates the taking out of old 
E asked to dona e, an a otal O Porat eet scant — packing and inserting new rings. 
employees acquiesced. Some were not eT ee 
{ able to give blood, but 87 pints were 


























collected in all, of which the Ducom- 


: mun employees contributed half. Deming Centrifugal Pump 


Two Ball Bearing Type with Semi-enclosed Impeller 
The X L Products Co. Figures 4003, 4013, 4023, and 4033 
Is Formed In Seattle 


The X L Products Co. has been Z 
organized at Seattle, Wash., by A. I. about the equipment they plan to purchase. You have plenty of 
Lagreide as dealer for the De Walt 
line of radial saws. : z s 

Mr. Lagreide was with the Star Suction Centrifugal Pumps, like the two ball bearing type illus- 
Machinery Co. at Seattle for 2+ years. 


Selling days are here again! Buyers are demanding more FACTS 
FACTS to point out to critical buyers when you sell Deming Side 


trated. Note a few of the features indicated in the sectional view 





of this type of pump. 


Sizes range from | to 6 inch discharge with capacities from 10 to 1200 
gallons per minute. These pumps can be furnished for belt, electric 


motor or gasoline engine drive. 


WRITE FOR BULLETIN 4013-A 


This 16-page, 8!/2 x 11 bulletin contains complete informa- 

tion including Performance Tables on Deming Side Suction, 

Two Ball Bearing Centrifugal Pumps, Figures 4003, 4013, 
4023 and 4033. Write for a copy. 


THE DEMING COMPANY 


511 BROADWAY e « SALEM, OHIO 


THE CATALOG provides ready refer- 
ence in verifying stock for J. P. Greene 
and J. K. Mullins of W. B. Greene & 
Co., Inc., Kingsport, Tenn. 






PUMPS AND WATER SYSTEMS 
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OLD FAITHFUL 


Dale King y Aaloriles 


cree Expert aE m . Crayons for 


EVERY 
aw Filer ‘py industrial 


Need 





The art of hand filing saws takes experience that 
isn’t gained in a day. One of our best filers is 
Dale King who has a background of 32 years in 
our plant and knows the technique that gives a 
saw a sharp, keen cutting edge. 


Stock and recommend Ohlen-Bishop circular 
saws for faster production on table saws, power 
hand saws and woodworking machines. And 
when customers want the finest in carpenter and 
woodworking saws, give them Ohlen-Bishop’s. 





7 No matter what surface you're 
OHLEN-BISHOP MFG. co., 1302 Kinnear Rd., Columbus, Ohio | marking, there’s a right mark- 
er that will do the job better, 
faster, clearer. OLD FAITH- 
are FUL Markers are engineered 


IT’S A HARD BLOW ... | for the job. 


. to DIRT, DUST, and GRIT. ; AOEER TIES 
They just can’t take that powerful i! LIME THIS 
blast from the CLEMENTS-CADIL- ; 

LAC blower-suction cleaner. It | 

bowls ‘em over—routs ‘em out 

of every crack and crevice. 

Use this portable cleaner DESIGNED TO 
regularly for cleaning STIMULATE 
motors, machinery, BUYING INTEREST 


generators, switch- IN THIS NEEDED Cellophane | 


boards, woodwork- f AND MUCH-IN- DEMAND 


“eae m2); "q(,, MARKING PENCIL 
stock bins, 4Yf GY. = ‘ 
« ( wy - Unexcelled for marking on 
/ 

















ete. o° 40. 
’ Hiss’) : all smooth or glazed sur- 
“4 faces. Clear, lasting marks 


ie) 4 F g that erase if desired and 
pe APPEARS MONTHLY 


; leave no greasy smudge. 

IN LEADING As easy to use as an ordi- 

INDUSTRIAL nary lead pencil ... in- 
MAGAZINES stantaneously sharpened. 

. Send for FREE 

iF YOU ee a Crayon Guide, 

# : * listing complete 

WANT A , Wc line of OLD 

Profitable a q FAITHFUL Mark- 

3 ers, each one en- 


SELLER ire sneered for its 
WRITE US ee oe Mi39 
CLEMENTS MFG. CO. ff FOR DETAILS - 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 














ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA [ies DP petinasie: 
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THE BELT HOOKS 
WITH THE 


PRECISION 
MACHINIST 
LEVEL 


For over 33 years, 


os ce oe a "leader" in the 
n'a} a) ne rHP oe 
=e iooe tami Se ment field. 








There is no substitute for Safety 
Belt-Lacing because the patented 
Safety binder bars not only hold 
each hook in perfect alignment 
(both before and after applica- 
i, 4) tion) but also cover and protect 
gt EEUU belt ends, prevent fraying and 
apres ramaeninnaeeneed assure long life. It’s the all pur- 
pose belt-lacing, too. It can be 
applied in factories and shops 
not only with shop lacers but also in the field with the pocket 
Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave., Chicago 30, U. S. A. 








Perfect Alignment not only 
before but after application. 














hold everything! 


JOBS BIG AND TOUGH or small and precise, Parker Vises - i 
are designed for durability and to aid skilled hands to ¢ AS eo 
faster, better work. 

Emphasize these important Parker facts to customers: , Ms 
Swivel base, brake-type locking, that swings to hold the , i Illustrated, machinist level 
work at any desired point in a 360° circle . . . entire top 3095 eee in sizes . 8", rag 15", 
of vise is covered by renewable steel jaws for years of - rete | sual 18", with ground ad 
service ... solid cast underportion for extra strength... : r i 
non-pinch, tension spring handle. : graduated vial. Write for 

New additions to the Parker ong ae coming ae = folder describing full line 

ipe vises and woodworking vises. Parkers are so ( : Ih fevelé: ss 
una distributors only. The Charles Parker Co., Meri- ) of Hall levels 
den, Connecticut. " J a ‘ 
Parkers are unit-packaged—factory new to you. : 


PARKER VISES © 


America’s First Vise Maker 
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THE RIGHT 


FOR EVERY JOB 


LEMPCO **°*rress 


... enables you to select the correct pressure 
for every job: press fitting, assembling, bend- 
ing, straightening and die try-outs. Pressure 
builds from 0 to 60 tons in just four seconds. 
Movable head permits rapid centering of 
ram over work. Adjustable bolster accom- 
modates large and small jobs. Strong, sturdy 
construction assures safety factors in excess 
of the limits of the 





press. 
Lempco Pressurematic 
Presses are made in Seatund 
electric and hydraulic —aee 
° Automatic Pressure 
models, in 20, 40 and Contes — steps ram 
” ti travel at pre-selected 
60 ton capacities. Each seuaunan, Cabeeane 
will pay for itself many costly spellers, 
. en speeds assembling 
times over sn your operations. Ideal for 
shop. Write for fully- production line. 








DIENER 


ESSENTIAL IN PLANTS, 
BUILDINGS, ETC. 


% For protection plus in storing oily waste, explosives, 
volatile liquids such as alcohol, benzine, gasoline, etc. 
make sure your customers have modern, dependable, 
economical DIENER Fire Prevention Equipment. Placed 
strategically and used constantly they protect valuable 
industrial production and pay good dividends to you 
and to users. Get all details. 














GEO. W. DIENER MFG. CO, “32% somata. 


FIRE 


PREVENTION 
EQUIPMENT 


PERFECTION EXTINGUISHER 


242 Gal. -. Eject 
SRERLERER Gant 20 gals. of ‘thick, = 


“For storing excelsior, straw, able foam which has a 


blanketing effect on 
waste, paper for a and burning liquids. This 
other combustibles — also helps smothers the fire and 
to keep packing material neat the thick air - tight 
and clean and prevents waste ao of capes cuts - 
and loss. Made of heavy gal- jon an Drevents 
vanized steel. Useful in manu- 5 an Gal ca 
facturing plants, airports, gaso- gasoline, naphtha, oil, 
line stations, etc. enamel, grease, or lac- 


quer is used and stored. 



























illustrated catalog. 


LEMPCo 


5742 DUNHAM ROAD e BEDFORD, OHIO 


246 
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A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 










































Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains. . 
Railroad Chain 


















Write for the Wesco 
Industrial Chain Catalog 









WESTERN CHAIN CO. 
1819 WEST BELMONT AVE. CHICAGO 13, ILL. 
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Louis E. Rau 


Crocker-Wheeler 
Reopens Buffalo Office 

The Crocker-Wheeler Electric Mfg. 
Co., division of the Joshua Hendy 


f Corp. of Ampere, N. J., has reopened 
i its Buffalo branch office in the EIli- 






i cott Square Building, Buffalo, N. Y. 
4 The new Buffalo branch, operating 
i directly under the new York district 
‘ manager, 1s headed by Louis E. Rau 


who had been on the staff of the New 
4 York office for several vears. ‘The tele- 
¥ phone number of the new branch is 


Mohawk 3828. 


N. I. C. B. Estimates 
Taxes Since War Began 





Individual taxpayers, by the end of 
1948, will have paid nearly $125 bil- 
lion in direct personal taxes since the 
war began, according to “Domestic 
Consumer Markets”, a chart book pre- 
pared recently by the National Indus- 
trial Conference Board. Last year, the 
Board points out, taxpayers paid in di- 
rect personal taxcs more than they 
spent for all of the following: new 
homes, new cars, new furniture, re- 
ligious and charitable purposes, pri- 
vate education, and medical care and 
death expenses. 

Individuals are spending a lower 
percentage of their incomes for con- 
sumption than in previous peacetime 
years. “They are setting aside a slightly 
higher percentage for savings, but the 
major factor in shrinking the propor- 
tion of income left for voluntary ex- 
penditures is higher personal taxes,” 
the board reports. 

Direct personal taxes, after the re- 
cent tax reduction, equal ten cents a 
dollar of income, or triple the tax slice 
in 1929 and 1939. Taxes and savings | 
combined, it was found, now account | 
for about one of every six dollars re- | 
ceived by individuals. Before the war | 
only one of every $14 of income was | 
allocated for these purposes. 





inhi be a eae. 
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ALWAYS Z%e' 
light Connedin 
Joe Suchin ond 
alee Weve ... 





“KING” Shank Coupling 


A quality coupling with wide application in construction, roadbuilding 
and mining. Well known for its superior strength and durability. 
Absolutely uniform in threading and dimensions, with deep, smooth 
| corrugations on hose shanks. Heavy and light patterns, in all malleable 
iron, cadmium plated; malleable iron with brass nut; or all brass. 
Sizes 1Y%" to 8", inclusive. 


Note: “King” Single or Double Bolt Clamps are recommended for use with this coupling. 


Sold in Accordance With Our Established Distributor Policy. 


IN 
PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES * MENDERS * CLAMPS 


“BOSS” “GJ-BOSS”’ 
PHILADELPHIA, PA. 


“DIXON” “KING” “AIR KING” “DIX-LOCK”’ 
BRANCHES: CHICAGO + BIRMINGHAM + LOS ANGELES * HOUSTON 




























































SYVTRON nscrn 


ELECTRIC TOOLS 


Profit-Making Tools for You— 
and for Your Customers! 








ELECTRIC DRILLS 


High in Quality 
Sturdy Construction 
Low Maintenance 
Backed by 25 years of Electric 
Tool “Know-how” 












Fast, powerful Electric Hammers. Avail- 
able in 4 models. Electro magnetic design, 
with only one working part—the Piston. 
Save time and money, drilling, cutting, 
channeling, chipping and bushing concrete 
and masonry. 


Electric Drills, Grinders, Sanders and 
Screwdrivers —in a variety of styles, sizes 
and prices. 






















Write for data on distributor set-up. 


SYNTRON CO. 


900 Lexington, Homer City, Pa. 














































HEADQUARTERS 
FOR— 


HERE’S an ITEM 
in a Class by Itself 






Pulley used 
on bucket 
elevator 
Used as a 
tail pulley on 
belt 


















conveyor 

































Distributors sell- 
ing “BELT-SAV- 
ER” Pulleys know 
, ' by actual expe- 
‘ _... rience that they 

rhs. , | are rendering an 
outstanding ser- 
vice to their customers. By replacing ordinary pul- 
leys with “BELT-SAVER” on conveyors and buck- 
et elevators carrying hard or abrasive materials, 
conveyor belt life has been tremendously increased. 
Case after case is on record and open to complete, 
careful investigation showing actual improved belt 
life increases of from 25 to 40%. Continued repeat BEARINGS 
orders from distributors prove that “BELT-SAVER” 
is in a class by itself. Full details on request. 
























SPROUT-WALDRON & CO. Sat 


mente cines 
MUNCY, PA. 


Manufacturing Engineers Since 1866 CONVEYORS 
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For 
PACKING 
with 
BACKING 

ae" 








Waen your customers ask for 
Linear Packings they know 
they are getting the best that 
precision engineering can pro- 
duce. Linear specializes in 
packing—a complete line that 
meets practically 100% of seal- 
ing problems encountered. In 
handling Linear you are as- 
sured of service, quality and 
profit. 


Assestos, flax, jute, sheet, 
gaskets, moulded fabric, semi- 
metallic, duck and rubber, and 
moulded synthetic rubber are 
only a few of the quality- 
controlled mechanical packings 
flowing daily from Linear’s fac- 
tories to meet the increased 
demands of industry. 


Linear welcomes new busi- 
ness from old and new custo- 
mers alike. Our price basis will 
permit and encourage you to 
compete aggressively — with 
good profit to you. Our engi- 
neering experience and knowl- 
edge are at your disposal to 
aid in training your sales force. 


On standard types or hard-to- 
get items, let Linear serve your 
packing needs! 


PERFECTLY ENGINEERED PACKING 


L iNEAR 


ATE ROAD & LEVICK ST., PH 
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A TOUGH 
BABY! 


—but a friend of every 
industrial distributor 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 

















Industrial plant 
men like ALLIGATOR 


Steel Belt Lacing. It has been a sound, substantial steel lacing because: 
item with a turnover that in the case of many dis- 1, Without any fuss or monkey 
tributors has been truly remarkable. business it can be put on with 


Prsie: 4 a hammer and it drives straight. 
Since it is a type of business that often just auto- 2. It will handle the lacing prob- 


matically flows from the industrial plants and shops, lem for belts ranging from ta 
# we believe that many distributors are overlooking less than 1/16” thick up to belts 
B some additional easy profits on Alligator in their 5/8” thick and as wide as they 
q territories. Why not make a quick check-up on some — 




















‘ of the plants in your section and find out what 3. any belt pay me entemene’ > 8 

i sizes of Alligator are needed and then check your hinge pin and the joint comes 
F own stock to see whether you could handle any apart. 

emergency belt lacing job that might come up. 4, Alligator Steel Lacing is made of 

i ‘Some distributors carry special lengths as a ser- ee ., p ne or han 

a vice to important customers. In other instances the tensile strength. Service records 

§ plants stock the special lengths and the distributor of millions of belts laced with 

j checks up occasionally to see that the stock is suf- = ~~ that it has remark- 

ficient to cover emergency needs. pod treglon oil ——, 

Where the sale of Alligator steel lacing is placed 5. Pins on both faces—it em! 

on a service basis it shows up on the profit side in the belt and the compression 

of the ledger a lot sooner than you might expect. grip protects the belt ends and 

keeps the plys from separating. 

FLEXIBLE STEEL LACING CO. 6, It is supplied in steel, Monel 

4633 Lexington St., Chicago and “Everdur” in twelve sizes. 





ALLIGATOR 


aS 


TRADE MARK REG. SUSIE U.S. PAT. OFFICE 


STEEL BELT LACING 

















BIG FAVORITE 
for BIG JOBS! 


















@ C&L No. 75 
HEAVY DUTY FIRE POT 
= wth 
Quick 
DETACHABLE 
BURNER 




















@ Generates extra 
large, powerful 
blast flame, that is 
regulated easily by 

flame control device in 
detachable burner. Han- 
dles 8” metal pot—quickly 
melts 75 lbs. of solder, kettle 
of paraffin or insulating 
compound, 




















Write for Catalog showing full 
line of Fire Pots and Blow Torches 
« 


CLAYTON & LAMBERT MFG. CO. 


1716 Dixie Highway e Louisville 10, Ky. 
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FOR SALE: 


Set-up time! 





“YANKEE” 


ANGLE VISES 


One look at this ‘Yankee’ Angle 
Vise and any shop man sees a set-up 
shortcut. It’s the quick way on small 
jobs. Just two easy steps. (1) Lock 
work in the vise, machined square 
and true on base, sides and front end. 
(2) Tilt for any angle up to 90° and 
engage positive adjustment lock. 
Work is then set up for any job, or 
series of jobs... hand work on the 
bench; for drilling, milling, grinding 
or sawing at the machine. 


Quick-release swivel base for bench 
use. Work moved from bench to 
machine, transferred to next opera- 
tion, without disturbing alignment. 
No mistakes, no waste. 


Available in two sizes... 2” and 
234" jaw widths. . . with or without 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 

Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE TOOLS THE TOOL BOX 
NOW PART OF STANLEY OF THE WORLD 


fog V5,Pen, OFF. 



























” WEINBERG & McKEE 
: Compiled Catalogs 


HAVE THESE MODERN FEATURES/ 





Ld 
Plastic 
| e 
Coating | | P 
for (re oe 
\ © —— scea 
Cleanliness i, ” 
® ; eal f — = 
‘sggnoiecd | : 3 Action illustrati d trate th " 
— ton tllustrations Gemonstrate the use 
BUFFALO 
of many products. 
Solid-Woven 
Carcass J 
Underneath ; f ee E 
’ for : ae Sura Nationally Advertised Lines are tied y | . 
DURABLE , ’ | oS emma with manufacturers advertising b 7 
ie = " . of thei ng by use S] 
a hl . a ad trade-marks, fs 
WEAR oneal | ot 
i in 
: 
.- that’s the | ; - 
trouble-free | oA 
. © s, ; O 
combination you offer ms 


with BUFFALO | Pat 


Plasfex* | ae 2 
BELTING! : . o- 


lasTex Belting is ideal for conveying ya 
in the food industries because it ” 
combines the easy-to-clean feature van 








of a plastic coating with the sturdy tu 
wearing quality of BUFFALO solid-woven La ee of 
cotton belting. - j co 

Introduced recently, BUFFALO PlasTex foi 
Belting won instant approval of food- ' : : th 
plant buyers and maintenance men, and io : : | pa 
today it is being used and enthusi- PATENT tee, J oo — i ait 
astically praised by hundreds of food PENDING 3 i ti 


processors all over the country. 


Join the growing list of those who 
sell PlasTex—specify BUFFALO PlasTex 
Belting for food-conveying needs. 


Now: An iron so light, so well balanced, its weight 
*PlasTex is the registered trade | is scarcely noticeable. When customers call for an 
name for Buffalo Weaving & Belt- iron for long delicate work where fatigue works 
ing Company's plastic-covered belt- against quality, HEXACON FEATHER WEIGHT BAN- 
ing. Makers also of RF & C TAM is the answer. The 
(rubber covered), latex, solid-woven ai Laan F 
cotton, and glazed (nitro-cellulose REE E ST FET i. [or ae new BANTAM is completely 
coated) beltings. . comfortable, more practical 
= HEXACON MODEL 30H. Weight * than a pencil iron and re- 
Get the whole PlasTex story, and a ® 5% 072. (less cord). 40,or60 Watts. © quires no transformer. Write 
free sample. Write today ! © Both %” and %4” tips furnished. | for prices and discounts, to- 


~ Ask for literature on complete line 
Cn’ |. of screw tip, plug tip and hatchet ~ 
~ BUFFALO Ieee 7 
cia eetnnmeaes = HEXACON ELECTRIC CO. = 
438 W. CLAY AVE, ROSELLE PARK, N. J. gg 


* Buffalo 7, N.Y. © New York 
Philadelphia + Son Froncisco [i iia oeS 
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TRAINING salesmen for needed sales 
power is of importance today, accord- 
ing to R. E. Pearsall, vice-president, 
James McGraw, Inc., Richmond, Va. 


Electric Sprayit Co. 
Augments Facilities 

The Electric Sprayit Company of 
Sheboygan, Wisconsin, has taken over 
the complete manufacturing rights, 
inventory, and tooling for the produc- 
tion of the line of stationary compres- 
sors formerly manufactured by The 
Auto Compressor Co. of Wilmington, 
Ohio, and known as the Wilmington 
line. 

The new line is now in production 
at the Sprayit Company in Sheboygan, 
Wis., and deliveries are being made on 
a full range of models from } H.P. to 
5 H.P., single and two stage, motor 
and gasoline engine driven. 

As manufacturers of compressors, 
paint spraying and air service equip- 
ment for nearly a quarter of a cen- 
tury, the addition of a stationary line 
of compressors now rounds out this 
company’s line to meet the demands 
for heavy duty compressors as well as 
the smaller portable types for both 
paint spraying and for miscellaneous 
air service in commercial and indus- 
trial locations. 








A STUDENT, recently at a manufac- 
turer’s training school, W. A. Bragg, 
left, demonstrates the operation of a 
combination saw to C. C. Carpenter, 
both of them salesmen at Harry P. 
Leu, Inc., Orlando, Fla. 








WVORMM MLAS 
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That’s the story of Hein-Werner Hydrau- 
lic Jacks in your customer’s plants. One 
man can lift 50 tons as a one hand oper- 


ation with a powerful, easy-operating 
H-W Hydraulic Jack. 


Absolute dependability is a known factor in every Hein- 
Werner Industrial Jack—guaranteed by strict factory 
testing at 1’ times rated capacity. The test is proof of the 
rugged strength that is built into H-W Jacks . . . in the 
exclusive Heinite Piston that withstands ten times the wear 
of conventional cups or packings . . . in the solid steel 
base . . . in the pressure tested malleable iron top nut 
and handle socket. 

Yes, 50 tons of dependable 
pressure can be easily har- 
nessed to pushing, pressing, 
bending operations or hundreds 
of other plant applications with 
a Hein-Werner Industrial Jack. 


Made in models of 112, 
3, 5, 8, 12, 20, 30, 50 
and 100 tons capacity. 
Write us for complete 
details. 






WAUKESHA. WIS. 





HEIN-WERNER CORP. 
































You can sell 


CENTRA 


and be backed by 


push for good profits. 


CENTRAL 


a W. 47th Street 





STANDARDIZED DRIVES 


30 years’ experience frm or te Ae 


We want distributors to sell CENTRAL 
Products and we will give them all the help 
we have accumulated in our 30 years of 
serving industry. Many users have standard- 
ized on the CENTRAL line because it has 
proved itself in actual operation. Let us send 
you complete data and see for yourself that 
the CENTRAL line is the line for you to 


Die Casting and 
Manufacturing Co. 


Chicago 32, IIlinois 


L 


our 


V-GROOVED PULLEYS 


Furnished for ‘‘A’—1” and 
“Bt” pelts. Under 3” di- 
ameter are without keyways— 
al diameter have 
yw pt 2 bores. Pul- 
leys furnished with slotted head- 
less set screw. Hollowhead 
safety set screws can be obtained, 
at slight extra cost. 


VARIABLE 
PITCH PULLEYS 
Speed variations of app. 30% 
may be obtained by including a 
Variable Pitch Pulley in_ the 
drive and variations up to 500% 
can be obtained by using both 
pulleys of this type and by in- 
terchanging them on the motor 





and driven shafts. 











The 
HUOT Drill Index 


There’s profit in selling this case for 
drills your customers have on hand. 
Helps sell a drill assortment too. It’s 
a handy drill stand and indexed con- 
tainer made in 11 sizes. Compact— 
convenient—orderly. Mechanics, elec- 
tricians, die makers, trade schools— 
all are prospects for this efficient 
system of keeping drills handy for 
instant use. Circulars and catalog 
pages available. 
& 





551 N. Wheeler St. Paul 4, Minn. 





@ MORGAN VISES fit into any sales plan 
. .» they are nationally-known and used .. . 
55 years of exacting manufacture recommend 
and guarantee every vise that leaves our plant. 
Prompt attention to orders and we urge users 





MORGAN ~~ VISES 


Backbone of a Successful Business 
FOR DISTRIBUTORS «ee 


to buy through their local distributor. Let us 
send all details on our complete line . . . 
machinists bench . combination pipe . sheet 
metal workers . woodworking . quick action . 
solid nut continuous screw. 





MORGAN VISE GO,102-1120.1rrersow CHICAGO 6, ILL. 








“ATLAS 
CAR MOVERS 


keep ‘em 
rolling 


.. with 
this easy 


method 


ATLAS Car Movers 

| move those empties 
or those full freight 
cars with the great- 
est of ease. They 
have power, speed 
dependability . . 
they are good sel- 
lers .. . they build 
a substantial busi- 
ness. 


| 
| 
| 
| 


’ 


Each model has a 
specific use 

On the market 
over 50 years 
Indispensable 
where there is a 
side track 

Sell them for 
good business 


/ 
“iol! 


Appleton-Atlas Car Mover Corporation 
1421-25 So. 2 St. Milwaukee 4, Wis. 
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. ) | Sherman 
ALL | ao B “Gold 


Label” 


Nozzle 


VALLEY cinders | 322 


Accuracy and +) e rformance 34" Hose Thread 
Records already established 


In the 27 years that Valley Grinders have been used by S 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standara of quality. 
This means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 


BEARING 



































Valley Electric Corp. | x... | ore; 


4221 FOREST PARK BLVD. e ST. LOUIS 8, MO. ; 
The Finest 


Hose Nozzle 


Ever Made 


The most widely distributed 
Hose Nozzle in America is this 
Sherman "Gold Label.” Its ex- 
clusive, patented non-rising 
stem construction solves the 
problem of packing wear, and 
resultant leakage. Its stream- 
makes precision “milled from lined design and wide knurled 

the bar” screw machine products that stand up bands make it handsome and 

under hard usage... and whose uniformity and fine finish save distinctive. Its fingertip adjust- 


' a d ‘ © ment for spray, straight stream, 
assembly time and maintenance costs: or positive, leak-free shut-off 


make it preferred by all users. 


mM ° co. Order today and make sure of 
your stock. 
Q YORK, PENNA. 


... of course! H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 

















Write today for the new eye-catching folder that illustrates and describes our 
famous line of... 


CAP SCREWS SET SCREWS COUPLING MILLED her an 
pS BOLTS STUDS Hose Nozzles . . Hose Menders . . Water 
y 4 Hose Couplings . . Steam Hose Couplings 


. . Oil Hose Couplings . . High Pressure 
Couplings and Menders for air, steam, | 
water . . Air Nozzles . . Barrel Faucets. 


+eein all sizes and threads 
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YOU CAN SELL MORE SHIM STOCK 


Here’s how, why, and where... 


SPECIALISTS 


IN THE PROPER USE OF FLUX .. . our more 
than 50 years of accumulated experience is 
at the disposal of your customers. We have, 
in that time, standardized 130 Flux Formulas 
to meet about any application. We can supply 
FLUX in any form—salt, paste, oil, fluid, stick 
and in the right strength—mild, medium, ac- 
tive, vigorous for any metal or condition. Send 
for our Check Charts which give melting point 
of all soders. Consult our Technical Staff on 
unusual problems. 


By handling the line that & 
has all the sales points! 


QUALITY —nighest grade, precision-thin, 
accurate gauge. 


SAVINGS —no waste. Only the required 
amount of stock is handled. The carton pro- 
tects the user's stock. Saves time and space 
and bother. 


CONVENIENCE —Honay dispensing cartons 
for the light gauges—sturdy flat envelopes 
for the heavier stock, 


WHY YOU CAN SELL MORE. Because it's used to save time and money 


on precision adjustments of spacing, clearance and alignment of machinery and its 
components. Accurate gauge makes minute changes possible in the positioning of two 
machine elements. 


WHERE YOU CAN SELL MORE. Just about every user or maker of 


machinery you call on is a prospect. 


SELL PACKAGES INSTEAD OF INCHES. the Lominated Shim Com- —e 


pany line offers easy-to-stock wall racks and special assortments which * Sodering Sticks 
mean larger units of sale for you. Write today for catalog and price © Sodering Oil © Sodering Syrup S Co. of 
sheets, explanation of distributor protection and cooperation policy. © Sodering Flux © Sodering Acid r The 


¢ Solid Sal Ammoniac 
; Gallreir 
LAMINATED SHIM COMPANY LB. ALLEN CO. Inc. | eae 
INCORPORATED 


6731 BRYN MAWR AVE. lift. tru 
GLENBROOK, CONN AN-COR-LOX NUTS CHICAGO 31, : av 
ie 


VARIETY —Brass and steel, in 16 gauges, 
.001 to .032” plus LAMINUM (Reg. U. S. FOR! 
Pat. Off.), the laminated brass stock that S fcer 
simply p-e-e-l-s for adjustment, in 10 gauges 1 ca 
from .006 to .125”. Parke 


Gall r 
Open 
Galli 
Texas, 
ness in 
South 


be CNA Ry mines 


Stainless Stee! Polish” —.. 
© Sodering Liquids Texas a 


SHIM STOCK iLL years, 


Ge: 


“HACK SAW 


CUTTING TIME 


with KELLER 
POWER HACK SAWS 


Towne 
compan 
executiv 
rooms ¢ 
icing de 

The I 
in Hous 











NEW PATENTED FEED CONTROL PRO- 

VIDES 0-704 PRESSURE TO SAW BLADE 
Barela 
Found 


Barcla 
charterec 
liam E. 
a machi 
supplies 


eC 








-WHITNEY- 


LEVER PUNCHES 


Good business guaranteed 


EASIER TO SELL when you sell this line 


Keller Power Hack Saws quickly re- 
pay their cost to your customers 
through large time savings in cutting 
operations. An easy turn of a con- 
venient hand wheel lessens blade 
pressure for cutting thin wall tubing 
- « « OF increases blade pressure for 
heavy 634” x 634" bar stock. Infinite 
number of adjustments assure correct 
pressure from 0-70# assuring maxi- 
mum cutting speed without injury to 
saw blade. 


Sales Service Machine fool Co. 


2363 UNIVERSITY AVENUE 
ST. PAUL 4, MINNESOTA 


) a 
PRESS ESD snare 
RITE =| ave 


<< PRESSES » SHAPERS “ 


rs 
FG $s 
= E's S POWER 


\/ } HACK SAWS 
LS 


Patented Feed Control plus other fea- 
tures such as automatic lift on reverse 
quick acting swivel vise 
. trouble-proof chip-free vane type 
new adjustable fast 
- automatic safety 
- make Keller Power 
Hack Saws easier to sell and assure 


stroke... 
coolant pump... 
lift to saw frame .. 
stop switch . 


you of customer satisfaction. 
Write Dept. 


Hack Saws today! 
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8-108 for full details of 
this money making line of Keller Power 





WHITNEY Punches are the best known 
and most universally used on the market. 
There is a type to do any specific job— 
neater, quicker, and better. Applications 
are so wide and varied and the workman- 
ship and quality of our tools so reliable 
that users always get full satisfaction with 
whatever WHITNEY Punch they employ. 
Our service is prompt—returns are good. 


hand 
bench 
hammer 
square 
button 
flange 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, a 


channel 

angle iron 
close corner 
eee round 
a 
ventilating tank 








WAREH 
Gray of 
Kingsport 
Pletes a « 
welcome | 
ventory. 


GRIFFINGS Erma 


equals 
EXTRA SALEABILITY 


as 































FORMER NAVAL engineering offi- 
» cer, James R. Ferguson, Jr., is now 
doing sales engineering for ‘Taylor- 
Parker Co., Norfolk, Va. 


VW AV 
SOFT CENTER 





Gallrein & Towne 
Open in Texas 





Gallrein & Towne, Inc., of Dallas, 
Texas, who recently opened for busi- 
ness in their new building at 1410 
South Arkard, have been appointed 
Texas agents for Yale & Towne Mfg. 
Co. of Philadelphia. You will be selling your customers QUALITY— 

The new firm succeeded C. H. greater value than ever before in Griffin’s 68 progressive 


Gallrein & Associates, who handled f ‘alized f 
Yale’s electric industrial trucks, hand- JORES GF SPC REESE. 


SALES—especially repeat sales—are what you’re after. 
Recommend Griffin Hack Saw Blades to your trade with 
complete confidence. 





























teeth, even when sawing thinnest sheet, tubing, conduit, etc. 


lift trucks, hoists and scales for 17 The reasons? Improved blade-making methods . . . Redesigned 
years. te ; blade-making equipment . . . Advanced procedures in heat-treat- 
— Gallrein 1S Jango _ Mr. ing, control, testing . . . Resulting in extreme uniformity and 
owne is vice president of the new adherence to closest tolerances. 
company. Their new plant includes ; > 
executive and business offices, display The line that enables you to meet every metal-cutting 
rooms and complete parts and serv- need—with a minimum of different patterns to stock. | 
icing departments. PP ” | 
The Dallas firm has a branch office GRIFFIN “BEST BUY” BLADES | 
in Houston. GRIFFIN SPECIAL ALLOY molybdenum high speed steel | 
blade for most economical power machine production sawing. | 
Barclay Machine, Ine. Long cutting life. Hand frame sizes also available. 
Founded in Ohio GRIFFIN HIGH SPEED STEEL, 18-4-1 tungsten, power | 
, machine blade, for cutting any metal, including toughest alloy 
> Barclay Machine, Inc., has been ani ~teee aan aie acehied ree ’ 
chartered in Sebring, Ohio, by Wil- ; , ; 1 
liam E. Cope and others to operate NEW GRIFFIN improved hand blade, that replaces both | 
{- a machine shop and sell industrial soft-back and all-hard types, with best qualities of both. 
supplies and welding equipment. GRIFFIN NON-STRIP, the hand saw blade that keeps its 


DISTRIBUTORS: Ask about profitable Griffin distributor 
territory still available. And write for latest Griffin Price List. 


General Sales Agent 
JOHN H. GRAHAM & CO. Inc. 


Dept. A, 105 Duane St. New York 7, N. Y. 
WAREHOUSE MANAGER Howard 


Gray of W. B. Green & Co., Inc., 


Kingsport, ‘Tenn. distributors, com- 
pletes a check of another shipment, a HACK SAW BLADES and BAND SAWS 


— addition to a well-rounded in- Made by G. W. GRIFFIN Co., Franklin, N. H. Hack and Coping Saw Blades Specialists since 1880 
ventory. 
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A COMMANDER Production Tool 


are easy 


BO WHEN YOU SELL 


You'll get more sales—easier—when you 
sell COMMANDER Tappers because they 
have everything your customers want. 
Speed, sensitivity and stamina, plus a 
wide range (#0 to %”) makes the 
COMMANDER the easiest selling tapping 
tool on the market today. 


The performance of every COMMANDER 
you sell will bring repeat orders. That’s 
good business. 
Write for information about handling the Com- 
mander Tapper in your territory. 


Product of ee 


TAPPERS 


HERE'S WHAT MAKES THEM SELL! 


@ Widest taps from #0 
to %”. 

@ Torque Centrol—may be adjusted to 
protect any size tap. This assures 
safe bottom hole tapping in any mate- 
rial. 

e Spring Clutch Drive eliminates slip- 
page and wear—provides smooth, 
quiet, positive operation. : 

e Compactly built. Affords maximum 
visibility of tapping operation. 

@ FURNISHED TO FIT ANY DRILI. 
PRESS. 





range—takes 











COMMANDER MANUFACTURING CO. 
4217 W. Kinzie Street, Chicago 24, Illinois 


Builder of the WUulti-Drill 








A LOT OF EXTRA 
PERFORMANCE . . 
A LOT OF EXTRA 
CUSTOMERS! 


Every, shop needs YOST VISES! The extra 
service and dependability this quality line 
offers shopmen builds extra vise business . . . 
and it’s business you can handle because the 
YOST line includes vises for every purpose. 

Ilustrated below, the YOST All-Purpose 
Vise, featuring swivel base, renewable tool 
steel pipe jaws, V-slotted back jaws and anvil. 
— for description of the complete YOST 
ine 


MEADVILLE 





YOST MANUFACTURING Co. 


YOST Stationary 
Base Machinists’ 


YOST Drill 
Press Vise 


A complete 
line of 
Vises for the 
Distributor 


PENNSYLVANIA. 
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MOVERS 


Help to relieve 
freight car 
tie-ups 


POWER KING 
NEVERSLIP 
SLIP-PROOF 
ADVANCE 
SAFETY 

CAR 
WRENCH 


Your customers 
can select the 
type of car mover 
to give them the 
utmost efficiency. 
Sell this equip- 
ment for safety 
and speed in all 
railyard jobs. We 
give prompt serv- 
ice on orders and 
sell only thru dis- 
tributors. 


ADVANCE CAR MOVER CO. 


APPLETON, WISCONSIN 





WITH THE FAMOUS 
RUBBER POPPET 


.. save their 
cost many tif ar in service 
calls they e i i at deal for jet 
type pumps. Ask for bulletin 401. 


Onder from your Yobber 
WHITE MACHINE WORKS 


FORT WAYNE 1, INDIANA 








m> 


(| 


ga 
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ECONOMY 
PRODUCTS 


Socket Screw Products 


are profitable selling . . . 


Put the ECONOMY line of Socket screw 
products to work for you. Industry needs 
lots of them, hence returns are steady and 
good. ECONOMY Products will —_ your 
customers to operate more effic'ently and 
more economically. Stock them today... 
Socket Set Screws . . . Socket Cap Screws 
. » » Headless Set Screws... 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 

















fi 


WATIONALLY 


ACCEPTEO 


nd Cut 
Horiles 


Ground 
lad 


u.FORD"." 


742 West First Street 
Davenport, iowa, U.S.A. 


ride 
corbig 


| ...the ideal sealer for all lines carry- 





Music Spring Wire 


XLO SPRING WIRE 
is being used suc- 
cessfully to make an 
endless variety of 
springs and wire 
forms. 


JOHNSON research 
and laboratory tech- 
nicians are constantly 
studying wire prob- 
lems to the end that 
JOHNSON WIRE 
will meet exactly 
every requirement of 
the user. 


JOHNSON 


STEEL AND WE COMPANY, INC. 
WORCESTER 1, MASS. 


Philadelphia Detroit Akron Chicago 
Houston Los Angeles Toronto 


New York 
Atlanta 


Cleveland 
Tulsa 
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KEY-TITE 


WATER PROOF 


o FAST-SELLING 
SEALING COMPOUNDS 


Your KEY to Added 


KEY GRAPHITE PASTE KEY-TITE 


... for sealing pipe joints on lines carry- 


| ing oil, gasoline, kerosene, and high- ing water, gas, low-pressure steam, 
| 


| Laboratory. 


pressure steam. Listed by Underwriters’ compressed air, etc. Does not affect the 


taste or odor of potable liquids. 


Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key 
will not freeze in the joints. Nationally advertised. Attractively packaged in litho- 
graphed containers. Immediate delivery. 


A few territories for distributors are still 
available — write for free samples and 
full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, lil. 








| 
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IDEAL INDUSTRIES, Inc. 


SUCCESSOR TO IDEAL COMMUTATOR ORESSER COMPANY 

. SINCE 1916 

SYCAMORE, ILLINOIS 
June 4, 19h8 


Mr. R. P. Rose, Dist. 

Factory Management and tenance 
$20 N. Michigan Ave. 

Chicago 11, Illinois 


Dear tr, Roses 


Selecting the proper advertising media for our line of industrial 
Cleaners and Blowers had to be done with unusual care because 
this product has such wide application in so many markets. 


In consultation with our Agency, we finally decided to use FACTORY 
to give us broad coverage, supplementing it with a few vertical 
papers in the major markets. 


FACTORY was selected as the key paper to reach general industry 
because: 


1. It has large circulation among those who influence 
plant buying. 


2. It has a positive editorial policy which commands 
readership. 


3. Since it is recognized as a leading paper by Electrical 
Wholesalers and ‘ndustrial Distributors, its use will 
give us credit with them for strong advertising cooper- 
ation. 


I am happy to say that we are very well satisfied with our selection 
and will continue to rate FACTORY as our "first choice". 


sie Yours very truly, 


INDUSTRIES, 1 


Dustribuled Urrongh 


AMERICA'S LEADING WHOLESALERS 
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“Since it is recognized as a leading paper 
by Electrical Wholesalers and Industrial Distributors, 
its use will give us credit with them for 


strong advertising cooperation.” 


Ideal Industries helps distributors with advertising in FACTORY. . This 
advertising reaches management men in industry who are receptive to new 


ideas— men who can be sold on the value of powerful cleaners to cut clean- 
ing costs. 


The use of FACTORY for Ideal Industries advertising is strong evidence 
of the recognition of the importance of the Plant Operating Group in the 
manufacturing industries. This group is the heart of multiple influence 
buying. In this group are the men behind the orders, the men the distribu- 
tors’ salesmen can’t always see but who are powerful buying influences in 
the purchase of materials, equipment and supplies, and the men who read 


FACTORY. Sell these men and you've sold your product. 


FACTORY has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing industries. 
Outstanding readership is proved in survey after survey and this is why alert 
distributors welcome advertising in FACTORY by the manufacturers whose 
lines they carry. 


If you'd like an opportunity to ex- 


amine FACTORY more closely — to 
see for yourself why so many of 
your customers look to it for help 
on their daily jobs — we'll be glad 


to send you a complimentary copy. 


MANAGEMENT AND MAINTENANCE 


ABC* ABP A McGraw-Hill Publication, © 330. West 42nd Street, New York 18 N.Y 
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MATERIALS 


(NCO econ 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 
field for a quarter of a century. Write 
for full information on this profitable line. 






‘ 


Differential Hoist Capac- 

ities one-half, and one- I-Beam Trolley in four Spur Gear Hoist. High 

jon. A fast-selling low- models, plain or geared speed, high quality, in 

tost hoist, with a large types in capacities from capacities ranging from 
Y% through 10 tons. Y% through 20 tons. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division St., Mendota. Illinois 

















TWhat will YOU have 
i from the complete 


ALA fom al 


of ROTARY PUMPS? 





Viking is a specialist in Rotary 
Pumps of sizes from %4 to 1050 
gpm, pressures to 200 psi-500 psi 
on hydraulic oils. Send for free 
bulletin 47SC today! 































> YS Pump Company 
MAL 
wt Cedar Falls, lowa 





NOW the same well-known 

sturdy EAGLE bench oiler 
with the | NEW 
Copperite |) Finish 




















Eagle quality steel spring bottom bench 
oilers have been favorites in shops and 
mills for many years. Now, their new 
durable Copperite finish makes them even 
more acceptable—particularly for Manu- 
facturers who supply an Oiler as equip- 
‘ment with their product. Available in 14 
to 1 pint capacities. All sizes have rein- 
forced insert type spouts—3'' and 5!! 
straight spouts or 9'' bent spouts. 
















Order from your Distributor 


“Oil with an EAGLE Oiler” 


EAGLE MANUFACTURING CO. 
Dept. ID1148 Wellsburg, West Virginia 




















INDUSTRIAL DISTRIBUTION © NOVEMBER, 1948 


e 
= 
: 
im 
ie 
OS tll 








COLLET EQUIPMENT 


@ You have the answer to every drilling, 
reaming, and tapping requirement in the com- 
plete COLLIS line of Collet Equipment. Ex- 
pertly manufactured, every piece is guaranteed 
to give long satisfactory service. Today's pro- 
duction men need the help that COLLIS units 
can give—supply the proper unit from the 
complete range of types and sizes which we 
— you. Your orders get immediate atten- 
on. 


‘ee COLLIS CO. 

















CLINTON, IOWA 











FOR PERMANENT OR 
TEMPORARY USE 


An entire room or whole wall can be fitted 


FLEXIBLE... STURDY... VERSATILE 
Fine Appearing 


Here is shelving that ideally meets practically every 
factory need—it is inexpensive—tailor-made for the 
application, simple to assemble—strong and durable. 


The flexibility of these shelves and the extension units 


~ make it possible to arrange them-exactly in accordance 
"deal for shelving at the bench ; : , 


with your layout. Being free standing and in multiples 
of three feet the shelving can be run to any length— 
you save time, labor, material, and money. 


me ten Delivery No nailing or sawing required to install—only a screw 


driver needed to assemble the Ponderosa Pine frame, 
Masonite Tempered Presdwood shelves, and special 
hardware. 


The shelving is carton packed in compact form—easy 
to store—quickly available when you require additions. 


EDWARD HINES LUMBER CO. 


2431 S. WOLCOTT AVE. 


| " CARTON PACKED Chicago 8, Hl. 
) MIDDENORERG SOAR AAR ea) 
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1 Distributors Wanted / 


CEMENTED CARBIDE 
TOOLS and BLANKS 


QUICK FACTS 


¢ Considerably more pro- 
duction than other car- 
bides*—easily proved on 
your customers’ machines. 


«Complete range of 
standard sizes and styles of 
tools and blanks. 

e Priced _ in line with 
other carbides. 

¢ Attractively packaged 
and clearly marked for 
convenient selection and 
stock handling. 


¢ Well advertised for 
years in leading industrial 
publications. 


¢ Prompt service on all 
your requirements. 


¢ Full cooperation from 
our engineering and sales 
departments on any tool or 
application problem. 


*Production reports in our 
files. 








TECO Cemented Carbide can bring you the 
largest share of carbide tool business in your 
territory. Just put TECO on trial among your 
non-metallic and metalworking customers 
and it sells itself by its tremendous increase 
in production over other carbides. Many 
plants are standardizing on TECO Cemented 
Carbide after convincing tests. The swing to 
this remarkable carbide is growing fast. Get 
in On it. 


PROFITABLE TERRITORIES OPEN. Write 
us today for details of TECO franchise, men- 
tioning the major lines now handled. 


TUNGSTEN ELECTRIC CORP. 
564 39th St., Union City, N. J. 


Manufacturers of Tungsten Carbide—from ore 
to finished material—for over a quarter century. 


CEMENTED 
CARBIDE 
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OOR SALESMEN Edward J. Cole 
and F. L. Phillips, of Harry P. Leu, 
Inc., Orlando, Fla., check the fine 
points of one of the large hoists on 
display. 





WAA Surplus Items 
Offered To All Comers 


The War Assets Administration has 
dropped its priority system on $400,- 
000,000 worth of surplus goods and 
now is offering them to all comers. 
Until recently, purchase preferences 
were granted to Federal agencies, veter- 
ans, state and local government and 
nonprofit hospitals and schools. 

Priorities have been retained, how- 
ever, on about $4 billion worth of war 
plants and other real property, and 
the Army, Navy and Air Force may 
continue to recapture goods they have 
declared surplus and to buy other 
goods. 

The goods now being offered prior- 
ity-free include some cars and trucks, 
machinery, electronic and radio equip- 
ment, a few boats and a variety of 
other items of varying age and condi- 
tion. 


Thackaberry Issues 
New Catalog 


The 25th Anniversary of M. N. 
Thackaberry, Los Angeles, Calif., is 
being celebrated by the distribution 
of a new 212-page Donnelley catalog, 
which the salesmen have the responsi- 
bility of placing with the trade. 





OUTSIDE SALESMAN C. V. Clark, 
left, checks stock with C. M. Harrell, 
stock clerk of Dillon Supply Co., Ral- 
eigh, N. C. 
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. WOLF & CO. LTD., LONDON 


ANNOUNCING | 


FIRST TIME IN U.S.A. 
WOLF PORTABLE ELECTRIC TOOLS 


NOTED FOR FINE ENGLISH CRAFTSMANSHIP 


HALF A CENTURY IN 
50 WORLD MARKETS 
WINNING RECOGNITION 


FOR HIGH QUALITY 








SD4C 1/;' 
STANDARD DUTY DRILL 











FOR 

@ POWERFUL > PRODUCTION 
@ LIGHTWEIGHT 

@ AIR-COOLED MAINTENANCE 


@ UNIVERSAL 110-120 VOLTS 


@ 3-WIRE RUBBER CORD 


>» CONSTRUCTION 
INCLUDING GROUND LEAD 





Ae Every one of them performance proved. 
B Ds actl Seen 
} VALVE seaT Prices, deliveries and distributor 


ome 
particulars on request. CHISEL MORTISER 





WAREHOUSE STOCKS AND SERVICE DEPOT: NEW YORK CITY.—ADDRESS 
ENQUIRIES TO: U.S. FACTORY REPRESENTATIVE, FRED L. STUART, ROOM 
1111, 33 WEST 42no SPREET, NEW YORK 18, N.Y.— LAcKAWANNA 4-2255 
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You Need 
Perfectly Balanced Brightboy 


| To Round Out Your Abrasives Service 





























BRIDGES THE GAP BETWEEN THE GRIND AND THE BUFF 


Rubber And Abrasive Combination 
BURRS, FINISHES, CLEANS, POLISHES, In One Operation 


Familiarize yourself with the extensive 
service that Brightboy can render to your 
customers! Recommend Brightboy for close- 
tolerance, precision work: for contour finish- 
ing: for conventional and special surface 
effects. Brightboy’s combination of rubber 
and abrasive does all 
these things: saves 
your customer’s time 
and money; improves 
product-quality. 








There is a positive, profitable place in your 
abrasive service for widely-known, widely 
advertised, widely demanded Brightboy, the 
discovery and development of pioneers in 
soft rubber-bonded abrasives. Write for the 
Brightboy Catalog Manual and specific 
sales information. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. 


WELDON doce ehh 
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Stock ASARCON bronze rod 
and tube in mill lengths — fill 
orders with exact lengths, 


custom-cut to size! 


AMPCO’S Continuous-cast 
Asarcon 773 


Solid bronze rod from ¥,'' diam- 
eters up, and tubular bronze rod 
from 1° O.D. up. In mill lengths: 
26Y2'", 52%", 104%''. A good 
all-purpose bearing metal meeting 
SAE 660 specification. | Nominal 
Analysis: 83% copper, 7% tin, 7% 
lead, 3% zinc. 


you 


[Volo Mm re’ 


. Frotits 


G 


by handling 


NYolade) AA =) n°) b4- 


=you can be the first distributor to 
offer these big savings in your area 


... JF you act now/!, 


Your customers buy with an eye to sav- 
ings. And with Ampco’s new bronze rod 
and tube stocking-plan you offer them 
savings that really bring in business. 


Here’s how it works: 


Up to now your customers have had 
to buy bronze rod and tube in 13-inch 
lengths — no matter how much or how 
little they need. But they no longer 
have to pay for waste lengths. Ampco 
supplies you with mill lengths which 
you can cut to size, to your customers’ 
exact requirements! 


Steady Maintenance Volume 


There’s a constant demand for bronze 
rod and tube — for maintenance and 
toolroom work. Stocking mill lengths 
also opens the way for you to go after 
short screw-machine production runs. 


Cash in on this brand-new profit opportunity! 


Ampco Metal, Inc. 
Dept. ID-11, Milwaukee 4, Wisconsin 


stocking and handling plans. 


Company 
Address 


EE TT eee eS 


So you’re sure to cash in on a profit- 
able volume of business with Asarcon 
bronze rods and tubes. 


Cpecial Machining Advantages 


In addition to purchase-savings, you 
offer your customers the special advan- 
tages of continuous-cast stock: practi- 
cally no scrap due to metal faults, long- 
er tool life, less machining operations. 


Asarcon 773 is produced for Ampco 
Metal, Inc. by the American Smelting 
and Refining Company of Barber, New 
Jersey under a patented process. 


Get Started Now! 


Your customers will read about this 
new buying economy in their trade pa- 
pers for the first time this month. Be 
ready to meet their demand. Be the 
distributor in your territory to profit 
from this opportunity! 


D-2 
TEAR OUT THIS COUPON 
AND MAIL TODAY! 


1 am definitely interested in the profit opportunities afforded by stocking Asarcon in 
mill-lengths, and selling it in custom-cut sizes! 


CHECK 


[] Please have an Ampco representa- 
tive call to explain the details of your 


Please send me full details of this 
plan — Air Mail Special Delivery! 


Rabaihshaiaiacaentadansigenaet (......) State 
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CONSTRUCTION (WITHL.W.R.C.) 0 
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BACK DIGGERS BECAUSE LANG Serr 
LAY CONSTRUCTION OFFERS ee 
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FOR CLAM SHELL CRANES, U-W 6x19 
— REGULAR LAY FILLER WIRE 
Ses CONSTRUCTION (WITH 1.W.R.C.) 1S 











, === BETTER BECAUSE IT/S MORE RESISTANT 
Wes ~TO CRUSHING AND DISTORTION 
Wp. © . CAUSED BY HIGH RADIAL PRESSURE 
GE A) ANO MULTIPLE SHEAVE REEVING 
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For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4eee 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
We invite you to let us engineer your problem jobs. 









Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wain Offices and Factory: Cleveland 13, Oho 


114 Broad Street 3525 West Grand Ave. 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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| | Cuts Your Cost Per Hole 
lol | eEliminates Breakage 






eSpeeds Production 





















{ A | SS | | Yes, there are many advantages in selecting the right 
4 fn YZ HA / ™ drill for each job. om For instance, one of our cus- 
\\) Ce tomers was getting excessive breakage with regular 

\ &y Ail | jobbers’ length drills on the set-up pictured here 

ay ¢ jos ose), —drilling holes “ic inch deep in stainless steel. A 

| —_ Ne y ~ Clveland Service Representative was able to correct 


this situation by recommending a stub screw machine | 

= \ drill which, because of its heavier construction and | 

SoG ) shorter length, is giving complete satisfaction. <> Your || 
drilling problems, too, perhaps can be solved by a 

Cleveland Service Representative — without cost | 

: or obligation. Contact our nearest Stockroom, or... | 

\ 

| 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dz-llas 1 * San Francisco 5 
Los Angeles 11 * London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CLEVELAND TOOLS | 


We 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 











INDUSTRIAL DISTRIBUTION © NOVEMBER, 1948 267 


















Here's how 
VICTOR 
helps you sell 
more blades 






) AR T — hack saw 
All Pl ereleas a 
8 CH 4 


' 
> ee. 
ion, use, Care fe 


BX *% s g OK-Free tips 
TTING BOOK 
wag eerie . pocket Of tool Kit. 
on blad¢es— : 


a 


d ¥ 5 > Be ee ee 
4 _Fffective ac 
Tene ADVERTISING fr round, ever) A 


V 
es 
blankets relies marke A 


i y \ i yA 


4 
4 


ertising 


4 
% 


vicTOR “CUTS 


ducts for use 


fF Victor 
11 _Free electros of 


in your catalog. 


pro 
% 
a 
4 
\ 
% 
4 


plu S Victor's complete line 
— hand, band and power hack 
saw blades and the specially de- 
signed hand hack saw frame — 
your assurance of more sales...more repeat sales. 

Put these Victor “salesmen” (free) to work for 
you. Write today —tell us what to send and how 


many. 
VIC R SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 
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E. H. Meibeyer 


Lufkin Advances 
Three Executives 


E. H. Meibeyer has been named 
general sales manager, William F. 
Rockwell assistant sales manager and 
Louis Barnard, Jr., has become a vice- 
president of The Lufkin Rule Co. of 
Saginaw, Mich. Mr. Barnard will serve 
in an advisory capacity to the other 
top managers in the company. 

Mr. Meibeyer succeeds George C. 
McBeth, deceased. He has been asso- 
ciated with the sales division of Lufkin 
for 29 years. Between the period 1925 
to 1948 he. was assistant sales man- 
ager of the precision tool division, 
when he was appointed sales man- 
ager to direct the sales activities of 
the combined precision tool and tape 
and rule divisions. 

Mr. Rockwell, formerly, was district 





William F. Rockwell 
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Consumer Demand... 
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@ BUILDS REPEAT SALES! In over 30 gor ready sales— 
years’ experience manufacturing belt lacing DEMONSTRATE 
products exc/usively, Clipper has developed __ the Clipper No. 9 
the world’s finest belt hooks. These are ees 
made of the highest quality belt hook wire, 

produced solely for our use. Longer satis- 
factory service is assured. When these top Va 
quality hooks are applied with a modern ms, 

belt lacer such as the Clipper No. 9 Portable, > 7 \ 
you have the best combination—one which & \ 


saves the most money for your customers— F, 
BUILDS REPEAT SALES! y. \\ 
— ~ & 
at Ne 
A 
Sa, 


a 
= 
be 


CLIPPER BELT LACER COMPANY, Grond Ropids 2, Michigan 4 Za 
Scientific action of jaws forms perfect loops Ca. py Py a Se Ss / 


for maximum size LUBRIHIDE connecting pins. ae 
Scientific action of jaws. 


7 
*BELT tact Me Adee EQUIPMENT 


_ 
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ACCEPTED 


: and SELLING FAST 


The NEW stat 





ADJUSTABLE 


HACK SAW FRAME 





This rugged, handsome frame has been scientifically 
designed to hold its shape for years—to keep the blade 
rigid at all times, and to stand up under wear and tear of 
constant use in the shop or in the field. 


Electricians, machinists, plumbers, millwrights and others 
have found this frame highly satisfactory and perfectly 
balanced for greatest efficiency. 


Backbone of the frame is made of half-inch drill rod steel 
telescoping in a steel tube, giving an absolutely rigid overall 
construction acting as one solid piece, whether a 10” or 12” 
blade is used. Handle is of cast aluminum shaped to fit 
the hand. 


Top part of frame maintains a parallel position with the 
saw at all times, no matter how much pressure may be put 
on the thumb screw to tighten the blade. 


This frame will give you profits. We suggest you write us. 


Sold only through Distributors 


SPARTAN SAW WORKS, INC., Springfield, Mass. 
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Louis Barnard, Jr. 


sales manager. He joined the firm in 
1934, working out of the New York 
office. Mr. Barnard joined Lufkin in 
1932. In 1937 he joined the field sales 
staff, representing the company 
throughout the midwest sales _terri- 
tory. He is a descendant of the late 
Fred Buck, former president and gen- 
eral manager, and one of the com- 
pany’s founders. 


Hamilton-Thomas Corp. 
Formed as Operating Co. 


Formation of the Hamilton-Thomas 
Corp., Hamilton, Ohio, to operate 
Economy Pumps, Inc., Klipfel Mfg. 
Co. and Liberty Planers, Inc., manu- 
facturing divisions of Hamilton- 
Thomas, recently was announced by 
officers of the newly formed corpora- 
tion. 

Its officers include: Richard 
Thomas, president; L. G. Thomas, 
executive vice-president; H. R. Ryan, 
vice-president; R. H. Thomas, Jr., 
vice-president; E. T. Drinkuth, secre- 
tary; and L. V. Thomas, treasurer. 


Blackmer Pump Co. 
Establishes Branch 


The Blackmer Pump Company, 
Grand Rapids, Michigan has estab- 
lished a direct factory branch sales 
office at 608 S. Dearborn Street, Chi- 
cago, Illinois. This office was pre- 
viously operated by Bart C. Young as 
a manutacturer’s representative for 
Blackmer, and Mr. Young continues 
to direct the activities of the office as 
district sales manager. Assisting him 
are John H. Young and Paul B. Dug- 
gan as district representatives. 

Territory covered by the Chicago 
office has been expanded considerably 
under the new arrangement. In addi- 
tion to the original territory which 
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CARBIDE TOOLS | COUNTERSINKS | 

















Branch Stocks: NEWYORK + PHILADELPHIA * DETROIT * LOS ANGELES | 


CHICAGO-LATROBE 


411 WEST ONTARIO ST., CHICAGO 10, ILLINOIS 
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Just out, this New 
16 page condensed catalog* 
features these fast selling 

* Published with large ots ‘ 

full color illustrations units — ready-to-run 10 ’ 
with complete specifi- 11” and 12” Sheldon Preci- 


cations opposite each. 













sion Lathes, attachments 
** ; . 
iaaptaagiatiiaeiamiaatl and accessories and the 
Tools come crated, 
fully assembled, ready Sheldon-Vernon Horizontal 
pare. Milling Machines and the 





12” Back Geared Shaper. 


SHELDON MACHINE CO. Inc. 


Manulacturers of Sheldon Precision Lathes e Milling Machines ° Shapers 
4232 N. KNOX AVENUE + CHICAGO 41, ILLINOIS, U.S.A. 














No. TRS-56 





No. 3000 
Milling Machine 


No. 8000 
Shaper 

















consisted of the northern part of Illi- 
nois, this office now covers all of Iowa, 
central and southern Indiana and a 
small area in Kentucky around Louis- 
ville. 

The Globe Machinery and Supply 
Company, Des Moines, Iowa is no 
longer a Blackmer agent, but contin- 
ues as a jobber in that area under the 
Chicago sales office. Under the new 
organization plan, the Chicago office 
will maintain a branch office at 310 
Test Building, Indianapolis, Indiana to 
serve long-established customers in 
that area. 

William H. Maloney has been ap- 
pointed manager of their Los Angeles 
branch sales office. 

Before joining the Blackmer organi- 
zation, Mr. Maloney was head of the 
grinding spindle sales division of Ex- 
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Cell-O Corporation, Detroit, and later 
| was vice president of the Detroit Bond 
| and Reference Company. Previously, 
| he spent three years in the Air Force 
| as a Bombardier, and prior to that was 
| in the production planning department 
| of General Motors Corporation. 
| The Los Angeles sales and service 
| offices of Blackmer have been moved 
| from 415 S. Central Avenue to 736 
E. Washington Boulevard. The new 
management and new location of the 
Los Angeles office have been provided 
to give the best possible service to 
| Blackmer customers in that area. 
The company also maintains direct 
factory sales offices at 98 Folsom 
Street, San Francisco, under the gen- 
cral management of Tom Garland. 


Shelton Joins 
Gilmore Steel 


Thomas P. Shelton, formerly with 
A. M. Castle in Chicago and more 
recently with Belmont Steel, has be- 
come associated with the Gilmore 
Steel & Supply Co., in’ the Los 
Angeles office. 












CATALOG REFERENCE insures ac- 
curacy on quotations in the opinion of 
Ed Johnson, Harold Holland and Bill 
Harris of Pye-Barker Supply Co., At- 
lanta, Ga. 
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eae for your STOCK CONTROL SYSTEM 


SCREWS 


It’s the little things that count. In your business, fastener volume 
can be plenty big because screws and nuts are natural repeats... 
perfect naturals for Stock Control Systems. 

And another thing. There’s no question in your customer's 
mind like: “Whose screws shall I re-order?” When you're supplying 
Ee him with CORBIN fasteners he gets Corbin uniformity. 
CORBIN PHILLIPS joe s one reason why Corbin screws and nuts are right for 

tock Control Systems. 

SCREWS And another thing. Corbin has the facilities to deliver orders to 
its distributors on time, as often as required. Customer Stock 
Control Systems, tied in with your own Inventory Control, and 
backed by Corbin’s production facilities, mean profitable 
repeat business for all of us. 


CORBIN SCREW 


machine DIVISION 


screw nuts 


machine 
screws 




















THE AMERICAN HARDWARE CORPORATION, NEW BRITAIN, CONN. 


Warehouses: New Britain, New York, Chicago 
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to bottom 


AY STATE 


taps and dies 


ON NEARBY SHELVES OF YOUR INDUSTRIAL 
SUPPLY DISTRIBUTOR 


BAY STATE TAP & DIE CO. 


MANSFIELD, MASS. 
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Leonard E. Parker 


Cummins Promotes Parker 
To General Manager 


Leonard E. Parker has been pro- 
moted to vice-president and general 
manager of Cummins Portable Tools, 
division of Cummins Business Ma- 
chines Corp. 

Prior to joining Cummins’ staff, 
Mr. Parker was associated with Stew- 
art-Warner Corp. in various executive 
capacitics. He spent 12 years with 
Skilsaw, Inc. as works manager, later 
as vice-president. For the last five 
years he has been consultant and tech- 
nical adviser to the president of Cum- 
mins Business Machines and now de- 
votes his full time to portable electric 
tools. 


Goodyear Celebrates 
Fiftieth Anniversary 


The Goodyear Tire & Rubber Co. 
of Akron, Ohio recently celebrated its 
50th Anniversary with a_ three-day 
program featuring dramatic reviews, 


| a motion picture depicting the story 


of American opportunity and _pro- 
duced especially for the celebration, 


business sessions, addresses by top of- 


ficials of the company and a banquet 
in the company’s huge gymnasium. 
Participating in the program were 
some 1700 key executives of the com- 
pany, several hundred of whom were 
called home from all parts of the 
United States and from practically 
every foreign nation — outside the 
Soviet sphere. The Akron celebration 
served as forerunner for anniversary 
dinners held in some 54 cities where 
Goodyear has production or sales op- 
erations, and also in foreign lands. 
Special tribute was paid to F. A. 
Seiberling, 88-year old industrialist, 
who with his late brother, Charles W., 
founded the Goodyear organization on 
the site of the present general offices. 
Also honored were two 50-vear vet- 
erans, A. B. Cunnington and George 
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LOYCO 20 is one corrosion-resistant alloy that 
really stands up to sulfuric acid under most 
operating conditions. At room temperatures, Aloyco 
20 is practically unaffected in any concentration of 
H,SQ,. It is also satisfactorily resistant at the boil- 
ing point up to 45% acid strength. In concentra- 
tions between 45% and 93%, temperature is an 
influencing factor. Our metallurgical service is well 
qualified to recommend regarding proposed appli- 
cations in this range. 


Aloyco 20 also has strong resistance to the effects 
of high strength sodium hydroxide, hot acetic acid, 
acetic anhydride vapors and hot nitric-sulfuric solu- 
tions. This alloy has wide use among manufacturers 
of oil refinery products, fertilizers, plastics, rayon, 
soap, synthetic rubber, coal tar products, explosives 
and many others. Consult us on your requirements. 


ALOYCO 20 IN SULFURIC ACID 


SORROSION, RATES ESTAB ESTS 





- 


: 


@ Aloyco Gate Valve No. 111. Has 

double disc wedge that provides 

drop-tight closure and long life under 

severe operating conditions. Avail- 

able in Aloyco 20, 18-85, 18-8SMo, the higher chrome-nickel 
series, Worthite, Hastelloy, Monel, and pure nickel. 


CORROSION RATE IN INCHES PER YEAR Ipy 











CONCENTRATION OF SULFURIC ACID. PERCENTAGE BY WEIGHT 


CORROSION IN CORROSION IN 80 C 
BOILING ACID 176 =F.) ACID 


ALLOY STEEL PRODUCTS COMPANY, INC. 
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B-RIGHT-ON 


SOCKET SCREW PRODUCTS 












Be right on sales with Brighton 
Socket Screw Products! These 
premium fasteners have a top- 











Brighton Products moving off 
your shelves, keeps the profits 
moving onto your books. 









And it’s a premium profit, too. 
Item for item check and compare 
the profits Brighton Socket Screw 
Products earn for you. You'll find 
these premium products put a 
bigger profit in your pocket. 











Complete dealer-cooperation pro- 
gram. Lots of hard-hitting selling 
aids backed by continuous advertis- 
ing program. 









DEALERS! 
There may be an authorized distributor- 
ship open in your territory. Check this 
opportunity today. 















THE BRIGHTON SCREW & MFG. CO. 
1827 READING ROAD 
CINCINNATI 2, OHIO 










Special 
py tay quality reputation with the men | 
Plate Screw. who specify . . . the men who 
«i BUY! That reputation keeps 
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Swartz, continuously employed by the 
firm since 1898. 

Greetings were given at the opening 
of the sessions by P. W. Litchfield, 
chairman of the board. Brief talks on 
various phases of the’ company’s 
world-wide operations were delivered 
by President E. J. Thomas; Vice- 
Presidents P. E. H. Leroy, R. S. Wil- 
son, Russell DeYoung, R. P. Dins- 
more and J. M. Linforth of the do- 
mestic organization; A. G. Cameron, 
vice-president and general manager of 
Goodyear foreign operations; F. T. 
Magennis, also a vice-president of for- 
eign operations; T. A. Knowles, vice- 
president and general manager of 
Goodyear Aircraft Corp.; G. K. Hin- 
shaw, production manager of Good- 
year foreign operations; W. F. Bloor 
and R. E. Davis of the company’s 
statistical and sales research depart- 
ments, and J. K. Hough, director of 


| advertising. 


Kinsey Branch 
In New Building 


The Columbus, Ohio branch of the 
E. A. Kinsey Co., Cincinnati, Ohio, 
moved into its new building at 1020 
West Fifth Avenue, Columbus, on 
Sept. 27. 

The new plant is a one-story brick, 
steel and concrete structure, 150 ft. 
by 75 ft. The front is of brick. Facili- 
ties for shipping and receiving, offices, 
storage and display are included in the 
building space. The branch carries 
such stocks as drills, cutters, safety 
equipment, welding, carbides, taps and 
dies, etc. 

J. H. Cryan is branch manager. 


SKF Appoints Geiger 
Quality Control Head 


Gustave R. Geiger has been ap- 
pointed supervisor of quality control 
of SKF Industries, Inc., main plants. 
He will be responsible for the estab- 
lishment of procedures and the main- 
tenance of product standards in the 
manufacture of anti-friction bearings. 





WAREHOUSE MANAGER Roy 
Williams demonstrates to J. W. 
Vaughn, outside salesman, Poe Hard- 
ware Co., Greenville, S. C., some of 
the advantages of a small anvil. 

















Impartial Production Line Tests Prove New 
Milwaukee HOLE-SHOOTER 21 TIMES BETTER 


Record Breaking Performance Facts Show Why 
this New Tool will make More Sales For You 





Milwaukee 
HOLE-SHOOTER 
Leadership 


More than twenty-five years ago the trade- 
name “HOLE-SHOOTER” was used to 
describe a MILWAUKEE light-weight 
drill — under 5 Ibs. 


It was a highly advanced and perfected 
tool — lighter, more compact, more pow- 
erful than any other tool of its class at 
the time. 


The HOLE-SHOOTER immediately won 
the preference of mechanics everywhere 
and stands today with the same high 
quality reputation. 


The new improved Milwaukee HOLE- 
SHOOTER lives up to its fine name. 
Remember — at all times — “If it isn’t 
a MILWAUKEE, it isn’t a HOLE- 
SHOOTER.” 








HERE ARE THE Facts: A big mass-producer of metal-fabricated items 
planned to re-equip their plant. Among tools needed were heavy-duty, 
pistol-grip, electric drills. Several makes were placed on their production 
line doing exactly the same work, All were operated continuously 24 
hours a day for three weeks. 
RESULTS? The new Milwaukee HOLE-SHOOTER vastly out-performed 
and out-worked all competitive makes, What’s more — they required 
maintenance attention only once against 21 times for all others. 

You can bet the new Milwaukee HOLE-SHOOTERS sold themselves 
in this plant...and they'll do the same for you in your customers’ plants. 


Quick Facts On the NEW IMPROVED Milwaukee HOLE-SHOOTER 
Y4 inch capacity — more power than any other pistol-grip drill — equipped 
with Milwaukee-built AC or DC Universal Type raotor, standard 115 volt — 
net weight 31% lbs. — Jacobs chuck — aluminum housing — available in five 
speeds, ranging from 650 rpm to 5000 rpin. 

DISTRIBUTORS — the new Milwaukee HOLE-SHOOTER offers a sensational 
profit opportunity. Write — TODAY — for complete information. 


MILWAUKEE ELECTRIC TOOL CORP., 5340 W. State St., Milwaukee 8, Wis. 
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GROBET FILE CO. of AMERICA Inc. 


421 Canal Street 


hae Mold aoe) Pe 


PLANTS: NEW YORK + CHICAGO 





“Above advertisement now appears in leading magazines read by your customers. 
. - e GROBET also offers RIFFLERS, AMERICAN PATTERN FILES, GRAVERS, 
ROTARY FILES, BURRS, TUBE DEBURRING, COUNTERSINKS, ETC.—nearly 10,000 
shapes. sizes and cuts._ 





The Complete Line 
for Every 
industrial 
Purpose 


inc 


: IcA 
GROBET FILE CO of AMER 


42) Canal S! 


er New York 13, N¥ 
re 


this Pocket Catalog ERI 


The MOST COMPLETE LINE of ROTARY 
FILES (GROBET HAND CUT and GROUND 
FROM SOLID) for every industrial purpose, 
in all shapes, diameters, lengths, coarseness 
of cut, for hard and soft metals, and all other 
material are illustrated and described in this 
handy little catalog. Also listed are Die- 
sinkers’ Burrs, Tube Deburring, Countersinks, 
Burrs, etc. 


GROBET FILE CO. OF AMERICA, INC. 
421 CANAL STREET. NEW YORK 13, N. Y. 
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WA 
Clifford T. Pryor 
Stanley Names Pryor 
Sales Representative 


Clifford T. Pryor has been appointed 
sales representative in the southeast 


territory for Stanley Tools, division of . 


The Stanley Works, New Britain, 
Conn. He will handle Stanley, Atha, 
Yankee, and Russell Jennings tools in 
South Carolina, Georgia, Florida, Ala- 
bama, and Mississippi. 

Mr. Pryor joined Stanley Tools in 
1936. During the past year he has 
covered most of his present territory, 
substituting for Vincent Hart. 





Stainless 
Steel 


=~ 

BOLTS a 
SCREWS 

== Nurs 

=. 


WASHERS 


AUUUUUUUUU 


A Complete Line 
7G Zogl loge) (-Mm edeyes mere} (oled 


Stainless Steel 
fe} & By SCREWS NUTS 


Machine Machine Hexagon 
Carriage Cap Square 
Lag Wood Wing 
WASHERS RIVETS 
All Types All Types 


Available also in Monel, Alumi- 
num, Everdur, Naval Bronze and 
Alloy Stéels 


We are prepared to fill your 
needs for ‘Specials’. Send your 
prints or specifications. 


Stainless 


SCREW & BOLT CORP. 
135 Church St., 
New York 7, N.Y. 
CO 7-0675 
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It has taken up the slack on power transmission costs 


DuPont Cordura” 
High Tenacity Rayon 








~. 
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For high strength at low cost 
.-- look into Cordura’* 


Engineers have virtually eliminated the “stretch” in V-belts by 
using cord made of Du Pont “Cordura.” That means more power 
from each belt. . . fewer take-ups ... less maintenance. V-belts also 
last much longer when they’re made with this high tenacity rayon! 





“Cordura” is engineered to give far greater inherent strength 
than natural fiber yarns commonly used. And each strand of this 
man-made yarn is a continuous filament—no short pieces to pull 
apart under strain. 


Perhaps you’d expect to pay a premium for such advantages. 
Yet manufacturers can often use “Cordura” to reduce production 
costs. That’s because you get so much strength from so little— 
and because “Cordura” is reasonably priced. 





Can your customers use ‘’Cordura” to improve articles they 
make ? Write Du Pont for detailed information about “Cordura” 
High Tenacity Rayon. And tell us specific needs. Perhaps we can 
guide the way to a profitable application. 


Can your customers use a product improved with “Cordura”? 
Check with Du Pont for data on the type of products in which 
they are interested. 


Rayon Division, E. I. du Pont de Nemours & Co. (Inc.), Wil- 
mington 98, Delaware. 


GU POND - 


8E6. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 








for RAYON... for NYLON... 
for FIBERS to come... look to DU PONT 
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XXXX NICKEL 1S TOUGH! 


Annee a Federated’s XXXX NICKEL babbitt is mighty tough 
SELININE Cones AND and ductile, as shown in the “‘twisted cold”’ test above. 
Bearings of high purity tin-base XXX X NICKEL 

conform readily to irregular shafting . . . running-in problems are negligible. 
Operating breakdowns are minimized, too, because bearings made of this alloy 











function properly even when lubrication fails momentarily. 





Repeated remelting of the alloy is possible without any reduction in efficiency 
..an important economy. Hammer-blow durability is obtained by adding 
scientifically controlled quantities of nickel to the tin-antimony-copper base. 
Federated produces many other nationally known babbitts, including 


‘“‘Thermodyne,” ‘‘ Merit” and ‘‘Record.” See Federated first, too, for ingot 





metals, solders, type metals, die casting metals and fabricated lead products. 
For easy-to-read bearing-metal literature, address Dept. SJ 
at Federated’s New York office. To order, call or write any 


of Federated’s 11 plants and 25 sales offices across the nation. 


LL og METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 
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PLAN FOR PROSPERITY FOR 
DISTRIBUTORS . . . 


This advertisement is part of 
Reliance’s expanded promo- 
tional campaign to help | 

Reliance Distributors sell | 
more spring lock wash- 
ers. Write for Price 

List Number 501. 


mode GNlo.. 7 


when you need spring lock 
washers quick ... 


| 
| 





| 
| 
| 





YOUR RELIANCE DISTRIBUTOF 


Aladdin's faithful genie had nothing on your 
Reliance Distributor when it comes to service. 





Your telephone is the magic lamp that puts him into instant 
action when spring lock washer supply emergencies arise. 





From his carefully-maintained stocks of Reliance 
Spring Lock Washers in American Standard sizes, he can 
have your requirements on the way in a matter of minutes. 


Your distributor stocks Reliance Spring Lock Washers 
because they're made of special-analysis steel 
cold drawn in Reliance's mill to provide non-fatiguing 
reactive pressure to keep bolted assemblies fighter longer. 
There's a quality guarantee certificate in every package. 


The plainly-marked "Red Seal" package protects their 
quality, eliminates losses, facilitates handling and inventory. 





Call on your Reliance Distributor whenever you 
need spring lock washers in a hurry. If you don't 
know his name, we'll be glad to furnish it. 


Kibenuce Deiter 
ANSTO INIT orsices ano ruanr MASSILLON, OHIO 


EATON MANUFACTURING COMPANY Sales Offices: New York * Cleveland * Detroit * Chicago * St. Louis * San Francisco * Montreal 
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LIKE THESE (2. MAY GIVE YOU A WINNING IDEA 
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REPAIRING MARBLE FLOORS TING CoRRUGarsD METAL 


SKIL Tools ARE WANTED IN ALL THESE MARKETS. 
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ShiL Tool Contest! 


abe 


SKIL Toot DISTR BU 


EVERYBODY WINS... 


including every 


‘AL Too! Distributor 


and his salesmen 


This is a different kind of contest! Sure . . . there are 
big money prizes, but the biggest PRIZE of all is the powerful 
SALES AMMUNITION that will develop from this contest. 
— It will gather actual facts about SKIL Tools . . . front-line data 
on unusual applications ... new evidence of SKIL Tools’ enduring 
quality ... new evidence of the widespread preference for 


SKIL Tools .. . more reasons why it pays to push SKIL Tools. 
ELECTRESC 


SKILSAW’S NEW SALES PROMOTION PROGRAM - 


Seanps ON THE MARCH. This is just one of the first steps in “ 
MERA ISKILSAW’S expanding sales promotion program to help you " 
@ puild more volume ... more profit... and make your SKIL Tool Poe 


ranchise more valuable than ever. Every authorized SKIL Tool 
Distributor will want to tie in with this new merchandising 
program .. . and encourage all his salesmen to participate 

.. because it will BUILD SKIL Tool VOLUME! 


PNEUMATIC 





"  TRADE-MARK 


AND THEY BUILD REPEAT BUSINESS FOR YO 





“TAILOR MADE” 





fOr. 
INDUSTRIAL USE 









Sell minutes 


If a prospect is cold about buying 
‘Budgit’ Electric Hoists, get his mind 
off the mechanical excellencies of the 
hoist and talk to him in terms of the 
GLOBE WOVEN BELTS minutes they save in every working 
are made for a particular use. 

The “measure” and “fit” are based on long 
years of experience in practical usage and con- 
stant research in belt engineering. Globe Woven 
Belts, like a fine suit, are long in wear and per- 
fect in service. It will pay you to look at samples 
and inspect the record. 


For instance, check the advantages of these 
favorites in the Globe line of quality. 





















hour. 


Remind him that when wages are 
high, minutes are precious. And the : 
multiple of the minutes saved every | 
hour the ‘Budgit’ works, piles up to a 
considerable amount of money — his 


money—in the long, trouble-free 


at 


life of a ‘Budgit’ Hoist. 


Show him that effortless lifting 


conserves the energy of his workers 


e KANRY-TEX: The superior belting for food 


processors. 


@ SOLID-WOVEN WHITE COTTON: 


“Tops” for light conveyor purposes. 


a ENDLESS WOVEN: No slippage: no vibra- 


tion . . . for high-speed use. 


@ CANVAS -STITCHED: For elevating, con- 


veying and power transmission. 


. . that they produce more at less 
cost... that they are more contented 
with their jobs since they are so 


much easier. 


Ask him to prove it to himself. 
Induce him to install one portable 
‘Budgit’ Electric Hoist in some strate- 
gic spot in his production, assembly 


or inspection line. 






The ‘Budgit’ will do the rest. 


Many other GLOBE beltings 
are available to meet the needs. 
of your customers. It will pay 
you to handle the Globe line 





If you need more copies i 
of Bulletin No. 371, write 


‘for them. 


‘BUDGIT” 
Hoists 


MANNING,MAXWELL& MOORE,INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 











BR 
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UNBRAKO 


REG. U. S. PAT. OFF. 


SELF-LOCKING 
SOCKET SCREW 


PRODUCTS 





“Unbrako” Socket Head Stripper 
Bolt with Knurled Head. Pat'd. 
& Pats. Pend. 





“Unbrako” Socket Set Screw with 
Knurled Cup Point. They won't 
shake loose. Pat’d. & Pats. Pend. 





“Unbrako” cone point Soaet 3 Set 

Screw with Knurled Threads. They 

= shake loose. Pat’d. & Pats. 
en 


EASY TO SELL, and 


SELF-LOCKING 
NUTS 
THAT WON'T 


SHAKE 
LOOSE 





“Flexloc’ Self-Locking Nuts— one- 
piece, all-metal, all-thread — won't 
shake loose. Convince yourself with a 
few free samples! Pat’d. & Pats. Pend. 





REGULAR 


Yes, these Products sell fast and stay sold... make friends 

for you ... assure a steady, repeat business to make your 

sales effort easier. Complete plant facilities, effective sales 

promotion activities, consistent business paper advertising 

and prompt, courteous service to you and your customers 
. all a part of “STANDARD” advantages. 


“Unbrako” Socket Screw Products—manufactured from 
high-grade alloy steel, to close tolerances—have these out- 
standing advantages: K NURLING...an exclusive 
“Unbrako” feature—which on the head of the “Unbrako” 
Cap Screw (not shown) and Stripper Bolt speeds assembly 
—and on the threads or points of the “Unbrako” Set Screw 
or Stripper Bolt assures positive Self-Locking; SELF- 
LOCKING . .. all of our patented “Unbrako” Set Screws, 
regardless of point, are excellent Self-Lockers that won’t 
shake loose. INTERNAL WRENCHING... that promotes 
compact designs ... saves space, weight, materials and costs 

. sizes available in a full range of diameters, lengths, 
thread series and types of points. 


“Hallowell” Work-Benches of Steel—welded or hydrau- 
lically riveted—and this fine, neat, ready-made line wears 
and lasts as only steel can. There are hundreds of styles 
from which to choose, making it possible to meet the most 
exacting needs of your customers. 


“Hallowell” Solid Steel Collars—functionally propor- 
tioned throughout, are precision-machined so faces run 
perfectly true . . . are highly polished all over . . . fitted 
with the famous “Unbrako” Knurled Point Self-Locking 
Socket Set Screw that won't shake loose. 


Our patented “Unbrakc’’ Knurled Socket Set Screws will 


lock themselves in t 
won't shake loose. lions and millions i in use. 


any screw ors They 


Knurl- 


ing of Socket Screws originated with “Unbrako” in 1934. 





BRANCHES: 


CHICAGO 





OVER 45 YEARS IN BUSINESS 


JENKINTOWN, PENNA. BOX 519 


DETROIT INDIANAPOLIS 
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PROFITABLE 


ST. LOUIS 





READY-MADE 
SHOP EQUIPMENT 
and STEEL COLLARS 






FIG. 732 


Pat’d & Pats. Pend. 
Drawer is extra 


“Hallowell” Work-Bench of Steel 
with drawer, lower shelf and end- 
pieces. 





FIG. 847 


“‘Hallowell’’ Work-Bench of Steel 
without end-pieces, drawer, of 
lower shelf. 





FIG, 1432 


Hallowell’ Solid Steel Collar — 
available in a full range of sizes. 





SAN FRANCISCO 
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Your suppliers’ advertising in good industrial maga- 
zines will keep him sold for you. And the importance 
of that statement suggests we stop and think seriously 
about it. 


The average industrial distributor’s salesman contacts 
- 145 plants, each of which has an average of over four 
officials who have major buying influence and there- 
fore must be seen and sold. This average salesman 
makes eight calls a day . . . would therefore be able to 
see each of the men he ought to see only once every 
seven months. 


And that is a long time between calls. Business condi- 
tions change. Men shift jobs. New men take over. Your 
competitors are hot on your customers’ trails. And, 
most important of all, constant improvements are be- 
ing made in the products you sell which your cus- 
tomers ought to know about as promptly as possible. 


As a matter of fact, you would never keep abreast of 
the sales opportunities in your territory if advertising 
wasn’t working for you. But fortunately it is... and 
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working for you every day ... making contacts ... 
keeping your customers familiar with your products 
... telling them about new developments . . . keeping 
them wanting your products so that you can concen- 
trate on closing orders. Your suppliers’ advertising in 
AMERICAN MACHINIST offers an excellent example: 


Over 28,000 metalworking production executives are 
paid subscribers to this leading metalworking maga- 
zine .. . and thousands of other metalworking men 
read subscribers’ copies. Every other week this intently 
read and valuable magazine carries your suppliers’ ad- 
vertising to all of the most important metalworking 
buyers in your territory. . 


The result? The men upon whom you depend for busi- 
ness are kept constantly informed about the products 
you sell ... know what’s new about them. . . are con- 
tinually reminded of their need for them. And next 
payday, when you put your paycheck in the bank, re- 
member how important a part your suppliers’ adver- 
tising in AMERICAN MACHINIST plays in boosting your 
sales and your income. 


‘These statistics are from the September, 1948 issue of Industrial Distribution, and a recent American 
Machinist survey of metalworking plant buying habits, a copy of which is available upon request. 
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; 
’ The McGraw-Hill Magazine of Metalworking Production 
- McGraw-Hill Building, New York 18 
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Now you can sell 


even better 22%322" Drills and Screw Drivers 


The name “Dyno-Mite” can be your pass to the best business in 
your area — because Millers Falls “Dyno-Mite” Electric Drills 
and Screw Drivers are known as the very finest. But now you can 
sell even finer ““Dyno-Mite” production drills and screw drivers. 
Here’s the line-up on these new, more powerful ““Dyno-Mites”: 


NEW IMPROVED 
PRODUCTION DRILLS 








Your customers get more power — more production — with the 
new “Dyno-Mite” drills. A high torque model equipped with a 
3%” chuck is your entree to aircraft plants and many others. High 
speed models for drilling small-diameter holes in non-ferrous metals 
with minimum burr; slower speed, high torque models for stainless 
and hard alloy steels. A model for every need, every customer! 


WEW SELECTIVE TORQUE 
SCREW DRIVERS 


On production assembly lines where a myriad of screws and nuts 
must be driven rapidly and uniformly, manufacturers know the 
velvet smooth, vibrationless action and sensitivity of Millers Falls 


> 


“Adjustomaticg” clutches. The new “Dyno-Mite” screw drivers 
and nut runners have the proven “Adjustomatic” clutch, plus new, 
more powerful power units which handle machine screws and wood 


screws with efficiency and dependability. You can meet your 


customers’ most rigid requirements with a “Dyno-Mite” screw 
driver. 






MILLERS FALLS Keep your sere ol trove 
T 0 0 i Sg turning over faster with Millers 


Falls Electric Drills and Screw 
1) [od = 


Drivers — with the full line of 
1868 


Millers Falls Portable Electric 
Production Tools! Millers Falls 
Company, Greenfield, Mass. 


Portable Electric “Tools 


MILLERS FALLS CO. + GREENFIELD, MASSACHUSETTS 
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Single , q 
seat design 
for tight shut-off 
in dead end You can remove 
service. and renew any 
slush efars 

For rugged build, convenient size = oe Fee 
and “close tolerance” regulation of << 


steam—you just can’t beat K&M’s valve type 481. 


It's an internal pilot-operated pressure regulating 
valve, widely used in process services and marine work 


as & primary valve on two stage reductions. 


Changes in pressure reduction are made by setting 
the hand wheel. For complete specification data, ask for 


Bulletin 1000. 


The Kieley & Mueller policy of continued pioneering 
has helped the K&M reputation grow constantly through- 
out the past 69 years. Look to K&M for: BACK PRESSURE 
REDUCING VALVES +« PRESSURE REDUCING VALVES + 
STRAINERS * ATMOSPHERIC RELIEF VALVES + STOP and 
CHECK VALVES+ STEAM SEPARATORS + GREASE EXTRACTORS. 


POR ACCURACY? 
COMPACTNESS ° 


i ONTROL 


OTOR 


NORTH BERGEN NJ 


RUGGEDNESS 
ACCESSIBILITY 


SPECIFY KeMs 


‘481 


10” 
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EXCLUSIVE 
FRANCHISE 


FOR DISTRIBUTORS OF 
FEDERAL-MOGUL BRONZE BARS 


There’s a new sales and profit opportunity 
with Federal-Mogul bearing-bronze bars: 


NATIONALLY-KNOWN NAME e HIGHEST QUALITY 
PRODUCT @ COMPLETE LINE @ GOOD PROFIT MARGIN 
@ SALES PROMOTION SUPPORT @ EXCLUSIVE FRANCHISE 


We have been specialists in bearing metals for 
49 years. Federal-Mogul bearing-bronze bars 
provide finer uniform grain structures, freedom 
from hard spots and blow-holes, and uniform 
wall thicknesses. They give maximum number 
of bushings per bar at lowest machine cost and 
assure maximum performance. 


By use of permanent molds temperature and 
analyses controls, quality is maintained through- 
out all manufacturing operations. Our bars, 
each 13” long, are machined all over—inside 
and outside diameters and ends. Available in 
over 400 sizes and in a wide range of alloys, 
including many S.A.E., A.S.T.M. and various 
government specifications—they cover practic- 
ally every bronze bar requirement. 











Write or wire 


FMtogut EDERA for complete details 


This profit-making, exclusive franchise 
is still available in several territories 
for aggressive distributors — write or 
wire us for full information AT ONCE. 


FEDERAL-MOGUL CORPORATION, 11057 SHOEMAKER, DETROIT 13, MICH. 
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Pushes Your Safes ane aeenrs Up? > = 


They’! 
Count on Besly service to put you ahead . . . in more tap markets, 
with more tap sales and profits! New Besly Check Sheets now in 
preparation put vital tap information at the fingertip reach of sales ¢ 
every man on your staff with brief, accurate answers to tap users’ Starre 


problems. It’s an added Besly help that can start working for 
you today! 


to big 





It’s yours to use and it’s only one of the many advantages you get 

with the Besly “Helping Hand.” Check them off: Top Tap 

Quality—A Complete Line—Faster Delivery: 24 hours on blank 
jobs, 3 weeks on taps from bar stock after receipt of order— 
Expert Engineering Counsel—The Besly Written Distributor 
Policy. Those are the reasons why Besly taps are serving so 
many more users today . .. why Besly distributors are watching 
tap sales go up! Write Besly today for full information. 


posts Helping Hand Has 5 Strong Fingers 


© Faster Delivery © A Complete Line 
@ Expert Engineering Counsel 
Sas © Sales Helps that SELL 
be © Top Tap Quality 


BESLY TAPS *© BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AND ACCESSORIES. 


CHARLES H. BESLY & COMPANY & 118-124 North Clinton Street e 
Factory: Beloit, Wisconsin 
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Tool buyers and users pick up their 


mHese 


ears whenever Starrett announces 
a new tool. Think what they’ll 


do when they see all these out- 





standing items. Cash in on 
this windfall of attention- 
capturing new numbers. Stock 


them. Display them. Fea- 





ture them in your selling. 
They'll pave the way 

to bigger and better 
sales of profitable 


Starrett Tools. 








MECHANICS’ HAND MEASURING TOOLS AND PRECISION 


INSTRUMENTS - DIAL INDICATORS «+ STEEL TAPES » HACKSAWS 
AND BAND SAWS «+ PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 


THE L. S$. STARRETT CO. - World’s Greatest Toolmakers + ATHOL, MASSACHUSETTS, U.S. A. 














“OVERHEAD” SHOWS A PROFIT 


.. When material handling is the problem 


The new WRIGHT Speedway Electric Hoist is a 
rugged package of power with more exclusive sell- 
ing features than any hoist in its class: grooved drum; 
full 12-foot lift with no over-winding; pre-formed wire 
rope with swaged fittings for anchoring; Timken tapered roller- 
bearing trolleys; standard NEMA motor frames and ratings 
... many others. Capacities from 250 to 2000 
pounds. Write us at York, Pa., for folder 
DH-1250 for the whole story. | 


York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, 
New York, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


’ 
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N a In Business for Your Safety 





